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A Time for the Utmost Frankness 


On the Subject of Prices of Shoes 
So That the Public Will Again Believe 
That Modern Merchandising Is an Honest Pursuit 


After a year of effort in liquidation of high-priced 
stocks, after a year of losses, after a year of tremen- 
dous mental strain, TO FIND THAT THE PUBLIC 
IS UNCONVINCED AS TO YOUR SINCERITY— 
what then? Passive silence—let opinion drift and 
the charges go unanswered? Or Tell#the Facts. 
WHICH!!! 

It is up to you as a merchant in your own town to 
consider which path will lead to understanding—for 
it is obvious that. no group organization has done one 
whit in the past year in educating the public in your 
behalf—if you are to do the task yourself, let these 
facts be a guide to your communications with the 
public: 

First—There are shoes offered for sale in this city 
(or town) at prices considerably below the cost of 
production today and no man or woman need go bare- 


foot because of a limited purse—the entire range of . 


prices from $2 to $20 gives opportunity for selection 
in keeping with public desires. If price alone is the 
buying factor, a shopping tour will demonstrate the 
unusually low prices of footwear. As you mix style 
and price in your footwear selection you pay in propor- 
tion—for supply and demand have given to novelty 
footwear a factory and distribution cost permitting 
a fair wage for labor and capital. 

Second—The public should know the general price 
level of raw materials is at its lowest point—in some 
cases below the cost figures of 1914. Once this mate- 
rial is bought, it gathers to itself charges for trans- 
portation and labor which still remain near the peak 
of 1919. Even with a 20 per cent reduction of wages 
in the shoe factory, the result would not be greater 
than 20 cents off on the ultimate pair of shoes. Few 
costs of distribution, or rent, light and store service 


have declined a single penny singe 1919. Despite all 
this, the retail shoe merchant is giving to the public 
footwear for 25 per cent to 30 per cent less in price 
than a year ago. 

Of all articles of universal need, this reduction 
stands out conspicuously as an achievement due to ef- 
fort on the shoe merchant’s part to give the public 
every advantage of price. The net profits in shoe 
stores this year, as estimated by the BooT AND SHOE 
RECORDER, the Great National Shoe Weekly, will be 
less than 5 per cent on total sales due to the complete 
swing to “prices at replacement value,” a policy which 
has revolutionized selling methods in a single year. 

Third—the profit margins of the past are now for- 
gotten—competition in an industry serving the Amer- 
ican public to the remarkable figures of from one and 
one-half billion to two billion dollars has entirely elim- 
inated the term “profiteering.” If the truth were ut- 
tered many shoe stores will fail’ because of an excess 
of zeal in “selling without profit,” a plan which is eco- 
nomically wrong to the merchant, to his creditors and 
to the public at large. 

Fourth—It is quite time that the American shoe- 
buying public should understand a little more about 
the inner side of the great business of making and 
distributing the country’s footwear. For two years 
or more prior to May 1920 they have been groping 
between their constitutional inclination to be fair- 
minded and liberal in paying the price for everything 
and their vague but growing conviction that somehow 
or other they were being stealthily victimized by the 
Shoe Industry. Being largely in the dark as to ex- 
actly what makes up the production cost of a pair of 
shoes, or the expense of placing it on sale in a retail 
shoe store, and what profit the dealer is actually en- 
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— to, the public have—perhaps excusably—become 
‘inflamed at the monotonously mounting prices for 


* ) shoes. 


_| Thus they have yielded to the temptation to cry 
| “profiteering,” They have taken encouragement for 
f | this from the semi-occasional and wholly isolated cases 
' of excess profit-taking which have naturally been ex- 

ploited broadly in the daily press, also from the nu- 
merous instances of shoes being offered in cut-price 
sales at prices below cost in order to avert the greater 
danger of actual business insolvency. 

Fifth—Considering the initial costs of raw mate- 
rials, the costs of the expert labor required for fabri- 
cating, the tremendous capital involved, the highly 
competitive ingenuity demanded for creating new 
styles, the steadily stiffening costs of distribution, and 
the ever-impending hazard of unsold goods, a pair of 
average quality American-made shoes is relatively the 
lowest-cost article of apparel that a person can put 
upon his body! 

Sixth—The makers of American shoes and the re- 
tailers of those shoes to the public are admittedly the 
two least-organized bodies of commercial individuals 
in the country—and always have been. No “trust” 
binds them in a monopolistic conspiracy against the 
American pocketbook. No “agreements” among them- 
selves, of any kind whatsoever, influence shoe prices 
by so much as a hair’s weight. 

Thus, the oft-depicted, check-suited, plutocratic gen- 
tleman familiarly styled “Shoe Trust” by the news- 
paper cartoonists of the day is a myth. He doesn’t 
exist. In fact, the utter lack of organized cohesion 
among American shoe men, particularly the manufac- 
turers, is one of the seven-day wonders in big business 
in this country. 

And his non-existence has always been one of the 
sure safeguards of shoe-buying Americans. This well- 
known peculiarity in the footwear field—this confine- 
ment of a great industry to an entirely competitive 
basis rather than the co-operative basis which governs 
so many of our other producers of necessities—has 
without doubt helped to make shoes always a low- 
profit product. 

Seventh—Frankly, the public need better education 
in footwear matters, so that they may compare them 
with their own private business enterprises and note 
the similarity of commercial and economic require- 
ments; so that they may realize how current retail 
prices for shoes are inevitably determined by costs 
when the shoes were made; so that they may under- 
stand better why a fluctuating market for shoe leathers 
today cannot, by any stretch of personal yearning, 
result in a change of prices day after tomorrow, but 
can be reflected only in shoes built perhaps this month 
and offered for sale next month or next season. 

Eighth—It would be a splendid thing for the con- 
sumers of shoes if they could obtain in their local shoe 
stores the reductions in prices corresponding with any 
reductions in the prices for leathers prevailing the 
previous day or the previous week at the markets in 
the shoemaking districts. But to realize the impossi- 
bility of this the consumer needs to know that it is 
often two to five months before his local dealer actu- 
ally receives in the store the shoes he may have or- 
dered the day the consumer called. 

Ninth—There is no dark mystery in the pricing of 
a pair of shoes. Its production, it transportation to 
the point of sale, its delivery to the wearer: these are 
the simple steps in the transaction. But they cost 
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money, and they cost the kind of money that prevails 
today. By no trick of legerdemain can any living shoe 
manufacturer produce shoes at less than the cost of 
the materials used, plus the cost of putting them to- 
gether plus the cost of having a factory and office in 
which to do the work. By no clever business stroke 
can any living shoe dealer honestly escape paying for 
the transportation of the shoes to his store, or for the 
rent of his store, or salesmen’s salaries, or insurance, 
light, heat, depreciation of stock, and so forth.. And 
he must have a fair profit, or else experience embar- 
rassments with his bankers and other creditors. 
Tenth—It is these things, and these only, that make 
up the price the consumer is asked by the reputable 
shoe manufacturers and retail merchants of America 
to pay for his foot-covering. Competition in business 
sometimes does strange things, but it never makes the 
sale of merchandise at less than a judicious profit per- 
manently possible. How, then, do the American public 
want to be served with shoes? Shall it continue to be 
on the basis of actual cost plus a decent earning for 
the folks who make and deliver them—or shall the 
people veer away from the comfortable, convenient 
shoe stores, where they select what their personal 
tastes dictate, from a clean stock of many styles, and. 
seek less pleasant shops where uncertain merchandise 
is passed out hurriedly, indifferently, carelessly, at 
prices which capitalize someone’s misfortune or poor 
business judgment? The question answers itself. 
American people have too long enjoyed and profited 
by the comforts and advantages of a footwear service: 
unequalled anywhere else in the world to be willing, 
through misunderstanding its economics, to abandon it. 


Do You Average Your 
Profits? 


Dealers who have not yet learned the advantages of 
doing business on average profits complain that they 
are now forced to sell some goods without profit, or at 
a greatly reduced profit. These same dealers were 
probably the first to raise prices during the advanc- 
ing market, but having no records of the past profit, 
they forgot it. 

It is good business to sell the old left-overs at prices 
that will move them quickly, and make up the loss by 
getting a little extra profit on the new fast selling 
styles. The old motto of “give and take” always holds 
good in business, i.e., taking a little extra profit on 
the most wanted goods and give up some of the profit 


‘on the slow sellers. Although it pays occasionally to 


offer some of the newest most wanted goods at a real 
low price for the sole purpose of bringing increased 
sales—this does not mean that the cut-throat-practice 
or the underselling habit is good, but the contrary. 

The good merchant must see that his average mark- 
up is big enough so that he can afford to give his cus- 
tomers a real big bargain once in a while when in- 
creased sales are necessary. The dealer must be as 
liberal with his trade and as cheerful when selling low- 
profit goods, as when he is selling his high-profit 
goods. 

The wide-awake merchant keeps accurate records 
of his business and knows that the occasional loss on 
some special sale merchandise does not hurt the profit, 
but does help to stimulate and increase business and 


(Continued on page 35) 
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Census Shows Gain in Shoe Manufacture 


Also Shows $832,000 Worth of Shoes Made by 
Manufacturers of Other Products 


Washington, ‘May 12.—Revised statistics issued 
by the Buréau of the Census to-day showed that 329,- 
528,900 pairs of shoes were manufactured in 1919 
with a value of $1,152,016,000, as compared with 292,- 
666,500 pairs in 1914, valued at $501,707,900 in 1914. 
The latest totals differ only slightly from the official 
figures given the Recorder recently. 

The returns were received from 1441 establishments 
in 1919 and from 1355 establishments in 1914. The 
census stated that in addition to the total value of 
products already given, footwear to the value of $832,- 
000 in 1919 and $855,600 in 1914 was made as a sub- 
sidiary product of establishments engaged primarily 
in the manufacture of other products. As classified 
by the government, this footwear is exclusive of rub- 
ber. Of the total number of pairs manufactured, 274,- 
236,800 pairs were boots and shoes in 1919, as 
against 252,516,600 pairs in 1914. The preliminary 
report showed that 94,552,200 pairs of men’s shoes 
were manufactured in 1919. This’ total represents a 
decrease in production, as 98,031,200 pairs were made 
in 1914. Boys’ and youths’ shoes amounted to 26,- 
432,000 pairs, an increase over 1914 when 22,895,700 
pairs were produced. In 1919 104,515,700 pairs of 





women’s shoes were manufactured as against 80,916,- 
200 pairs in 1914. There were 48,540,000 pairs of 
misses’ and children’s shoes made in 1919, represent- 
ing a slight increase over 1914, when the production 
amounted to 48,322,400 pairs. Production of fiber 
shoes amounted to 196,900 pairs in 1919, while in 
1914, 2;351,100 were produced. 

The survey showed that 8,566,300 pairs of slippers 
were manufactured in 1919, or a reduction of about 
100 per cent from 1914, when 17,733,700 pairs were 
turned out. Men’s, boys’ and youths’ slippers manu- 
factured in 1919 amounted to 3,302,100 pairs, and in 
1914 3,667,000 pairs. Manufactures of women’s, 
misses’ and children’s slippers aggregated 5,264,200 
pairs in 1919, and 14,066,700 pairs in 1914. There 
were 16,728,900 pairs of infants’ shoes and slippers 
made in 1919 and 15,476,800 pairs in 1914. All other 
footwear products amounted to 29,996,900 pairs in 
1919 and 6,939,400 pairs in 1914. This item includes 
athletic, logging and mining shoes, sandals and felt 
and other slippers. It does not, however, include 382,- 
100 pairs of boots, shoes and slippers manufactured 
as a subsidiary product by establishments engaged 
primarily in other industries. 








(Continued from page 34) 

to average profits. The occasional offering of some 
real worth-while bargains have been the cause of 
building up many large business concerns. The de- 
partment store buyers have long ago learned the ad- 
vantage of averaging profits. The individual dealers, 
especially those selling popular priced goods and doing 
business on main streets can create in their stores 
the same “special sale’ STUNTS that the department 
store buyers do in their departments. 

When the records show that the profits are very 
good, it is then proper to try for increased business— 
the loss of profit on the “Special Sale” is more than 
offset by the reduction in expense; that of doing a 
larger volume on the same expense automatically re- 
duces the percentage of expense on the entire business. 

The experienced merchant can sell just the kind of 
merchandise he wants to sell by a little clever manipu- 
lation. A merchant was informed that there was 
good business to be had in his town on the sale of 
felt shoes and slippers. After selecting a reliable 
house to buy this class of goods from, he ordered a 
fairly good assortment of styles and asked the manu- 
facturer as to his best selling number. He was in- 
- formed that it was a slipper costing 75 cents and 
which all dealers sold for one dollar. This dealer said 
that he would buy ten times as many of this number 
as any other style and he also wanted this particular 
slipper in every color made, and a complete assort- 
ment of sizes in each shade. He ordered all of his 
order shipped in, early in the season, in order to learn 
quickly which were the fast selling ones. 

In about a month after his goods were in and on 
sale he re-ordered on some of the styles, and his re- 


orders were in such large quantities that the manu- 
facturer came to inquire why such large orders were 
placed. The dealer answered that he was told that big 
business was to be had on that class of goods and he 
meant to get his share or more if possible by having 
larger assortments of styles and sizes than any of his 
competitors, also by offering a “special” on some of 
these goods when the height of the season came, and 
he said “there is no use offering any special unless the 
stock is large enough to satisfy all that came in re- 
sponse to get the offer.” Following such tactics made 
this merchant the largest in his town. 


How Do You Hire a Man? 


The wizard of electricity, Thomas A. Edison, may be 
playing a huge joke on the college men of this country 
by his showing them up. His 23 questions certainly 
would tax the mind of an ordinary individual not con- 
versant, page by page, with an encyclopedia. Of what 
value is an information clerk at a railroad station who 
has fifty thousand time-schedules in the back of his 
head if he were to lose his job, and apply to Edison 
for a place where he could utilize his skill. Just the 
mere gathering up of a million loose ends of informa- 
tion is no test of the brain power of a man to analyze 
and study a problem. 

We have asked a number of shoe merchants in Bos- 
ton as to the requirements they put before men wish- 
ing to work in their store. We give the 23 questions 
after assembling the ideas of many merchants in Bos- 
ton. And now we put it up to other merchants as to 
their 23 test questions. 
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Why Should Business Be Taxed at 23 Per Cent? 


The Turnover Tax Would Reduce Levy to 314 Per Cent. 
and Minimize Cost of Collection 


Although the Administration and Congressional 
leaders have refused to endorse the Sales Tax Plan, 
the National Shoe Retailers’ Association, National Re- 
tail Dry Goods Association, and other national retail 
organizations intend to fight against these odds. In 
the hearings before the Senate Finance Committee, 
these associations have been presenting facts and 
figures showing that a turnover tax of 1 per cent 
would strengthen government and commercial credit 
and produce at least $1,500,000,000 or possibly $2,000,- 
000,000 in revenue annually. The final sales tax, it 
was shown, would yield only about $500,000,000. 


Take the Shackles Off 

Roger W. Babson jumps into the fight in the follow- 
ing bulletin: “The plan for a tax revision that will 
take the shackles off business is losing ground at 
Washington. Secretary Mellon’s letter to Chairman 
Fordney leaves no doubt. Political expediency may 
doom the Sales Tax, which up to the present, has 
been gaining favor in Congress and with business 
men. The same reason answers for proposed leger- 
dermain with corporation taxes and surtaxes. 

“The Excess Profits Tax, counted on for $400,000,- 
000 this year, is to be repealed, according to promise, 
but the same amount is to be derived by a flat tax on 
corporations. That is, corporations that do not make 
the current interest return on capital may be taxed 
and even the $2,000 exemption removed. 


Business Has Much at Stake 

“Surtaxes are to be reduced so that no individual 
will pay more than 40 per cent this year and 33 per 
cent in 1922, normal tax and surtax combined, as 
against a possible 73 per cent now. This because the 
higher rates are uncollectible, merely driving capital 
into tax-exempt forms. But the loss of revenue is to 
be made up by readjustment in the lower schedules. 
Business and the investor alike have much at stake in 
the present situation. World-wide liquidation, enforc- 
ing-the trend to lower money rates, doubtless will 
dominate national influences. But ill-advised legisla- 
tion now can delay and handicap America against 
her competitors. 

“It is estimated that allowance for Federal taxes 
carried into business costs is the basis for about 23 
per cent of average retail prices, whereas a turn- 


over tax could reduce this to not over 314 per cent 
of retail value. Nor should the point be missed that 
the latter figure is all that the Government now real- 
ly recovers. The rest is dissipated in business ex- 
travagances, waste and expense attendant upon com- 
putation and collection. 

“That the Western farmers should oppose anything 
that will reduce retail prices is understandable be- 
cause, so far, this reduction has put the heaviest losses 
on them. They are misguided in not being informed 
that the Sales Tax is a step to reduce overhead be- 
tween producer and consumer, to the benefit of both. 


The Farmer in Opposition 

“ ‘That the Sales Tax,’ to quote Chairman Fordney, 
‘is the sanest, the most economical and most effective 
means of collecting Government revenue’ a majority 
in Congress is convinced. Senator McCormick, the 
leading opponent, claims to have twenty only, out of 
the fifty-nine Republican Senators, pledged against it. 
Could the Sales Tax be brought to a vote, it is hardly 
to be doubted that sufficient Democratic support 
would be forthcoming to pass it, if for no other rea- 
son than to make capital for 1922, out of the majority 
party dilemma. 

“Congress has lost its heart, and is in danger of 
losing its head, to the farmers. Their plea is vocal, 
every day, through two highly paid agents at the 
Capitol. 

“The present Congress was elected on a promise to 
cut the red tape of government regulation and illogi- 
cal taxation which is strangling business. Election 
over, the business man tendered a vote of confidence 
to the incoming administration and is waiting pa- 
tiently. It now appears that Congress is tempted to 
violate that confidence—to play politics—to put over 
a “stuffed elephant” tax reform in place of the real 
and necessary relief. 

“Business men generally, as individuals, are pay- 
ing too little attention to what is being done—or not 
being done—to further sane taxation. Taxation will 
come up as soon as tariff legislation is settled. If you 
are in favor of a revision which will lessen costs, lower 
prices, and aid in reviving business, write, telephone, 
telegraph, or go personally, to your Congressmen and 
Senators and let them know your attitude.” 








McElwain International Merger 


Consolidation Comes as Greatest Trade Surprise 


Boston, May 17.—“*Two of the largest interests 
in the world’s shoe industry, The International 
Shoe Company, of St. Louis, and the W. H. McEl- 
wain Company, of Boston, have consolidated. The 
merger brings together thirty-two shoe factories, 
as the International Shoe Co. in Illinois, Kentucky 
and Missouri; three tanneries of Kistler Lesh & 
Co., of Boston, which has recently merged with 
the St. Louis concern and which operates tan- 
neries in Pennsylvania and North Carolina; ten 
shoe factories, two tanneries and four shoe mate- 


rials factories of the W. H. McElwain Co., all lo- 
cated in New Hampshire. The combined assets 
of the merged companies total approximately 
forty million dollars. No public financing will be 
connected with the merger. Combined sales of 
the two companies in 1920 were more than $128,- 
000,000. The present capacity of the Interna- 
tional Shoe Co. averages over 70,000 pairs of 
men’s, women’s and children’s shoes a day. The 
W. H. McElwain Co. has a factory capacity of 
40,000 pairs a day.” 
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Price Analysis Not Fair Unless Thorough 


Retail Prices Never Reached the Peak Justified by the 
High Point Reached at Wholesale 










Comparisons of Cost and Selling Prices 

We are giving herewith a table showing the factory and retail prices of a basic oxford, for women, children and men. 
These figures were copied from the books of a retail shoe merchant. They answer in the affirmative the question “Are 
retail shoe prices being reduced in accordance with manufacturers’ prices?” 






















1914 ; Summer, 1920 1921 
Factory Price Retail Price Factory Price Retail Price Factory Price ” Retail Price 
Women’s Tan Calf Oxford.... $3.50 to $3.75 $5.50 to $6.00 $8.00 $12.50 $5.60 $9.00 
Misses’ Tan Calf Oxford, 11/2. $2.65 $3.85 5.25 8.50 8.85 6.00 
Men’s Tan Calf Oxford....... 6.00 9.00 13.50 6.00 
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Are retail shoe prices being reduced in accordance 
with manufacturers’ prices? The answer can be best 
given by an analysis of the situation. But the analy- 
sis should be a thorough one, and the investigators 
should have the real facts from the lips of the retail 
shoe merchants. There is an important point which 
analysts unfamiliar with the retail shoe trade should 
remember and this is that although manufacturers’ 
prices reached their peak during the summer of 1920, 
retail shoe merchants for the most part did not sell 
shoes based on those peak prices. 

For example, we have one specific instance in mind 
where shoes at $6:90 were received by a retail shoe 
merchant from the manufacturer last summer. This 
order was placed the previous October, 1919. In the 
early summer of 1920, that same identical oxford in 
grade and construction sold at the factory as high as 
$8.25. Some merchants who had not ordered in ad- 
vance were obliged to charge at a close mark-up from 
$12 to $12.50 for that shoe, whereas this particular 
firm, which had ordered in advance, was able to sell 
the $6.90 shoe at $10.75. 


A Chance for Mis-interpretation 


Now when the retail shoe merchant whose case is 
above cited ordered this shoe well in advance for early 
1921 delivery, he was obliged to pay the $8.25 factory 
price and was obliged to charge $12.00 

On the contrary the manufacturer having reduced 
prices on orders taken in the spring for summer de- 
livery had his new prices back to the $6.90 basis. If 
the shoe manufacturer were asked at what price he 
sold shoes, and those prices were compared with those 
the retail shoe merchant was charging in the same 
grade, it would appear as if the retail shoe merchant 
had not reduced prices in accordance with those of the 
manufacturer. This is where misinformation, or lack 
of complete information, results in a wrong interpre- 
tation of the retail shoe merchant’s price reductions. 


Retail Prices Square With Wholesale 
There is a discrepancy of more than $1.00 a pair 












between the peak price at which the average retail 
shoe merchants owned their shoes which were sold 
last summer and the peak price asked by the manufac- 
turer last summer, and at which price practically no 
shoes were sold. 

Retail prices to-day are 65 per cent to 70 per cent 
higher in price than in 1914, but this is strictly in ac- 
cordance with the market, comparing grade for grade. 
A high-grade shoe store which we have in mind has 
made out its buying plan for the next six months. Its 
planned mark-up from March 1 to August 1, 1921, is 
as follows: 

Thirty-one per cent on men’s shoes; 31 per cent on 
boys’ shoes; 31 per cent on children’s shoes; 32 per 
cent on misses’ shoes, and 34 per cent on women’s 
shoes. 


Present Range of Popular Prices 


During the last year while the department of justice 
was so active, most stores practiced the method of 
averaging prices, basing new prices on percentage of 
old shoes they owned, but until that time almost every- 
body had taken full value. 

The volume of business to-day is done on a price 
of about $10 on a man’s shoe, and on a woman’s shoe 
of about $9.00. At these prices it is possible to give 
the very best shoe as to material, workmanship, and 
service. The retail shoe merchants of the country are 
playing the game fairly. If the public wishes, it can 
get good shoes at reasonable figures. If it wants 
luxury shoes, it may buy these also. But on a pair of 
women’s shoes, for instance, which takes an operator 
eight times as long to make as the ordinary shoe, it 
will be readily seen that the slowness of production, 
and its style value warrant a higher price. And as 
an expert merchandiser said: “It was never possible 
at any previous time, whether it were 1919, or 1914, 
to buy a shoe of such excellence of material and work- 
manship, as to-day and at such a reasonable price con- 
sidering the increased fixed charges which cannot be 
eliminated.” 
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Work, the Best Medicine for Present-Day Ills 


Normal Business Will Return, Says Banker, When Men Give 
a Full Day of Labor for a Fair Daily Wage 


Re-birth of normal business awaits a new attitude 
of man toward his job, James S. Alexander, president 
of the National Bank of Commerce in New York, said 
in an address before the semi-annual meeting of the 
National Association of Cotton Manufacturers at Bos- 
ton. Correction of the business and social confu- 
sion of the times must be sought, he urged, not 
only in technical banking and business adjustments, 
but more particularly in the human element which has 
set free great forces that must be brought under con- 
trol before business can again be on a sound basis. 
Mr. Alexander’s subject was “The Basis of Better 
Times.” 

Profound Change in Human Conduct 


“Never before in the history of the world has there 
been such a universal and profound change in human 
conduct as we have seen in the period since the World 
War began,” Mr. Alexander declared. ‘Never before 
has human conduct produced 


change value of the product, wages must come down, 
for no wage can be permanently maintained at a point 
above what it is worth measured in terms of other 
products. 


A Reciprocal Responsibility 


“Further, employers must not seek to drive wages 
below their true value thus measured. There is this 
reciprocal personal responsibility involved in the re- 
lation of workers and employers—on the one hand to 
render efficient service for every dollar demanded, on 
the other to render over to labor every dollar éarned. 

“There are elements of personal responsibility in 
banking relations also that must be maintained on 
high standards. It is not sufficient for a banker in 
loaning money merely to consider whether it is going 
to be safe and profitable for his own bank. Neither 
is it sufficient to add to this the consideration as to 
whether it is going to help his customer make a profit. 

He must consider these things. 
But he must also consider 





such variations in business 





away from what we are accus- 
tomed to consider a normal 
course. 

“It is a question of the per- 
sonal attitude of man toward 
his job. Looking at this in a 
large way we see nations still 
struggling and fighting one 
with another. Within nations 
we see labor still creating tur- 
moil, while the attitude of em- 
ployers is not always what it 
should be. Business stability 
and a new normal for the con- 
duct of the world’s economic 
life cannot be found while these 
conditions persist. 


* 


sponsibility.” 


The Re-Birth of Business 


“Too many people to-day hope and ex- 
pect that something will be done for them, 
although their interests would best be 
served by their doing a full day’s work for 
their pay. There is an effort on the part of 
workers to retain the advantages won dur- 
ing the abnormal war period of shorter 
hours, higher pay and easy work, regard- 
less of the present lack of an economic basis 
for the continuation of such conditions. 
* Inflated wages and the non-com- 
petitive conditions of the war and the later 
boom period produced inefficiency and irre- 


whether, from the point of view 
of public interest, it is a good 
and constructive thing to do. 
He must consider whether so- 
ciety needs that activity or 
wtether the general situation 
will be better off without it. 
The times are still too serious 
for wasted effort, for unpro- 
ductive enterprise or for irre- 
sponsible ventures. 


Hard Work Needed 


_ “Never has the moral respon- 
sibility of governments been 
greater. Any government that 
countenances privileges to any 
class as against another class 








Full Day’s Work the 
Best Medicine 


“Too many people to-day hope and expect some- 
thing will be done for them although their interests 
would best be served by their doing a full day’s work 
for their pay. There is an effort on the part of work- 
ers to retain the advantages won during the abnormal 
war period of shorter hours, higher pay and easy 
work, regardless of the present lack of an economic 
basis for the continuance of such conditions. The fun- 
damental principle of enlightened labor leadership 
to-day should be to inculcate a return to the doctrine 
of an honest day’s work for an honest day’s pay. In- 
flated wages and the non-competitive conditions of the 
war and the later boom period produced inefficiency 
and irresponsibility. 

“It is essential to the welfare of labor itself to ban- 
ish this attitude, not because individual efficiency and 
a full return of value received in the pay envelope 
mean bigger profits for the employer, but because they 
mean better times for the workers themselves. Work- 
ers cannot, in the long run, consume more than they 
produce. If wages are too high in relation to the ex- 


on the ground of social justice 
undermines the stability of society. For us in Amer- 
ica a particularly encouraging circumstance is the 
broad-minded, sound, human and intelligent way in 
which the present administration is attacking the 
problems of the day. 

“A return of social stability résts upon recognition 
by both nations and individuals that reconstruction 
can come only by hard work, that business can endure 
only on the basis of a sincere discharge of obligations, 
whether they be in the form of executive duties or in 
the form of day’s labor, and that a high sense of per- 
sonal responsibility must prevail in all the relations of 
life. 

“The most frequently asked question of the day is 
when we may expect a return of normal business. 
Forecasts based only on technical business considera- 
tions are worth little. The rebirth of normal business 
awaits a new attitude of man toward his job.” 

(Continued on page 41) 
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Washington.—Determined to disabuse the public 
mind of the commonly circulated belief that retail 
prices have not been brought into harmony with re- 
adjustment in connection with wholesale prices, mem- 
bers of the National Dry 


Goods Retail Association have ,, : 
HAA to be held separately, indicat- 


inaugurated a nation - wide 
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Will Fight Charge That Prices Are Too High 


National Dry Goods Retail Association Lays Facts 
Before Government Officials 


From Washington Bureau, Boot and Shoe Recorder 
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this is done, it is proposed that the data be made public 

so that the consumers over the entire country may be 

intelligently acquainted with the position of the mer- 
chant. 

The conferences with the 

three government bodies are 





campaign of education. Of 
the firm conviction that much 
misleading information has 
been unconsciously dissemi- 
nated from responsible quar- 
ters, the Association proposes 
to start its course of instruc- 
tion with high government 
officials. With this view in 
mind the Association has re- 
‘quested and been granted per- 
mission to hold conferences in 
Washington with members of 
the Federal Reserve Board, 
the Federal Trade Commis- - 
sion and the Department of 
Commerce. 


No Foundation, Say Mer- 


chants the United States. 


To Educate the Public 


RECORDER readers will recall that in our 
issue of April 30 appeared a news dispatch 
from Washington headed: “Is There To Be 
a Drive Against Retail Prices?” and point- 
ing out that all government agencies appar- 
ently have accepted without question the 
declaration of the Federal Trade Commis- 
sion to the effect that the retail merchants’ 
failure to adjust their price lists to lower 
levels is deterrent to economic and business 
recovery. The gage of battle has been 
taken up, as described in this article by the 
National Dry Goods Retail Association, 
which purposes to allow the case to be tried 
before a jury consisting of the citizens of 


ing that the subject will be 
handled with respect to the re- 
lation the respective govern- 
ment bodies concerned bear 
toward the price situation, es- 
pecially as it affects the re- 
tail trade. 


Department of Commerce 
Representatives Will Discuss 
* Commission’s Report: 

Cost of money, rediscount 
rates, credit, and associated 
elements of economics, it is 
stated, will constitute matters 
to be discussed with members 
of the Federal Reserve Board. 
Wages, production ‘costs, ex- 
penses incident to operations, 
including overheads, and the 





The retails, for a long time 


relative position of retail 


the target of general charges MMUNUN2U,NTUU Iii iii prices at present and during 


that the retail trade has not 

duly participated in reductions in prices that are pro- 
portionate with lowered wholesale prices, propose to 
show the government officials that these allegations, 
as a general indictment, are entirely without founda- 
tion. 

While no attempt will be made, it is claimed, to deny 
claims that unjustifiably high prices have been ob- 
tained in certain localities which have not been re- 
sponsive to the general readjustment, these, it is 
stated, represent the exception which prove the rule 
that the retailer has assumed his share, not alone in 
reducing prices on new stocks, but in liquidating high 
priced stocks at a sacrifice. 

To Give Complete Publicity 
The Association will be represented, it is stated, by 


a Committee which will be thoroughly prepared to lay 
facts and figures before the government bodies. Once 


the pre-war period, as com- 
pared with the general commodity price compari- 
sons for the same terms are said to be matters 
that will be discussed with representatives of the 
Department: of Commerce, to be headed by Secre- 
tary Herbert Hoover and with the Federal Trade 
Commission. 


The latter’s report to the President, recently pub- 
lished broadcast, likely will share in the discussion 
with this body and the attitude of retailers with regard © 
to points discussed made plain, which, it is known, 
throws an entirely different light on the situation 
than that reflected by the Federal Trade Commission. 
Inasmuch as the report was made at the request of the 
President it is understood that he will be informed 
of the result of the conferences the retail interests 
are to hold. 











DATA ON COST OF LIVING 
A Valuable Compilation to Be Made By Government 


Washington.—Compilation and publication of de- 
pendable and up-to-date figures on the cost of living 
is to be undertaken by the Government at once. Pres- 
ident Harding announced, after a recent Cabinet meet- 
ing, that this question was discussed at the session 
and it was decided that the Department of Commerce 
and the Department of Labor should co-operate in pre- 





senting this data. The Department of Commerce will 
supply the funds and prepare the figures with the aid 
of experts from the Bureau of Statistics, Department 
of Labor. At present, figures on the cost of living are 
issued only semi-annually, these including food, as well 
as commodity retail prices. It is recognized that fig- 
ures of this kind are too old to be of much value and 
that the public is demanding more frequent and cur- 
rent statistics. 
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The Retail Shoe Merchants’ Questionnaire 


A List of Twenty-Three Queries to Put to 
Applicants for a “Job” 


When you are about to add a new man to your retail 
shoe store selling force, what questions do you ask 
him? 

“Granted that the preliminaries are over—that the 
man is of good appearance, and neat as to his attire— 
that you have undoubtedly asked him— 

“What is you name and address? 

“Where have you been previously employed? 

“What is your age? 

“Are you married or single? 


“What salary have you been receiving and how much 


do you expect? 

“Should the average shoe merchant pursue his ques- 
tions to greater extent before giving the new man a 
trial, and if so, what should he say in order to test the 
applicant’s knowledge of scientific retail shoe selling?” 


Some Methods of Hiring 


It is true that many merchants prefer to train young 
inéxperienced men into their ways of shoe merchandis- 
ing, while others prefer men of at least three to four 
years’ experience. The applicant who might have 
three or four years experience could properly be asked 
—where he worked previously. In some stores, a few 
years’ experience is better than twenty years in others. 
One clever retail shoe merchant says that he never 
asks an applicant for his store sales force where he 
has previously worked. After asking what special 
qualifications he thinks he has to enable him to sell 
shoes in a retail store, and a few other questions as 
to shoe construction, materials, and the human foot, 
he engages him in conversation. If the salesman is a 
man who can carry on a conversation well, does not say 
too much, but is a man after the type you would wish 
in your own home, he is the man this merchandiser 
selects. 

Still another merchant says—“A man can talk him- 
self into or out of a job. His application is merely .a 
matter of a practical demonstration of his selling 
ability. In applying fora position, the man has the 
same job before him as in a retail shoe store—sales- 
manship. The difference is in the commodity only. 
In one case it is himself he has to sell; in the other 
case, it is footwear. 


Selling Salesmanship 


Sometimes after three or four questions, the mer- 
chant says that to try out the applicant, he will say— 
“T do not believe I wish to hire anyone just now.” Abt 
this point, the man he does not want 
will usually leave, but the man he does 
want will argue his case, successfully. 
In other words, the applicant is selling 
his services, which is the all-important 
merchandise for him to sell at that 
moment. If he can sell himself to the 
merchant, this merchant believes that 
he is the one to successfully sell his 
goods and he secures a place on the 
sales force. 

Sometimes, after two or three 
months’ trial, a salesman finds that he 


does not like the house, or the house finds that it does 
not like him—it is better to sever connections then, 
because every retail shoe salesman should be made to 
feel that he is a partner and that the success of the 
store is his success, 


Much Depends on Store Manager 


Another retail shoe merchant says that everything 
depends upon how a retail salesman handles trade. If 
a salesman does not want to show goods, he is abso- 
lutely of no use. A retail shoe salesman should know 
his stock and know which way to turn and be able to 
politely and intelligently answer the queries or argu- 
ments of the customer. 

Much depends upon the wisdom of the store mana- 
ger. Aside from being a keen observer of men and a 
student of psychology, he should realize that there are 
two principal factors which constitute the right selec- 
tion of a selling force. 1—Salesmanship. 2—Techni- 
cal knowledge of shoe merchandise. One big retail 
store manager says that he depends upon his visualiza- 
tion. after long years of experience in employing sales- 
men, as his first method of interpretation of whether 
or not the applicants would be of the right sort. 


The Cross Examination 


Here is a list of twenty-three questions which might 
be propounded. Would you suggest additions, or al- 
terations? We would be pleased to hear from the re- 
tail shoe merchants of the country as to their ideas on 
the subject. 

1. Do you know how to measure feet, by the usual 
methods, for ordinary fitting and for custom work? 
Whai principal of fitting have you used? Have you 
taken any particular instructions in shoe fitting? Do 
you believe in fitting long or short? 

2. Do you use the size stick when the customer is 
standing up or sitting down? 

3. What class of merchandise have you handled? 

4. What is the difference between a welt and a 
McKay shoe? What is the difference between a hand 
turn and a machine turn? 

5. How does the fitting of a kid shoe differ from the 
fitting of a satin shoe? 

6. Can. you name and define the bones of the feet? 
Do you know how the bones of the feet function? 

7. What makes you think that you can sell shoes? 
Do you like to sell them? Do you like to show goods 
to the prospective customers? 

8. What do you know about lea- 
thers? Show me a kid shoe—a kan- 
garoo shoe—a patent leather shoe—a 
calf shoe. 

9. What do you know about the in- 
terior construction of a -shoe—lin- 
ings, shanks, counters, innersoles? 

10. What is fair stitching? 

11. What is an orthopedic shoe? __ 

12. What is a Louis heel—a Gubant 
heel—a military heel? 

13. What do you know about 
lasts? 
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14. What is a fibre sole—what is a leather ‘sole? 

15. Have you any ideas as to store display and ad- 
vertising? , 

16. What do you know about stock-keeping? 

17. Of what schools or colleges are you a graduate? 

18. What do you do in your leisure time—or the 
time when you are not selling shoes? 

19. What means have you availed yourself of to 
broaden your education along the lines of your 
chosen vocation? 

20. What is your idea as to individual progress in 
comparison with co-operative progress? 

21. What do you think the ideal atmosphere of the 
store should be and what can do do to help create the 
ideal atmosphere? 

22. What are your ultimate ambitions? 

23. What do you know about hoisery? 





FALL COLOR CARD FORECAST 


The Colors Selected by Textile Color Card Associa- 
tion in Co-operation With Shoe and Leather 
Organizations 


The Textile Color Card Association of the United 
States, Inc., of which the N. S. R. A. is a member, has 
just released to the trade the 1921 Fall Season Color 
Card containing 78 colors, 66 of which are portrayed 
in silk and 12 in wool. This card is for fashionable 
colors for the coming autumn and winter season and 
includes the latest color creations that will be employed 
by all branches of industry. 

Under separate caption are 10 shoe, leather and 
hosiery .colors especially selected for these respective 
trades, thus assuring a link of color harmony between 
all allied industries. 

In the shoe, leather and hosiery colors—browns, in 
various shades are heralded. These include Gold 
Brown and a new shade called Hazel, rather light in 
tone, but with less gold—Sponge, a light tan—Camel, 
similar to beaver, and Chippendale—also known as 
Cordovan. Mouse is a decided novelty and suggests 
a cross between a tan and gray. There are also three 
distinct metal grays of light and medium shades called 
Silver, Nickel and Steel, and last but not least, the 
standard Bronze. 





(Continued from page 38) 


Referring to the credit situation, Mr. Alexander 
said: 


The Real Basis of Credit 


“The remedy is not to be found in easier credits or 
cheaper money, which might serve as an artificial but 
temporary stimulant, creating a situation worse than 
the present one. The availability of credit must de- 
pend squarely and without equivocation on the indi- 
vidual position of the borrower. No man is entitled 
to banking credit unless the business ends to which he 
intends to put it contain in themselves elements insur- 
ing his financial ability to repay. 

“Any other policy than that indicated by these limi- 
tations would mean an inflated state of credit and an 
unsound banking situation. Any other policy would 
retard the sound readjustment of business and per- 
petuate an expansion which cannot and should not be 
maintained.” 


BOOT ‘AND SHOE RECORDER : j 4i 


_ INCREASE’ WORLD-WIDE: TANNING 
Competition Keener Says Trade Commissioner Hertz 


European leather manufacturers have established 

and are establishing tanneries in all parts of the 
world, according to Trade Commissioner Norman 
Hertz, now touring the leather centers. The French 
have sole leather tanneries in Africa and in many of 
the South American countries. A French concern ‘es- 
tablished a large cabretta tannery in Spain and be- 
fore the war contemplated establishing a calfskin tan- 
nery in Russia. The English, too, are spreading out 
into India and have factories in France. German tan- 
ners are interested in sole leather tanneries in South 
America and since the war one large German concern 
has established itself in Sweden. There appear to be 
two motives in this move. (1) The desire to produce 
in regions where hides, tanning materials and labor 
ure abundant and cheap. (2) To overcome trade bar- 
riers such as tariffs, which are being constantly raised 
by a majority of the large consuming nations. 
- Mr. Hertz also stated that American tanners must 
expect strong competition from Germany and France. 
The chief reason lies in the fact that wages in those 
large leather producing countries are much lower than 
in the United States. 

French and British tanners have increased their 


~ production of sole leather during the war. This will 


probably cause a dropping off of sole leather exports to 
those countries. 

In many European countries, there is no law similar 
to the Sherman anti-trust law, and therefore strong 
cooperative societies have been formed by tanners and 
shoe manufacturers for the purpose of joint importa- 
tions of raw materials and joint exportation of manu- 
factured products. 





“PURE SHOE” BILL KILLED 


Manufacturers Commended for Discontinuing “Di- 
rect-to-Consumer” Merchandising 


Milwaukee, Wis., May 11.—One of the most inter- 
esting meetings which the Milwaukee Retail Shoe 
Dealers’ Association has yet held was the monthly 
business session on May 5 in the directors’ room of 
the Milwaukee Association of Commerce. . A multi- 
plicity of topics, problems and subjects was waded 
through to a finish under the guidance of President 
Otto A. Hensel. By no means the least of these was 
the topic, “Legislation,” which is particularly inter- 
esting now because the State Legislature is in ses- 
sion at Madison. In co-operation with the Wiscon- 
sin Association, the Milwaukee dealers have been 
doing some excellent work in nullifying inimical legis- 
lative propositions which aimed to put the retail 
business, and especially the shoe trade, under heavy 
wraps. As a result of their efforts the “Pure Shoe 
Bill” has been killed. 

The matter of sales by manufacturers to commis- 
sary stores and other direct-to-consumer merchan- - 
dising, which has been a live topic for the Milwaukee 
dealers for several years, was again brought up. 
The particular point was the action of the Endicott- | 
Johnson Co. in announcing publicly its decision to 
discontinue such sales. A copy of the announce- 
ment was read and elicited loud applause. Secretary 
W. J..Wuerl was directed to write a special letter of 
commendation to the company. — 





See rte. F4 
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Getting the Most Out of the Recorder 


Use Cartoons—Lllustrations—Text—and Make Them 
Educational to the Public 


Do you take advantage of RECORDER illustrations 
and text in your contact with the public? The RE- 
CORDER endeavors to be a useful instrument of pub- 
licity through the merchant to the public. The one 
best way for a merchant to utilize RECORDER matter 
is to be keenly attentive to the possibilities of illus- 
tration and text in carrying a story to the public. 

No better example of how cleverly this can be done 
is to be found than in the little 16-page booklet only 
21% x 3% inches in size, printed on nile green paper 


in black ink by the Rosenbach Company of Chicago,” 


four pages from which are reproduced below. 

In the 18 stores of this company, in the principal 
cities of the Middle West, this cartoon booklet was 
distributed. You will remember the cartoons which 
were run in our March 26 issue, showing weird pat- 
terns of men’s footwear. The wild raving of the car- 
toonist became the “nonsense” in this very effective 
little booklet. 

Lester A. Beatty of the Rosenbach Company in Chi- 
cago, tells us: 

“This has proved a very effective advertisement and 
it is just one of the many things which we have gotten 
from the BooT AND SHOE RECORDER.” 


> Clever Publicity—No Cost 


Now here is a suggestion to RECORDER subscribers. 
A similar page is running in this week’s issue with 
unusual and freakish ideas on women’s style creations. 
If you want an unusual bit of publicity, take the page 
to your engraver, and have him make a plate for you 
in the size that you wish it, and use it in your daily 
newspaper or your circular advertising. As you get 
the RECORDER, week by week, remember it is your 
privilege to take from it those things that may be of 
value in the betterment of your publicity to your 
public. 

The RECORDER is copyrighted, but nevertheless, as a 
subscriber, the copyright is lifted to the extent of per- 
mitting you to utilize ideas in any shape or way you 
wish. 

We get letters every day from merchants who find 
sections of the paper valuable to them. Not only do 


the merchants clip the pages and put them in their 
show windows, but they often ask us for the original 
photographs so that they in turn can be made into 
cover illustrations for their -local store booklets. 
Whenever it is practical and possible, we grant their 


request. 
A Practical Suggestion 


You will remember a month or so ago, the remark- 
ably fine sport section printed on green paper and 
dark green ink illustrating sport scenes and sport 
footwear. Here is an idea from one of our subscrib- 
ers, Egelhoff Bros., Fond Du Lac, Wisconsin: 

“You are entitled to compliments on the pages, col- 
ored, 49 to 56 in the April 9, 1921, issue of the Boor 
AND SHOE RECORDER. Why! Because they are attrac- 
tive and suggestive. It appealed to the writer in ad- 
miring same, if these 14 pictures, each could be re- 
produced in colors in size 12 x 18, the 12 different 
styles of low shoes 12 x 12 as well, this would be a 
set to send out to retail merchants that are readers of 
the BooT AND SHOE RECORDER.” 

Merchants have found the RECORDER “advertising- 
ideas section” has proven most helpful and they have 
told us so. What is better still, many a merchant is 
sending us proofs of his advertisement and asking for 
criticism thereon. 

You will remember the children’s issue of April 16 
where we showed illustrations of children’s shoes in 
sequence of sizes and types. Many merchants wrote 
in for permission to use the line cuts in their pub- 
licity to show that in their store a proper continuity 
of sizes and styles extends from childhood to old age. 
It is just these things that make the RECORDER helpful 
and you are Invited to join in the use of them, and to 
offer suggestions as to how we can be more helpful 


to you. 


WORKING FOR THE MERCHANT 


Milwaukee, May 16.—The Harsh and Chapline Shoe 
Company, now part of the Craddock-Terry organiza- 
tion, is circulating the following announcement by 
postcard among the consumer mailing list created 


(Continued on page 125) 
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Frequent Buying Is the Only Safe Policy 


Moreover, Says Merchant, Manufacturers Should 
Revise Merchandising Methods 


One of the largest shoe buyers of the middle west, 
a man who buys for a large chain of women’s shoe 
stores, is of the opinion that shoe manufacturers must 
entirely revolutionize their plan of manufacturing and 
marketing in order to keep step with the present rapid 
style changes and price changes. 

Shoe manufacturers, he says, have followed a pre- 
cedent established many years ago when conditions 
were entirely different from those that prevail to-day. 

Before the element of style entered into the shoe 
business to the extent that it does to-day it was en- 
tirely possible, although not always logical, to sell 
shoes for delivery six months or more after the order 
was booked. 


Peaks of Production 


This old policy created two fat seasons and two lean 
seasons—a high peak and a deep valley in production 
and distribution. ‘ 

Manufacturers apparently laid their plans to put 
themselves out of business twice a year for about two 
months of each semi-annual in-between period. It was 
“rush-and-tumble” for about three months each sea- 
son and then a gradual downhill slide into the depth of 
thé valley. 

Retail merchants formed the habit of buying twice 
annually large quantities and they in turn had a “rush- 
and-tumble” season in mid-spring and again in mid- 
fall when it has been almost impossible to have mer- 
chandise enough and help enough to take care of the 
peak. 

The Unfortunate Lean Season 


The rush over, retail merchants, like manufacturers, 
prepared for the lean season following and the busi- 
ness during mid-summer and mid-winter months was 
practically at a standstill. 

The introduction of new styles in mid-season which 
has prevailed for the last two or three years has made 
’ it necessary for merchants to change their system of 
buying and it has also had the effect (by the introduc- 
tion of some snappy patterns and a different class of 
merchandise during the former lean season) of stimu- 
lating an all-year-around business. 

Many progressive merchants have awakened to the 
fact that wage earners are drawing salaries in July 
and August and in January and February and that 
they are just as anxious to spend their salaries for 
something to eat and for something to wear during 
these months if they can buy merchandise that appeals 
to them. 


Selling the Year-around 


Manufacturers have been slow to recognize this 
change of style conditions and many of them are still 
trying to obtain their business by two trips a year 
and retain the old policy of two peaks and two valleys 
in their production department. 

The progressive manufacturer who does recognize 
the changed condition shows a shorter line of samples 
and concentrates on a few particularly striking pat- 
terns. He then goes to the trade with these seeking 


business for sixty to ninety days in advance. He is 
sure to get business if the merchant can be assured 
that this manufacturer’s representative will again call 
on him after another ninety-day period with another 
new showing of attractive patterns, materials and de- 
signs. 
Keep the Styles Coming 

The successful retail business must be transacted 
on a rapid turnover basis. Style is the one big ele- 
ment in every store’s business. It is almost beyond 
the power of any buyer to visualize what will sell read- 
ily six months in advance. 

The success of shoe manufacturers making stylish 
footwear depends upon his ability to get the right 
style and materials to the merchant when the mer- 
chants need them. 

By more frequent trips and smaller orders on each 
trip the factories can do away with the two high peaks 
and the low valleys in production and operate more 
nearly on a level plane. 


Advantage of the New System 


Merchants will always have something new to show 
which will stimulate during the months which are 
usually considered as the lean months and here again 
the two high peaks and low valleys can be eliminated 
to a great extent and a more even and level plane of 
business be maintained throughout the year, 

Manufacturers will, of course, have to rearrange 
their methods of buying and as well as of selling. The 
production department will also have to undergo many 
changes in order to comply with this_program, but the 
safety and prosperity of the industry depends upon 
the revamping of the industry to meet the present 
merchandising conditions. 





TEACHING SHOE HYGIENE 
An Exhibit to the Public in New York 


New York.—For the first time a public health ex- 
hibit was featured at the 23rd Regiment Armory, 
where the public were invited to review the exhibits. 


(Continued on page 125) 





Exhibit designed to educate the public 
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perfect 
pair 
of 
feet 
is a 
compliment 
to a 
good 


shoe man 
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Children 
of this 
age have 
the greatest 
opportunity 
for keeping 
feet normal 
and 
healthy 


Can the Feet Be Helped by Exercise? 


Exercise—exercise—exercise—but exercise natu- 
rally and in shoes that fit the feet. 

Have you ever seen a baby curl its little toes? 

There is nothing prettier than the pretty, plump, 
chubby baby’s foot with its little pink toes. Have 
you ever seen a baby shut up his little toes just as 
the petals of a rose folds and unfolds? 

Human beings are born with enormous foot power; 
there is as much ability in an infant’s toes to grasp 
and hold objects as there is in its fingers. The only 
difference is that the baby does not develop its pedal 
extremities. Up to the time that we begin to shoe 
the baby he attends to his own foot development, but 
the moment we commence to equip it with shoes we 
must be careful, for correct fitting begins with the 
very little tots. 


Exercise With Stockings Off 


“And at what age do you recommend that foot train- 
ing commence?” was asked a merchant who has rec- 
ommended foot exercise. 

“Commence with the babies and continue until old 
age,” he replied, “and in this connection, I am re- 
minded of the case of an old gentleman of eighty-five 
years who went to a leading doctor for advice as to 
his aching feet. The doctor recommended a form of 
exercise. ‘But,’ said the man, ‘I am too old to com- 
mence to exercise my feet now.’ “Not at all said the 
doctor, do as I tell you. So I can say that foot exer- 
cises should be continued until after a person has 
passed the four-score year mark.” 


Build Strongly 


“When you take off a child’s shoe at night, observe 
and note the natural movement of the foot. You will 
observe that the toes are pressed down flat on the 
ground, they sweep in slightly, lifting the arch of the 
foot ‘up naturally. The weight of the body is thrown 
upon the outside soft cushion of the bottom of the 
foot where nature intended the weight of the body 


to rest. 





“If you were building a house, you would see to it 
that the foundation was strong and had the neces- 
sary shape. so in building a last upon which a shoe is 
made, the bottom of the last upon which it is built 
should give the correct balance. 


All Feet Full Over Instep 


All feet are full over the instep. In a shoe which 
does not fit, the shoe is held over the big, longitudinal 
arch which causes so many of the foot complaints, 
because under the weight of the body, the big arch is 
gradually pressed down and flattened. 

“In a great many cases of flat foot, doctors will 
build up the inside sole of the shoe to tilt the weight 
of the foot outward, but I believe that the foot can 
be allowed to balance itself if the last upon which the 
shoe is made is given the proper balance. 


Articulation is Important 


“Room in a shoe is as necessary as flexibility and 
correct shape, so as to allow the toes to freely articu- 
late. Everyone should be able to articulate the toe 
joints. The word articulate comes from the Latin 
word articulus which means—“A little joint.” When 
you articulate in talking, you pronounce each syllable 
or “joint”—you give the hearer the full flexibility of 
that word. When you articulate the toes, you move 
every part of the toes as freely as you move the fin- 
gers. A shoe should allow the toes to relax and must 
be built on just the right lines, as we must remember 
that a difference of 1/64 of an inch makes a difference 
in the fit-of a shoe. 

The Minimum Length 


“A prominent surgeon general during the war made 
the statement that the minimum length beyond the big 
toe on the inside of a shoe should be not less than 
52 of an inch. The real length of a shoe should be 
in front of the big toe. 

“The correct method of walking is with the feet 
parallel, or slightly toeing in, knees partially bent, 
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weight on the soft, outside cushion of the bottom of 
the foot, and toes making a grasping effort. 
Straight Inside Line 
“My own shoes allow the big toes to stick out 
-straight. It also restores the grasping power of the 


muscles of the foot by permitting the foot to com- 
pletely function. I believe that shoes should be made 








A method of exercise much in vogue in England to 
correct unshapely ankles—the wide elastic bands give 
all the spring and pull necessary 


on easy lines; that angles and sharp corners in shoe- 
making should be avoided. 


Foot Freedom in Shoes 


“Besides being flexible, my shoe is intended to be 
fitted losely to allow the foot perfect freedom to work. 
The health and strength of the foot is improved in 
direct proportion to the amount of exercise you take 
in your shoes. In extreme cases, when the muscles 
of the foot are very weak, the wearer of correct fitting 
and properly built shoes will experience a healthy, 
tired feeling every night for the first three or four 
weeks, while the muscles which have not been used 
for years, are coming back into shape. By exercising 
the foot muscles gradually and naturally in a cor- 
rectly shaped shoe, which may be supplemented by 
exercises with the shoe removed, the tired feeling 
will pass away; the foot will regain its health and 
strength and a complete cure will result. 

“TI believe that the shape nature has given us can- 
not be improved upon. I believe in a spring heel for 
children and a medium height heel for grown-ups. 
This poises the foot correctly and equalizes the weight 
in walking. I‘ believe in the best material and work- 
manship; this insures a shoe which. will wear well 
and will look well. 


Beneficial Exercises 


The best exercise of all is to bend the toes down- 
ward and sweep them in. Practice the grasping mo- 
tion, such as picking up a pencil with the toes. 

In addition to the exercising of the foot while walk- 
ing in a correctly shaped shoe, the following exercises 
are beneficial: 

Without shoes or stockings, stand with legs crossed, 
bearing the weight equally on both feet for one 
minute, and them for the same length: of time with 
the feet reversed. This exercises all the muscles of 
balance, and strengthens not only the feet and legs, 
but_also, indirectly, the whole body.. 
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Another exercise is to balance on one foot and then 
on the other with the other foot curled around the 
calf of the leg. 

Toes Should Grip the Ground 

Practise strong posture of standing, stiff-kneed, 
with feet parallel three or four inches apart, the toes 
grasping the ground—this is the correct way to 
stand. Still another practise is the out-toeing posi- 
tion of rest, with muscles of feet in a state of re- 
laxation. 

Stand with bare feet on a firm level surface with 
the toes pointing inward. Rise as far as possible on 
the toes and stand so for half a minute. Then slowly 
lower the heels. Repeat for five minutes. 

Raise the heels one inch from the ground and walk 
on toes and ball of foot, without bringing the heel 
down at all, as if the heel were painful. This should 
be practised frequently—for a hundred yards or so. 
Can be done on the street. A little practice will en~ 
able one to walk this way without limping or other-. 
wise attracting attention. 

Sit with the leg supported on another chair, or 
lounge, with the foot over the edge. Bend the foot or 
toes straight downward as far as possible, then tur 
the foot inward so that the sole faces as far as pos- 
sible inward, then bend the foot upward as far as 
possible. Repeat fifty times. 

Probably the most useful as well as practical exer- 
cise is to raise one foot well off the ground and bal- 
ance weight of body upon the other foot, throwing the 
weight as much as possible upon the outer border of 
the foot. This will produce marked contraction of 
the muscles of the sole of the foot, thereby causing 
the foot and toes to grip the ground. Having learned 
the principle of the exercise it can be done equally: as 
well while on duty with both feet upon the ground 
and wearing a proper flexible shank shoe. 


OM AHS AaBID LPR ARIES. SN AE 3 Nd 


eee a u 





2 


It was Erwin M. Gouss the shoe manufacturer, 


who first developed the foot exercise of lifting 


the penatl with th the toes as a test 
wp ane, met with the eving of ¢ Pre aaah oe £2 


fie inane ce 








BOOT AND SHOE RECORDER ; May 21, 1921 

















GOOG OG LOLA POY POLO LLL OP OL OV PLOY OL PY YP YO LOL GGG 








QOL NONS. Y VOI i i 
Dy ie 
= s 
DY is 
= e 
>" s 
2% re 7 Ss 
ey 
=“! ve 
=, ig 
& t = 
= ie 
> } MS 
= e 
( : s 
Dy eS 
KA 
~~ is 
R ~~ 
“! % 
S ig 
o> 


DOVE ONOY SNOW NG 


aN iia\tevtva\iva\ta\l ant (aNiveviva\tvantiven 


=, 
EC 
Ke 
= 
~, 
2, 
) 
(| 
° 
g = 
= ie 
f S 
PA % 
=> k 
: i 
A) % 
. i 
x s 
Kt os 
~\ 
2 @ 
> ya 
’ KG 
= = 
q > 
é ., bs 
% i 
" Dy < 
q x vA 
: iy 
" bd) ¢ 
if = % 
if s > 
fi ES / ie 
R /~ 
5 ied 
7 ie 
5 © 
A € 
> KC 
hy 
3 
h 
i 


Vii 


NAN IVAN aN va\1.(@\i\/@\i'/a\l (ave 





Parisian Footwear Fashion in the U. S. 





The Recorder’s Parisian style letters are enlightening as to fashions in 
the great metropolis of style creation. They have proven their value as sug- 
gestions to the American craft in the making of new patterns. The style trend 
coming from a true source of style creation has greater possibilities of being 
made in practical American footwear than if the style ideas emanated from 
the pencil and paper of a couple of hundred amateurs. It is for this reason 
that the Recorder’s Parisian style service is being more and more appreciated. . 

To supplement this the Recorder took occasion to examine the passenger 

list landing in New York last week, and aside from getting the smart photo- 
graph of the young lady posed on the steamer rail, the artist captured the 
style ideas shown on this page. More black costumes are in Parisian vogue 
to-day and a little ornamentation of white in stitchings emphasizes its effective- 
ness. 
White footwear in midsummer demand has the advantage of permitting the 
use of a color in hose to harmonize or contrast with the white gown. The cut- 
out slipper shown herewith shows to what extreme the French designer is go- 
ing in his efforts finally to achieve a type of foot covering which would be 
nothing much more than the sole and heel. As the Frenchman now puts it, 
the deeper the cut-out, “the more of the foot is revealed.” There being no 
more novelty in short skirts, the idea is to put the shortness in the shoes. 
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Once Custom-Made; Now in Factory Volume 


Many good shoemen haye paused in amazement at the eccentric patterns 
of the present season. The pattern that seems to cause the most comment is 
the one that has many cut-outs, or interlacing leathers giving the appearance 
of cut-outs. 

The two shoes shown herewith are not custom-made shoes—made up for 
the pleasure of a particular customer, but are instead factory-made shoes 
produced in small volume. 

We advise no merchant to lay in a stock of these shoes, but there are times 
when the unusual shoe in the window catches the customer. 

Finding that their knowledge of intricate patterns is not what it should be, 
several shoe merchants are planning to take trips abroad to study what types 
of footwear the French designer creates. Already a number of shoe merchants 
have taken business trips to Europe for the purpose of finding “something 
new” to stimulate trade in their communities. Some few of these merchants 
have brought over their own lasts and made suggestions as to types of shoes 
they would like to have made in Europe. This international interest in foot- 
wear style of a common parentage in Paris makes it quite obvious that Parisian 
patterns will continue. Not that we expect to see freakish effects necessitating 
from five to thirty-five pattern boards in the hands of the cutter of leather 
stock in the factory, because invariably the American simplifies the idea. The 
original may show all of these fine features of Parisian custom work, but when 
it comes to production in volume, the ideas are simplified so that the shoes 
can be produced economically. 
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N.S.R.A. Convention Committee Adopts Plan of Having 


Booster Committees in All Parts of Country 


Chicago, May 16. 

In a general way the plan of building the 1922 
National Shoe Retailers’ Convention was pretty well 
outlined amd established at the first meeting of 
the general convention committee in Chicago, 
May 10. 

A departure from the rule followed by other 
convention committees was the appointment of 
a chairman in each of the various sections of the 


Cincinnati, Ohio; C. E. Williams, St. Louis, Mo.; 


A. B. Caspari, Milwaukee, Wis.; George Pierce, Min- 
neapolis, Minn.; Harry E. Fontius and R. H. John- 
ston, Denver, Col.; Alfred Katschinski, San Fran- 
cisco, Cal.; A. H. Guting, Philadelphia, Pa., and 
W. S. Byck, Atlanta, Ga. 

The following is the list of the officers and com- 
mittee chairmen of the National Convention Com- 


mittee: 


country to look after general convention affairs 
The duty of each 


in that particular section. 
chairman will be to form 
a committee of as many 
members as he sees fit with- 
in his territory. This com- 
mittee may consist. entirely 
of retail merchants or it 
may include manufacturers, 
_' wholesalers and shoe travel- 
ers. In fact, the person- 
nel of the committee will 
be left entirely to the chair- 
man, 


Booster Chairmen Named 


The committee will act 
in a way as a booster organi- 
zation to procure as large an 
attendance as possible at the 
annual convention and also 
to look after procuring ex- 
hibits and any other mat- 
ters in their territory per- 
taining to the National -con- 
vention. 

The following list of chair- 
men were appointed: 

W. W. Willson, Boston, 








To the Officers and Members of ‘the National 
Shoe Retailers Association. 


It is with unbounded pleasure that we learn 
of your decision to hold your next convention 
and exhibition in Chicago, January next. 

Our seven thousand members extend a cor- 
dial. welcome and are squarely behind your 
efforts in the interest of one of our greatest 
industries. 

Our hotel facilities are such that a comfort- 
able room is available to suit every taste and 
purse. 

Chicago’s entertainment facilities meet the 
whim of every man or woman. The hospital- 
ity of our city is a by-word the country over 
and will unfold itself to you unstintingly. 

Our convention bureau and various other 
departments.are at your service and we guar- 
antee. that your visit will be made comfortable 
and profitable. 

Respectfully, 


._ THE. CHICAGO: ASSOCIATION OF COM... 
JosephsRsNoel, > 5° 


MERCE, 
President. 
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General Chairman National Convention Com- 
mittee—John O’Connor, vice-chairman and assist- 


ant treasurer, I. B. Rosen- 
bach; secretary, R. Metz; 
treasurer, Fred E. Foster; 
Reception Committee, Hen- 
ry A. Meyer; Entertain- 
ment Committee, Fred E. 
Foster; Booths: and Display 
Committee, O. H. Hassel; 
Program Committee, H. A. 
Rosenbach; Publicity Com- 
mittee, R. Metz; Hotel Com- 
mittee, Harry Levinson; 
Credentials Committee, C. H. 
Fleisbach; Registration Com- 
mittee, S. S. Hough, and 
Booster Committee, Frank: P. 
Meyer, Danville, IIl. 

The National Shoe Travel- 
ers’ Association of Chicago 
have selected the following 
committee to work in con- 
junction with the retail shoe 


, merchants’ convention com- 


mittee. 

Joe Kalisky, Dave Davis 
and Frank B. King. 

The personnel of the com- 
mittee of the Chicago Shoe 
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Is it any wonder that children like to go to the 
Foster children’s shop for their shoes? A visit to 
this unique shop is the answer to the question. 

Recently F. E. Foster & Company, Wabash Avenue, 
Chicago, found it necessary to move the children’s de- 
partment from the main to the second floor. When 
Mr. Foster decided on this move he also decided that 
he wanted something different from the stereotyped 
shelving and furniture. 

W. E. Boyce, specialist in store architecture, was 
called in and given full authority, with the result pic- 
tured above. 

The walls of the room resemble the outside walls of 
a building with a shingle roof. Gable windows, two 
in number, mark the location of findings cases. Above 
the shelving, the walls and ceiling are painted to rep- 
resent the sky, through which float fleecy clouds. 
Birds of many kinds add color to the scheme. 

In the center of the room, suspended from the ceil- 
ing, is an aeroplane which is kept in motion. This 
feature was added after the photograph was taken. 
The repair desk and wrapping counter are in one 
corner of the room, beside the elevator. A shingle 
roof covers this structure and on top of the roof is a 
moving windmill. 

One can well imagine the delight with which a 
child views such surroundings» and how much easier 
it is to interest them. 

After each sale is made, the child is given a toy of 
some ‘sort—a cat, a dog, : a horse ora ball—which makes 
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Children’s Department of F. E, Foster & Co., Chicago 


Making It a Pleasure to Buy Children’s Shoes 


Chicago Store Finds That Novel Interior Architecture 
Pays Big Dividends 











the youngster happy and is a strong influence in 
bringing back both the child and the mother when 
another pair of shoes is needed. 


CONCENTRATION BRINGS SUCCESS 
IN CHILDREN’S SHOE DEPARTMENT 


The children’s department is a source of trouble in 
many stores, and largely so because it does not receive 
the careful attention accorded other departments. 
Lines are not carefully selected nor adhered to. A 
few shoes are bought of one concern and a few of 
another. The result 
usually is a de- 
partment stocked 
with a lot of shoes 
that nobody wants. 

M. E. (Mike) 
Downs, manager 
of the children’s 
shoe department of 
the R. Paul store 
of Hurley, Wis., 
went through all 
these troubles. 
Then one day a 
woman came in and 
asked for Kinder- 
garten shoes.~ The . 
business of that 
family was worth 
(Cont’d on pg. 119) 
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‘“‘How to Build Business” die Theme of 


California Convention 


San Francisco, May 16 
The convention of the California Retail Shoe Deal- 
ers’ Association to be held in San Francisco at the St. 
Francis Hotel, June 14, 15 and 16, promises to be the 
largest and most successful gathering of shoemen ever 
held on the Pacific Coast. Manufacturers have been 
tumbling over each other in a scramble to get display 
booths. Already more than 100 booths have been con- 
tracted for and applications on hand have made it 

necessary to procure additional space. 
Although the convention is a month away, many re- 


tail merchants in the eight Western States already” 


have notified officials that they will attend. The 
strictly business theme of the convention has “sold 
big.” There is no question that a conference of the 
biggest minds in the shoe industry appeals to them 
from a practical business point of view. 


National Leaders to Attend 


National leaders in the shoe industry of the United 
States will be present to deliver addresses on vital 
phases of the business and on the general financial 
outlook. The detailed program is as follows: 

Tuesday, June 14—Morning Session 

Address of Welcome—Mayor James Rolph, Jr. 

Response and annual address—Alfred Katchinski, 
President, California Retail Shoe Dealer’s Associa- 
tion. 

Report of Secretary—Max Sommer. 

Appointment of Style Committee and Resolution 
Committee. 

Address—Henry Hagan of Boston, Mass. 

Opening of manufacturers’ exhibits. 


Afternoon Session. 

Style Committee report. 

Open forum of styles conducted by Chester Herold 
of San Jose. 

Address—“Retail Merchandising,” by H. C. Cap- 
well of Oakland. 

Evening 

The retail shoe clerks of San Francisco will conduct 
a meeting on relationship between employee and em- 
ployer. 

Wednesday, June 15—Morning Session 
Address—Wm. H. McCarthy, San Francisco, Cal. 
Address—“Problems of 1921 and How to Meet 

Them,” Chas. E. Daly of Fresno. 
Address—“The Retail Shoe Salesman—His Duties 
and Responsibilities,” by H. B. Harpold. 


Afternoon Session 


Report of Resolution Committee. 
Opening of Question Box. 
Open forum conducted by Lou Brayton of Sacra- 


mento. 
Address—“Stock Turnover,” by Fred Nelson of San 


Francisco, 
Address—By Gene Murphy, President of Pacific 
Coast Shoe Travelers. 
Thursday, June 16—Morning Session 
Address—James H. Stone, Editor of The Shoe Re- 
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tailer, Boston. 
Address—“Advertising,” Fred Manter of San 


Francisco. 
Nomination of officers. 


Afternoon Session 
Address—“Watching the Price Curve,” by Earl 


. Logan, Chicago, Western Editor of BooT AND SHOE 


RECORDER. 

Address—“Business Research,” by C. W. Bryant, 
Manager, San Francisco Retail Merchants’ Associa- 
tion. 

Election of officers. 

Selection of meeting place for 1922 convention. 


Friday, June 17—Morning Session 
Inspection of a modern model shoe factory—Frank 
Hyman. 


STYLE SHOW SPACE SELLS FAST 


Interest of All Branches of the Trade Aroused in 
Boston Event 


Boston, May 16.—All but a few of the downstairs 
exhibit spaces in Mechanics Building already have 
been sold for the National Shoe and Leather Exhibi- 
tion and Style Show to be held July 11, 12, 13 and 14 
in Boston. One-third of the gallery exhibit space has 
also been taken, according to Chester I. Campbell, 
general manager of the Exposition and Style Show. 
Mr. Campbell added, in announcing these facts con- 
cerning the space sold, that never in his experience in 
managing exhibitions has he seen such a keen, early 
interest in securing space. “I have found that the 
real success of any show is based on the enthusiasm of 
the exhibitors in it and I do not think it is too early, 
even nine weeks in advance of the exhibition, to say 
that the coming National Style Show at Boston will 
far exceed anything ever put on in this city and will 
certainly equal any similar show which has been at- 
tempted in other parts of the country.” , 

The Lynn District Superintendents’ and Foremen’s 
Association has written to T. F. Anderson, secretary 
of the Exposition management, asking if it will be 
possible for the directors of the Show to arrange and 
manage a Superintendents’ and Foremen’s Day on one 
of the four days of the Show. The request has met 
with favorable consideration and it has practically 
been decided to dedicate Tuesday, July 12, to the in- 
terests of superintendents and foremen in order that 
they may hold an informal convention at the Exposi- 
tion, see it thoroughly, and then attend the Style 
Show in the evening in a body. 

Another indication of growing interest is a request 
made by the Peabody Chamber of Commerce to the 
management of the Show, asking how Peabody manu- 
facturers can most efficiently co-operate with the man- 
agement in putting Peabody in the limelight. In an 
address made to the Tanners’ Council of America, in 
convention at Atlantic City recently, Herbert T. 
Drake, president of the New England Shoe and 
Leather Association, and first vice-president of the 
National Style Show at Boston, gave the tanners a 
cordial invitation to attend the affair. 
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The Recorder Artist Comes to the Rescue With a Flock of New “Fall” Styles 
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Definite Trends Noted in Leathers for Fall 


Gun Metal Probably Good in Combination with Ooze; 
Patent Leather Also Coming In; Bad 
Weather May Revive Boots 


The correct attire of the gentler sex 
require a variety of footwear, for a va- 
‘riety of occasions, necessitating the 
plainer effects for street or walking 
wear, to the extreme of elaborate 
evening slippers. The days of careless- 
appearing shoes are decidedly a thing 
of the past, and while footwear cannot 
be termed the crowning glory of the 
gentler sex, it can and does complete 
the ensemble. 


The Style Trend 


It is very difficult to determine what 
creates, who originates and what com- 
pletes style, and the only practical con- 
clusion for the shoe manufacturer in 
his catering to the retailer is to foster 
or encourage with stimulating modifi- 
cations a continuance of the then ex- 
isting style trend, providing that ex- 
isting style is of a character that works 
out along practical lines and can be 
considered as a style, attractive appearing and in 
keeping with the existing or prospective mode of 
habits or gowns. 


The Division of Footwear 


After disposing of the sole leather question, which 
aside from heels, shanks, insoles and sundry parts, 
is divided simply into welt and turn effects, and the 
turns again subdivided into slipper weight and ox- 
ford weight, and the welts into the extreme light, 
medium and heavy—it might be well to arrive at 
some sort of conclusion that will serve as a guide 
to the tanners in their plan of preparation, selling 
campaign, or whatever plan of action may be essen- 
tial to success, and accomplish this by dividing 
upper stocks into two classes, staples and novel- 
ties, the staples embracing grain-finished calf leath- 
ers in colors and blacks, kid leathers in blacks only 
of a glazed and dull finish, and patent stock in side 
leather and when available in calf and kid. 


Sole Leather Situation Important 


I believe the sole leather situation is a very, very 
important situation in view of the sometimes quick- 
ly changing of welts into turns or turns into welts, 
where you vary from one extreme to the other, from 
light soles to welts or heavy soles to turns. Then, 
again, the welts require additional leather in the 
form of insoles which are not required for turns. 
The whole situation involves either a lesser or a 
greater consumption of actual material. 


Materials in Fine Footwear 


Novelty leathers cover kid in white and colors, 
buck and side buck in white and colors, and ooze calf 
in white, colors and blacks. 

Brown kid is, in a measure, in a class by itself, be- 
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ing almost a staple, but on account of 
price necessarily in the novelty or 
semi-novelty class. 

Further items in the way of upper 
stock applying to the novelty and semi- 
novelty class, are satins in blacks and 
colors, bulletin cloths in silver and 
gold and brocade effects. 


Continuation of Satin Predicted 


The fabrics in the style problem 
which are likely to influence the tan- 
ning industry are of considerable mo- 
ment, and in the forecast for the com- 
ing fall there is a consensus of opinion 
in favor of a continuation of satin, 
largely in blacks, but forming a propor- 
tion of footwear for afternoon wear, 
and for street wear to such an extent as 
to materially reduce the consumption of 
leather. 

That, of course, will be considerably 
offset by the fact that the comparative 
period a year ago was one of very decided inactivity. 

We all look forward to a very decided increase in 
volume for this coming fall. 

The situation, however, in this respect will not 
vary materially from the same period of one year ago; 
and such proportion of footwear as is made from the 
so-termed brocades and bullion cloths will either be in 
the nature of extra business by comparison with the 
fall of 1920, or be part of the estimated proportion now 
involved in the satins, the satins having been consid- 
ered to some extent a style answering many purposes, 
and providing for many occasions as an item of correct 


dressing. 
Survey of Materials 


White fabrics other than satin for evening wear are 
negligible in proportion, and largely confined to the 
spring and summer period, and by comparison with 
the past should have no bearing whatever upon the 
upper leather situation as of to-day. 

The proportion of plain leathers, such as kid in the 
glazed finish, and Russia in the tan, will be about as 
heretofore, with kid in the mat finish reducing to a 
considerable extent unless there should be a revival of 
the demand for staple black boots. 


Gun Metal Probably Good 


Gun metal has been quiet as to demand for practi- 
cally twelve months, but there is every indication of a 
revival for the fall in complete shoes, and in combina- 
tion with ooze leathers to give life and attractiveness 
to the color effect. 


Revival of Patent Leather 


There is a very decided indication of a revival of 
patent stock, presumably in the side leather class, this 
being the only character of material available in quan- 


tities for a patent finish, although this revival of pa- 
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tent stock seems to some extent influenced by the ad- 
vent of the old-time quality patent stock in calf leather 
and flesh finish, as made by Cornelius Heyl of Worms, 
Germany. This material is now coming into the mar- 
ket, and where the price as applied to the finished 
shoe is available will probably sell freely. 

The general objection to patent stock in the side 
leather has not been so much the item of wear as the 
tendency towards irregular substance as a result of 
economical cutting, and a tendency towards a wrinkl- 
ing or pipey effect, which even with most extreme care 
seems impossible to avoid, and there is always some- 
what involved the element of extra cost for the manu- 
facturer, and embarrassment for the retailer through 
premature wear and factory damage. 


Patent stock, of course, lends itself to 
many desirable combinations with other 
leathers, with fabrics and with an endless 
variety of colors, and is always refined and 
in good taste on the foot. 

Any reasonable amount of bad weather must neces- 
sarily bring about the renewal, even if in a limited 
way, of staple boots, thereby increasing by one hun- 
dred per cent, as far as the boot proportion exists, 
consumption of upper stock, and largely influencing 
kid leather in the blacks, calf leathers in Russia and 
Gun metal. 


Actual “Empty Shelf” Period 

It may be of interest to note that during the past 
six months the shoe and leather industry has been 
probably anywhere from sixty to one hundred per cent 
more active than any other producing industry of 
wearing apparel. This, in a way, has its good side and 
its bad side. The good side is the result of the deal- 
ers generally being influenced by the non-buying atti- 
tude of the wearing public in their refraining from 
purchasing. So that developments towards November 
and December of 1920 showed a preponderance of 
empty shelves, and actual need for footwear on the 
part of most of the retailers. 

The situation has its bad side from the fact that it 
has brought about what I would term a failure of 
stabilization, or the accomplishment of old-time 
healthy methods of marketing; where there would be 
slight revision in price of leathers upwards at certain 
times during the season as a result of activity or mar- 
ket conditions, raw stocks, and a similar revision 
downward during what has always been in pre-war 
times a dull period. 


Reasons for Lack of Stability 

The present, however, has brought about this failure 
of stabilization as I term it, by the dealers in their at- 
titude of non-purchasing going entirely too far, and 
thereby crowding the productive period for the manu- 
facturer into such a limited space of time that it has 
brought about chaos in the way of factory conditions 
and deliveries, and this has of necessity stiffened the 
market to such an extent that there seems to be, par- 
ticularly applying to calf skins, a tendency towards 
unwarranted advance and a fictitious value in spot 
merchandise. 

The Calf Skin Flurry 

I realize considerable exception can be taken to the 
question of unwarranted advance in calf skins. I am 
not ignoring the fact that calf skins have varied in the 
raw in their value—if I remember correctly, anywhere 
from 13 to 21 cents; the 21c. cost being influenced by 
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the character of raw stock or the season of the year, 
and permitting, as I understand it, a much better 
sorting, or a greater proportion of top grades, materi- 
ally offsetting the increased cost of the raw material. 

So it would seem to me that it behooves the calf skin 
tanners to work out, if possible, the old basis of profit 
from volume rather than maximum figuring. 

The “quick nickel has always been considered more 
attractive than the slow dime,” and while the volume 
exists, there seems always the opportunity of manipu- 
lation—creating profit and particularly balancing the 
element of overhead. 

What I want also to convey. is the fact that I don’t 
mean for a minute to say costs can be ignored, nor 
do I mean that the question of supply and demand can 
be ignored, but I think that the situation has got to be 
handled from this cost basis with a great deal of 
finesse, otherwise we can, in a great measure, upset the 
good that has already been done. 

While all of this is comparatively irrelevant as to 
the Style question, at the same time it has a very de- 
cided bearing upon it, as there seems to be in the 
minds of the retailers a monumental limit as to price 
obtainable for women’s shoes, particularly in high 
grades; and I will admit that the prevailing price of 
calf skins during the past four months has materially 
helped the situation in this respect. We manufac- 
turers trust if may not be necessary to upset the 
attitude of the retailers. 

Colored kid, particularly in the Grays—this being 
the more active of the colors since what might be 
termed a revival—seems in prospect to be confined to 
the spring and summer period, and except in the 
darker shades where used in combination, not much of 
a prospect for fall. 

What About Boots? 

With a possible revival of a demand for boots, there 
would naturally be a receptive influence towards 
novelty boots, were it not for the offsetting factor of 
high price. So I can not with any degree of certainty 
forecast activity for delicate shades of gray, or colored 
kid during the coming fall. It would seem, however, 
for the tanners of this class of leather that the demand 
for Brown will more than take care of available raw 
stock, and this color trend permitting the working of a 
more varied character of skins as to quality—a fea- 
ture to be welcomed and fostered. 

Flesh finished calf, which we know as 0o0ze, will 
probably be freely used in novelty and semi-novelty 
class, and the combination class during. the coming 
fall. This, however, will be somewhat accentuated 
through the growing demand for what might be 
termed fall sport effects, or low shoes of a leather heel 
character, -with calf and kid trimmings, and of a type 
except for color, following the summer style, and de- 
sirable to the wearer from the very decided standpoint 
of comfort, coupled with attractiveness. 


Combinations Are Good 

Combinations of ooze with kid leathers, in black and 
brown, and to some slight extent, grays, as also with 
calf leathers in blacks, browns and tans, will also be 
prevalent, and the same might also be said in combina- 
tion with patent stock. 

While I realize as stated above that the tanners are 
not particularly interested in actual style as it applies 
to patterns, style of last, height of heel, strap or plain 
effects, they are of necessity interested in the char- 

(Continued on page*111) 









































No. 748. 


Every inch of this shoe is a value. 6-inch black 
bark tanned English grain blucher with box toe, 
over our No. 88 last; 9-iron single sole Goodyear 
welt. The upper stock in this shoe is English 
tanned, light in weight, but exceedingly tough and 
durable. A dandy seller in a light work shoe for 
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KNOX SHOE COMPANY 
MILFORD, MASS. 


TONY RED CALF 
BALL STRAP OXFORDS 


$§.75 


IN STOCK 


FOR GRADUATION 


$5.00 


IN STOCK 
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Where Lower Prices Have 


NOT Lowered Quality 


La Crosse quality is a permanent factor. 
Aside from various improvements, the 
standard is the same as that of 35 years 
ago when the high standard was first es- 
tablished. La Crosse prices are in line 
with the lower-market level. No further 
reductions can be counted on. We have 
struck rock-bottom. 


La Crosse In Stock service makes our fac- 
tory your stock room. Write, wire or 
phone‘your order today! 


LA CROSSE BOOT 
& SHOE MFG. CO. 





eity wear at the attractive price of $3.00. LA CR E NSIN 
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PATENT COLT DANCE OXFORDS 
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WINTER OXFORD 


WELT OR MCKAY 


MADE OF LANCASHIRE GRAIN 


TRIPLE HOLE PERFORATION 


WINTER BROGUE EFFECT 


| 
| 
| 
WING BALL STRAP 
WITH NO TIP 


BRASS EYELETS 


VAUGHANS ARCTIC MID-SOLE 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 
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If you have a satisfactory 
White Cleaner to offer 
your customers—you are 
more than half-way to 
making a sale of White 
Footwear—so_ stock 


<BLANCO- 


Registered Trade Mark. 


KEEPS WHITE SHOES WHITE. 


VERYBODY who habitually wears white 
boots or shoes knows and buys “ BLANCO.” 


Everybody who buys new white footwear will 
need “‘ BLANCO,” and no one who has ever 
used it will ever be persuaded to take a 
substitute, for ‘‘ BLANCO” does tts work, does 
it well—and easily—no trouble, no messiness. 


“BLANCO” quality will take care of your 
reputation—“ BLANCO” profits are as good 
as z¢s reputation. 


So with every consignment of White Footwear 
order a consignment of ‘“‘ BLANCO”—“ to keep 
those white shoes white.” 


Order NOW from your Wholesaler. 


Made only by 
JOSEPH PICKERING & SONS, Ltd, 
Sheffield, England. 
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The CandR Line of 
Men's Turn Slippers 


Known and Sold Everywhere! 








~ 


THE CAVALIER 


Men’s turn slippers are a specialty for Fall. All the favorites) Opera— 
Everett—Romeo—Faust—and the Cavalier. shown above made on order, 


not from stock. Anticipate your requirements NOW. 
Write for samples and prices. 


CHESLEY and RUGG 


HAVERHILL, MASS. 


New York Office: W. B. Winns, Marbridge Bldg. BOSTON OFFICE: 89 BEDFORD ST. 


Pacific Coast Rep.: E. R. Thornton, Los Angeles, Calif. 














| Buyers’ Easy Reference Directory 
| 


TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 
Large Capacity—Prompt Service 
MANUFACTURING PLANT: 


90 Wareham Street 
BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


Oniform 


DISTRIBUTION OFFICES: 
321 Summer Street 
BOSTON, MASS. 
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ALIFETIME OF THE ENTHUSIASM 
SHOEMAKING AND ENERGY OF 
EXPERIENCE A YOUNG FIRM 


Pele SVSREY 


HARNEY, TRACY, CREHAN CO. 
FACTORY * 59 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 














A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 


of buck, deer or elk. for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. 
tinuous service. Factory running to capacity. 4 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A 








Allows the feet to spread. A 

sturdy little shoe for play and 

all around wear at home or 

in the _ country. Korry 

Krome Flexible Sole. Made 

in Smoked, Tan and Dark 

Brown. Infants’ and 
growing girls’ sizes. 


Retails for 
$2.50 to $3.00 


Send for samples 


COLLYER MOCCASIN CO. 


245 Burrill Street - Swampscott, Mass. 


y | | Kistler, Lesh & Co. | 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. Boston, Mass. 


IN STOCK=>— 





Sizes Made in 
2-5. ..$1.30 Patent Leather 
5-8... 1.55 Gun and Tan Calf 
Ready Now White Nubuck 


Booklet on Request. 


Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other ~, in stock 
2-11. You will be satisfied with their salability. Your 
trial order opens the way to new business. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 




















FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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RILEY’S White Shoes with Guaranteed Neolin Soles 





are proving big volume sellers for this season. They are made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill — for delivery June 15th to July Ist. 





. 2902—Women’s White Sea Island Can- No. ae s White Sea Island Can- No. 2911—Women’s White Sea Island Can- 
— Oxford, guaranteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, yas Qne-Strap Pump, 14-8 inch heel, guar- 





inch heel, 14-8 —_ heel. Trimmed in patent, tan or anteed Neolin sole. 
white. 
EADING shoe stores are now finding these styles HESE are real shoes, and are made over our seguler 
ae eae as ay * by large repeat lasts, having the same fitting qualities as our other 
orders. eres an cxampiece: One merchant’s orig- shoes. Each pair is made unbacked, therefore cool 


inal order for 4,000 pairs has brought a repeat*order for * ‘ ‘ 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. . and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE.RILEY SHOE MFG. CO. Columbus, Ohio 
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Something Different in Display Awakens Interest 





This interest leads people to become interested in your 
merchandise. 


“Make Buyers Out 
of 
Continue to convince your trade of the distinctive Passersby” 
merit that is attached to your merchandise by having 
your window trim in accord with your best intention. 


Hugh Lyons & 
Our fixtures always help you make the design of your Compan 
trim different. Thus, causing your display to have - y 
attractive power. - Lansing, Michigan 
. New You! 7 omny 
To realize the full benefit of our service you will need 35 W. 32nd St. 


our catalogs. Shall we mail them? 232 So, Franklin St. 
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Keds 


Building a trade with children is an 
investment for the future. These neat 
sturdy little Keds, made on the Nature 
Last, are ideal summer shoes to de- 
light any child. 


Identify your store as the HOME of 
Keds by having all the appropriate 
styles and sizes for children. 


United States Rubber Company 
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Abways speci 
SPRING-STE 
Rubber Heels 
when orderi: 
leather shoes- 


THEY WEAR LONGER a 
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Shoe merchants who are standing 
in front of their stores looking up at 
the sky wondering if it will suddenly 
break open and send down rubber 
soled canvas shoe orders to them, 
should realize that prospective cus- 
tomers, seeing no signs of activity 
on the outside are not apt to go inside 
to see if life is functioning there. 

And also if they are going to sit 
on a chair with some of their fellow 
mourners, talking deaths, accidents 
and failures, their trade will go down 
the street where smiles are the order 
of the day, and the welcome is on 
the mat outside the door, instead of 
up in the loft with the other treas- 
ures of bygone days. Gloom is sim- 
ply a word of five letters, which some- 
how crept into the dictionary when 
the typesetter was looking for some- 
thing to fill in with. It was never in- 
tended for use and the retail merchant 
who looks upon it as an active word 
had best think a bit, and conclude 
that he is merely blocking the traffic 
with these symbols of pessimism. 


The White Market 


Summer and hot weather are going 
to be right on the job this year, the 
same as always. Clear sky and va- 
cation periods will go hand in hand 
and hotels. boardinghouses, ocean 
steamers, and railway trains will be 
crowded to suffocation, just exactly 
the same. Recreation will take up 
much time this season, and unless 
comfortable, stylish clothing is worn, 
then the playtime will not be a suc- 
cess. Especially is this true about the 
wearing apparel of women. And as 
shoes form one of the most important 
parts of the costume, and white 
clothes are going to be quite the 
thing, then white canvas footwear will 
necessarily form part of the picture. 
The demand will come so suddenly 
that merchants who have spent their 
buying season wondering if it is good 
judgment to buy rubber soled canvas 
footwear, will be wondering if the 
factory will be able to ship them a 
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Merchandising Rubber-Soled 


Canvas Footwear 


few pairs before the bottom of the 
season drops out. 


Times Have Changed 


It is only a few short years since 
the majority of people looked upon 
rubber solid canvas footwear as 
sneakers. In other words, because 
they made little noise, the wearers 
could sneak silently along the road 
or beach without noise. The quiet- 
ness remains today, but how different 
the picture! 

At the most exclusive watering 
places, summer and winter, canvas 











WOMEN’S SPORT SHOE 


White duck upper, red rubber trimmings 
red corrugated sole and pneumatic heel 








shoes with rubber soles are worn by 
the leaders of society, and as a nat- 
ural consequence the rest of us good 
folks do the same thing. From the 
most exalted to the very humblest, 
women are wearing canvas. shoes, 
whenever they get the chance. In 
the house during the morning hours, 
canvas shoes with rubber soles mean 
comfort in every sense of the word; 
on thé street either at home or abroad 
they satisfy style desires; on the 
veranda in the evening they complete 
the white effect which so makes the 
picture attractive. On the golf links, 
too, women are wearing rubber soled 
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canvas sport shoes and getting splen- 
did satisfaction. 


Make Your Bid Now 


The first warm. day, when the sky 
is clear blue, and people just natural- 
ly must come down town to shop 
around a bit, place a few pairs of 
rubber soled canvas shoes in your 
window where they can be seen. With 
that irresistible impulse to buy which 
is actuated by the weather, you can 
bank on selling enough of this foot- 
wear to make you optimistic enough 
to lay in a real stock of sizes and 
styles which will make your trade 
sit up and take notice. Keep “feed- 
ing” that rubber soled canvas shoe 
desire by cleverly designed windows, 
“feelers” in the local newspapers, and 
notices about parties in the locality 
where canvas footwear was worn. 
“Keep them fed up” on rubber soled 
canvas footwear, until they naturally 
must get curious enough to buy from 
you, if only to see if canvas shoes are 
really wearable. 


Bigger Buying Power 

In the last few years women, es- 
pecially professional women, have had 
their salaries and earnings increased 
from 25 per cent to 100 per cent, and 
as a natural consequence, their buy- 
ing power has increased proportion- 
ately at least one half. This means 
that more of all types of shoes will 
be bought this year than ever before, 
and the merchant who makes a clever 
bid for this business will get more 
than he ever dreamed was possible. 
“Play up” your canvas shoes for va- 
cation use in winter and summer. 
When you realize that the ocean travel 
is heavier right now than it has been 
for years, and that it is almost im- 
possible to get bookings weeks ahead, 
that hotels everywhere are crowded 
to suffocation, and that this business 
is going to get heavier and heavier as 
the months go on, maybe you can vis- 
ualize the buying impetus this will 
give the canvas footwear market. 

They Will Not Come to You 

Just because you have the best lo- 
cation in your town it is no foregone 
conclusion that you are going to cash 
in on it unless you go right_out after 


(Continued on page 68) 
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The problem, what to do to build 
up business, finds solution in sam- 
pling Marshall Shoe merchandise. 
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C.S.MARSHALL COMPAN 


BROCKTON, MASS. | 
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all the trade it is possible to get. If 
you happen to have a run of clear 
warm weather, talk about it in your 
advertising, and emphasize the fact 
that canvas footwear and clear warm 
weather go together. Talk about the 
way business is looking up and fairly 
ooze optimism everywhere you go. 
You may not lealize it, but optimism 
is just as catching as pessimism. 
And pessimism will not pay your bills 
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come to you for rubber soled canvas 
footwear. 


PLANTATION RUBBER FIRM 


There was a somewhat firmer tone 
to the plantation rubber market 
toward the middle of the month 
which was due more to a paucity of 
offerings than to any other influence. 
Buyers showed some interest, but the 


A sales help for the retail merchant—Car card produced by the Goodyear 
Tire & Rubber Co. 


by a long shot. Women like to buy 
in a shop where the merchant and 
his salesmen are always good natured 
and courteous. They go home and 
tell the rest of the family that your 
store carries footwear which is up to 
the minute, is priced right, and as 
for the service you give, well, it 
simply leaves nothing to be desired. 
Ever stop to think that real store 
service costs no more and makes 
your profit column satisfactory? 


Optimism the Cornerstone 


Most shoe merchants do not con- 
sider the fact that the world is always 
in motion, and that women like to 
move along with it. There are 
enough women in your town who have 
the means and inclination to travel, 
who would buy rubber soled canvas 
footwear from you every month in 
the year, if you kept enough styles 
and sizes to satisfy their desires. Just 
because there are only a few summer 
months in the year where your store 
is located is no reason why the sun is 
not shining elsewhere, and your real 
customers are constantly looking for 
it. Establish your canvas rubber 
soled footwear trade so that the wo- 
men can send to you for any style 
they want, from any place they may 
happen to be. One pair of shoes or- 
dered from Palm Beach in the winter 
months by one of your customers 
gives you a talking point which should 
sell hundreds of pairs of eanvas shoes 
during the course of the year. Play 
up every order of canvas shoes you 
get. Talk actual sales in your per- 
sonal and newspaper advertising. 


Make optimism the corner stone of 


your business. Then watch the women 


demand was not urgent and no de- 
sire was shown to operate on a large 
scale. There was no actual change 
in prices, the closing quotations being 
16%c for ribbed smoked sheets on 
spot and for May arrival, 17c. for 
June, 17%c. for July, 18c. for July- 
August-September, 19c. for July- 
December, 20c. for October-December 
and 21c. for first quarter of next year. 
Paras were inactive, but firm and on 
some grades a fraction higher. 

The London market was steady at 
914d. c. i. f. New York for ribbed 
smoked sheets. 


Some Quotations 


Para—Up-river, fine 
Up-river, coarse 
Island, fine 
Island, coarse 
Caucho, ball, upper 
Caucho, ball, lower 
Cameta 
Plantation—First 
crepe 
Brown crepe, thin, clean. 
Brown crepe, rolled 
Smoked ribbed sheets 
Centrals—Corinto 
Esmeralda 
Mexican scrap 
Guayule, wet 
Guayule, dry 2 
Balata, block, Trinidad.... 5 
Balata, block, Colombian... 
Balata, Panama 36 
Balata, sheet . 
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Scrap Rubber 


Prices for inner tubes, No. 1s, dropped 
from 8c, to 6%4c. and for No. 2s from 5c. 
to 44%c. Otherwise the trade in all re- 
spects is. unchanged. 

Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire 
Inner tubes, No. 1 
Inner tubes, No. 2 








A SUCCESSFUL SHOE STORE 


Novel Footwear Shop Advertises 
“High Up, But Low Prices” 


Yonkers, N. Y.—I. Levey, who for-- 
merly operated four stores under the 
name of Pops Sample Shoes, and M. 
Fellner, formerly manager of the Tri- 
angle Shoe Stores and of J. Coopers: 
of Yonkers, are now proprietors of 
the Novel Footwear Shop, 25 Main 
Street, Yonkers. These men have had 
wide experience in retail shoe mer- 
chandising and report a very success- 
ful business. They are on the second 
floor. In their little announcement. 
card, they advertise “High Up, but: 
Low Prices.” 


Another Goodyear car card, this time emphasizing rubber heels 


ADVERTISING PAYS 


Boston, May 14—The Dr. Reed 
Cushion Shoe Co. reports an increased 
business last month of 50 per cent. 
This is attributed by the manager to 
an increase of 100 per cent in ad- 
vertising space. Formerly the firm 
advertised in two newspapers. It is 
now advertising in four. 


Refusing Mail Orders 


A weekly review of local business: 
published by a Milwaukee newspaper 
includes the significant statement that 
one local boot and shoe manufacturer 
has been turning down orders for 2000' 
pairs a day, these being mail orders 
from dealers who want to replenish. 
their stock in a hurry. 
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The 
First National Bank 
of Boston 









Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 














Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
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SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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_ THE WHITE SHOE FABRICS 
EXCEPTIONAL! 


Footwear made of either BRIGHTEX or BEECHTEX 


Wear Better 
Look Better 


Fit Better 








Their present demand is an assurance of their continued popularity. 


SEND FOR SAMPLES 


Examine and test for yourself 


J. EINSTEIN, Inc. 


9 Spruce Street, New York City 


Shoe Goods and Linings 














St. Louis | Montreal, Can. Buenos Aires, Arg. 
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SCOTCH GRAIN 


CALF AND SIDES 


One very important fact about Lawrence Scotch 
Grain is— 


It’s Strictly Full Grain | 


The reason why this fact is so important is that 
a full grain leather retains its Scotch Grain effect 
to a degree not found in a leather which has been 
weakened by the removal of the grain. 


Scotch Grain Calf—Scotch Grain Side 


Color 4 Brown Color 107 Chippendale 
Color 19 Baywood Color 114 Mahogany 
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‘Lawrence Leathers Are Reliable Leathers” 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
ST. LOUIS 
MILWAUKEE 
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The Le 


ew of Leather 


Supplies and Prices 


ties Values Firm 


Sharp Advance in Raw Calfskins Gives Stronger Tone to 
Market—Trading Mostly in Light Upper Leathers— 
Lighter Shades Most Popular 


Enough business is being transacted 
in the leather market to move most 
of the receipts from tanneries, but 
tanners are not inclined to work in 
hides and skins with any degree of 
regularity until the demand from 
shoe manufacturers becomes more 
steady. Some of the shoe manufac- 
turers who have been running their 
factories on a fair schedule for some 
months are beginning to slow down 
and under such conditions they are 
not inclined to purchase very heavily 
of sole leather. They do not see as 
much business in sight as they would 
like for some weeks to come. Shoe 
orders are not coming in fast enough 
from retail merchants to warrant or- 
ders of leather on regular or long time 
delivery. 

The best business seems to be in 
upper leather such as glazed kid in 
colors and the fancy and new shades 
of calf leather. The lighter shades 
have had the call thus far this sea- 
son. Considerable optimism was in- 
jected into the trade during the past 
week by the spirit shown at the con- 
vention of the tanners at Atlantic 
City. 

The tone of the many addresses 
made there by prominent trade lead- 
ers indicated a bright outlook for the 
year to come, although recognizing 
that the trade might be uneven at 
the present time and not fully satis- 
factory. Prominent tanners agreed 
that the corner had been turned and 
believed that we have already re- 
turned to stabilized prices upon which 
the trade may go ahead and produce 
leather without fear of further slump 
or radical changes. The opinion was 
expressed that stocks have been suffi- 
ciently reduced among the shoe retail- 
ers of the country to warrant nor- 
mal purchases of footwear., 

The president of the leading New 
England shoe and leather organiza- 
tion gave it as his opinion that we 
had at last turned the corner in the 


long and dismal lane of business de- 
pression and that for the first time 
we can look forward with confidence 
to a gradual return to normal condi- 
tions. Such was the tenor of the re- 
marks of large purchasers of leather. 


Sharp Advance in Raw Calfskins 


It is unquestionably true that the 
leather markets are gaining as a 
whole in sales and production from 
week to week. Larger sales have 
been mace in the raw material mar- 


ket and in the case of calfskins there 
has been a sharp advance within the 
past two weeks, which has been the 
feature of the market. There has 
been a strong demand for first salted 
city and packer calfskins which has 
forced the price up to 21c. per pound 
with nothing under 23c. offered, and 
Chicago city raw calfskins are now 
held at 25c. or above. This is virtu- 
ally a 75 per cent to 100 per cent ad- 
vance over two months ago. There 
has been other improvement in the 
raw material market which indicates 
a feeling of returned confidence. 
There has been a fair trading in 
calf leather during the past week. 
The principal call continues to be for 
women’s weights, and there is some 
improvement noted in calf leather for 
men’s shoes. The strongest demand 
is for full grain in colors with the 











COMPARATIVE LEATHER AND HIDE PRICES 
‘Upper Leather (price per foot) 
Pre-War Peak To-day 

Calf suede, top grade $0.32 a = = $1.40 a $1.50 $0.60a $0. =: 
Calf, smooth colored, top grade .28a 1.40a 1.50 45 
Calf, smooth black, top gradg. .26a 1.30a 1.40 
Side leather, colors, top grade. .18a . -75a 1.00 
Side leather, black, top grade. . ‘ 65a .90 
White buck, top grade 2 : 9048 1.00 
Elk, heavy side P ; 65a  .70 
Kid, colors, best, fancy 1.40a 1.65 
Kid, colors, top grade 1.35 a 1.60 
Kid, black, top grade F : 1.35a 1.50 
Kid, medium, colors ‘ 7 -70a 1.10 
Kid, medium, black é ‘ 60a 1.00 
Kid, cheap d P 20a .36 
Chrome ~ Rats sides 85a 

Sole Leather Grice per poet) 
Hemlock No. 1 33 56 58 
Union ache “ 36 .90 : ois 
No. 1 oak backs 39 92a .95 
No. 1 oak bends, shoe mfrs.’ use 46 . AT 98a 1.05 
No. 1 oak bends, finders’ use. 48 1.15a 1.25 

Raw Hides and Skins — per pound) 


Native steers, as used in sole 

leather, harness, etc. ea 18%. 52a .55 
Heavy Texas steers, for sole 

leather acd 18 ane Ee 
Light native cows, for side up- 

per leather mer ib oe 
Branded cows, for light sole 

leather es i, ae Tee 
No. 1 buffs, for heavy upper 
- and side leather Reg 15 J .50 
No. 1 Chicago City calfskins, 

for fine calf leather ie 17% 
Kips, for upper leather 492 16% 
B. A. hides, for hemlock sole 

leather ye 30 
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as e only Black Norwegian, 
uilt for Men Only by Men Who Know How”’ 
New York City. 





STOCK DEPARTMENTS: 


At the factory, Brockton, Mass. 
200 Fifth Ave., Room 608, 





om 
— 
5 
fe 
S 
O 
a 
ec 
ica 
S 
ee 
N 
a 
Z, 
< 
aa 
© 
5 
jee) 


In Stock—NOW 
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medium and light shades of brown 
most wanted. A good demand also 
continues for suede calf in the lighter 
colors with prices on most grades re- 
maining virtually the same as for the 
past few weeks. Full grain calf in 
colors is quoted at from 45c. to 55c. 
per foot with some lower grades ob- 
tainable for less money. Suede calf 
is still strong at 60c. to 70c. for the 
best grades, and some of the choicest 
leather brings a little more. 


Side Leather 


Fair sized orders have been received 
for side leathers, principally in colors. 
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There has been a fair business in the 
medium and lighter weights, and as 
the trade increases in men’s shoes 
the call for heavier weight leathers 
becomes larger. The prices range 
all the way from 25c. to 35c. per foot 
with colored and white buck bringing 
from 50c. to 60c. for very choice 
grades, 40c. to 45c. for medium and 
30c. to 35c. for low. 


Patent Leather 


There is a better call for patent 
leather, and while the sale has not 
yet reached large proportions japan- 
ners confidently look forward to a 


69 


much larger sale of patent leather 
during the Summer and Fall. Prices 
range from 35c. to 45c. a foot. 


Glazed Kid 


One of the most active branches 
of the upper leather trade is that of 
glazed kid, in which the call continues 
strong for the lighter colors. Prices 
still range high in accordance with 
quotations given below. On blacks 
and lower grades the market is still 
in the buyer’s favor, but some grades 
which have been dragging are be- 
coming firmer. 








How the Power of Suggestion Sells Hosiery 


Have You Ever Tried Putting a Pair of Gray Silk 
Stockings Beside a Pair of Gray Suede Shoes? 


The shoe merchant who has failed to add a hos- 
iery department to his store is missing one of the 
best revenue producers he can posses, according to 
Samuel D. Kingsbury, advertising manager and 
buyer of hosiery at the Marott Shoe Shop in Indian- 
apolis. This is especially true at this time, he says, 
when the novelties and shoe shades are so much in 
demand. 

It is Mr. Kingsbury’s opinion that hosiery right- 
fully belongs in the shoe store and when properly 
pushed can be made a very valuable asset. He says 
the great trouble with hosiery departments in most 
shoe stores is in the fact that the merchandise is not 
properly pushed. At the Marott store it is not only 
pushed—it’s shoved. 


Advertising—Display—Suggestion 


Three mediums have been used in developing the 
“shoving.” One is through advertising, another by 
attractive displays and the other through the power 
of suggestion. Mr. Kingsbury says it is difficult to 
ascertain just what part each medium plays in the 
sale of hosiery at the Marott store, but with all 
three methods combined the success of the depart- 
ment is never in doubt. 

Mr. Kingsbury makes it a point to mention fre- 
quently in the store’s advertising that it makes a 
specialty of high-class hosiery, hosiery always has 


a conspicuous part in the window trims and in the 


displays inside the store and the power of sugges- 
tion in left entirely to the sales force. 


How the Salesmen Work 


“When one of our salesmen sells a woman a pair 
of shoes he immediately fol- 


lets her know it is good merchandise and that the 
value is worth while. 


Same Method Sells Men 

“The customer probably was not in the market for 
hosiery when she first entered the store. She prob- 
ably had made up her mind to go straightway to the 
counter of some department store for her stockings. 
But, on seeing right before her eyes the host that 
matches her shoes, she realizes immediately that 
she will be saved considerable time and inconveni- 
ence and the sale is colsed. This is equally true in 
the men’s department. The average man is nearly 
always in need of hosiery and if it is suggested to 
him in the proper way he can usually be counted on 
for a pair or two.’ 


Convenience of Buying in a Shoe Store 
Mr. Kingsbury says he has always believed that 
hosiery departments are a very necessary adjunct 
to a retail shoe store, but he has realized the truth 
of this more and more this season. With novelties 
and shoe shades greatly in demand, the woman who 
has to go to the department store for her hosiery 
is put to a great deal of inconvenience. She may 
have to go to two or three stores before finding the 
exact shade to match her shoes or slippers and in 
each case must tote the shoes along with her, un- 

wrapping and wrapping them at each place. 

Department on First Floor 

The street floor at the Marott Shoe Shop is de- . 
voted entirely to women’s shoes, hosiery and Indings. 
The hosiery is displayed in large glass cases in the 
center of the room. These cases extend well toward 
the front so that hosiery is 
about the first thing the cus- 





lows up the sale by exhibiting 
some hosiery for the customer’s 
inspection,” said Kingsbury. 
“This is usually done just be- 
fore he takes the shoes to the 
counter to be wrapped. He 
does not ask whether she 
would like to see some hasiery 
because in nine cases out of 
ten she would answer ‘No.’ He 





tomer sees upon entering. The 
cases are divided in the center 
by a beautiful fountain, with 
flowers and vines’ entwined 
around the top and gold fish 
swimming at its base, giving 
tone to the department. Al- 
though much of the hosiery is 
sold by the shoe salesmen, two 





just goes and gets it, places it 
next to the shoes purchased and 


women are assigned to the de- 
partment to wait on custcmers. 
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WATCHING THE SURF AT 
MARBLEHEAD, MASS. 





<5 Min GF 


Watch the surf sink down, down, down! 


Then, sweeping up! Up! Up!—BOOM! 


A thousand trade straws prophesy a 
brighter, booming shoe business. If you are a bull a 

on your business, if you believe folks are going to > nis Playground~New England, 
continue to wear shoes and you are going to keep 
on buying them on a money-making margin—ride 
into the Boom on the crest of the National Style 
Show at Boston in July! 
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This summer, “between seasons,” you 

are going to need a new stock of ginger. Yes, you 

are! Get it at the Boston Show. Catch the spirit 

of confidence, sense the advance styles. Make new 

friendships and renew old ones. Then, after a won- 

derful vacation, return home, charged like a new tits 

battery, with the knowledge that nothing can stop Chester I. Campbell 
General Manager, 5 Park Sq., 


you ! Boston 
for all information about the 
Show or New England 


NATIONAL SHOE and LEATHER 


EXPOSITION ad STYLE SHOW 
July 11-12-13 and I4 BOSTON 
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NEWS ABOUT THE BOYS 


By T. A. DELANY 

Secretary of National Shoe Travelers 

Harry Ripley arrived home recent- 
ly and, with his customary “pep” and 
enthusiasm, reports business as 
“very, very fine.” Had we more such 
men on the road such as Harry, the 
shoe world would be full of optimism. 
Harry hurried home to assume his 
office in the Boston Shoe Trades Club 
as a member of the new sports com- 
mittee. “Harry” has been a yachts- 
man from early childhood. I can see 
him now on John Hanan’s yacht 
watching from the deck the Interna- 
tional yacht races. He hasn’t lost his 
joy in this sport yet, and visitors to 
the Boston Shoe Trades Club can see 
the many beautiful pictures of this 
sport donated by Harry. 

W. E. Gerrish, “the man with the 


carnations,” picked out a few real - 


live numbers of new samples and is 
now calling on some of the critical 
buyers of New England. “W. E.” will 
bring in some pretty orders for Plant 
Bros., sure thing! 


Buffalo Working for Cup 


R. J. McDonald, secretary of the 
Buffalo Association of Traveling Shoe 
Salesmen, let a few words drop which 
gives assurance that Buffalo is to 
give Michigan and Pennsylvania a 
merry race for the cup of the N. S. 
T. A. Buffalo is rounding up every 
shoeman in its section and is doing 
it in a systematic manner. 

Charles I. Slipher, secretary of the 
Indiana ‘Shoe Travelers’ Association, 
wrote a letter to a friend recently in 
which he tells of having added about 
twenty new members to their list, 
with Jim Meek as president of the 
association. It will not be surprising 
if that association lands near the top 
when President Nichols of the N. S. 
T. A. counts up his 1000 new mem- 
bers for 1921. : 


Lovely Has Golf Bug 


George Lovely, who travels for the 
Daiton Co., has the regular golf 
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“bug,” as is evident from the beauti-’ 


ful bronze complexion he wears—ob- 
tained from constant visits to the 
various links throughout New Eng- 
land. “George” travels throughout 
New England, and through his golf 
skill and his pronounced enthusiasm 
in all things in which he becomes in- 
terested has induced more than one 
retail shoe merchant to take up the 
game. He says, “Play golf and you'll 
get more ‘pep’ and sell more shoes.” 
George will be a great boomer for 
the sports put on by the Boston Shoe 
Trades Club and is slated to be a 
member of the sports committee. 


NEWLY ELECTED TREASURER 


S. L. Ledman, Helming-MeKenzie 
Salesman, Guards Cash for 
Richmond 


S. L. Ledman, who for the last four 
years has been representing Helming- 
McKenzie of Cincinnati, in Maryland, 
Virginia and West Virginia, has been 
elected treasurer of the Richmond 


Ss. L. LEDMAN 
Who travels for Helming-McKenzie 


Association of Traveling Shoe Sales- 
men. Mr. Ledman, who is a progres- 
sive man, no doubt will ably fill this 
position. He leaves with the H. & M. 
fall line of women’s high and low 
shoes on or about May 25 and expects 
to have a big season, for this will be 
the first time that his fall and winter 
samples will contain a large number 
of sport shoes, which he believes will 
be in big demand throughout the 
country. 


BACK FROM SOUTH AMERICA 


A. B. Wing on Domestic Territory for 
Regal Shoe Co. 


A. B. Wing has just returned from 
an extensive trip through South 
America, where he has been repre- 
senting the Export Sales Department 
of the Regal Shoe Company. In spite 
of adverse conditions in some of the 
countries he visited, his trip was ex- 
tremely successful. 

Mr. Wing, after a few days’ rest, 
will go to Philadelphia and cover ter- 
ritory in Pennsylvania, Maryland, 
Delaware, and a part of New Jersey. 
In his seventeen years of service with 
the Regal Shoe Company, Mr. Wing 
has been connected wtih the manufac- 
turing, retailing and wholesale 
branches of the business, and has had 
years of selling experience, both in 
domestic and export fields. He is well 
known to Regal customers of New 
York State, having covered the New 
York territory for several seasons, 
during which time he was .invariably 
the leader of the sales force from the 
standpoint of volume. 

There is every reason to believe 
that Mr. Wing will have a very suc- 
cessful domestic trip as his long ex- 
perience and ability adapt him par- - 
ticularly well to serve his customers. 


HARRY P. DYER DEAD 
Was New England Salesman for J. & 
T. Cousins Co. 
Harry P. Dyer, New England sales- 
man for the past ten years for the J. 
& T. Cousins Company of Brooklyn, 
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If It's True Now, It Will Be 
Still More True Next Fall 


In a season which many makers of 
men’s shoes have found decidedly 
subnormal French, Shriner & Urner 
shoes have this Spring actually out- 
sold their previous fine records of a 
year ago. 


This proves that men are now more 
careful when they buy shoes. They 
want assurance that they are buying 
actual quality. 


This condition is going to continue, 
and as more men discover how good 
an investment fine shoes are, French, 
Shriner & Urner agencies are going 
to write corresponding records from 
season to season. 


There’s just one if in the way—if you 
place your orders in time. 


We should have your preliminary 
order for Fall soon, if we are to give 
you the shipments you want. 


Please do not expect us to fill your 
Fall order from our stock depart- 
ment. It is not a large wholesale 
establishment, but rather an efficient 
“sizer” on which our agencies can 
draw from time to time for such 
sizes as they need. 


Give our representative as much of 
your Fall order as you can now. It 
will make all the difference in your 
sales next Autumn. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 


63 MELCHER STREET 


BOSTON, MASS. 
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N. Y., manufacturers of women’s 
shoes, died May 7 at his home in Win- 
chester, Mass. He had been a resi- 
dent of Winchester for thirty-four 
years. He was born in Saco, Me., on 
October 20, 1868, and spent his boy- 
hood in Somerville, where he received 
his early education in the public 
schools. He was a member of Wil- 
liam Parkman Lodge of Masons, in 
Winchester. In 1897 he married Miss 
Mabel C. Colver of Marengo, IIl., who 
survives him. He is survived also by 
a son, Colver C. Dyer, who is a stu- 
dent at M. I. T., and by a brother, 
Ralph L. Dyer, of Seattle, Wash. 


E. C. Johnson Changes Line 
Edward C. Johnson has joined the 
selling staff of Alden, Walker & Wilde 
Co. of East Weymouth, Mass., and is 
covering Ohio, Indiana and a part of 
Michigan. He was formerly with the 
Lunn & Sweet Co. of Auburn, Maine. 


Sullivan with Johansen 

A new man on the selling force 
of the Johansen Bros. Shoe Co. of St. 
Louis, is J. L. Sullivan, who will cover 
the Louisiana-Mississippi territory 
for the company, making his first trip 
out when the men left headquarters 
May 6, after a session with the man- 
agement in the factory. Mr. Sullivan 
is well known to the shoe trade and 
spent more than the usual time get- 
ting acquainted with the factory and 
its product before starting on his trip. 


RELY ON THE TANNER 


If His Reputation Is Good, You Can 
“Bank” on His Product 


“For the quality of the leather in 
his shoes a retail merchant is more 
dependent upon the reputation of the 
tanner than ever he was before.” So 
observes a leather merchant. 

“You see,” he continues, “a shoe 
merchant has less chance to deter- 
mine the quality of leather than he 
did in days of yore, for he cannot 
make, without spoiling shoes, any of 
the tests that are commonly used by 
leather buyers for shoe shops. And 
these days tanners are so adept in 
finishing leather that it is almost im- 
possible to tell by superficial exami- 
nation what is down in the leather. 

“The shoe merchant cannot cut the 
leather to study its fiber, as can the 


leather buyer, and see if the tannage_ 


is driven through the leather com- 
pletely, or if there is a streak of raw 
hide in the middle. Nor can he cut 
a slit in the leather and lock his 
fingers in it, and yank it, to see how 
strong it may be, as does the factory 
expert. Nor can he boil the leather, 
as does the factory expert, to see how 
much chrome is in the tannage. 

“Of course, he might do these things 
if he were willing to spoil the shoes. 
But even if he made them he wouldn’t 
know as much about the results as 
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would the factory expert. So his best 
reliance, these days of clever finish- 
ing of leather, is for the shoe mer- 


“chant to rely on the reputation of the 


tanner for his leather of quality.” 


A Watch Pocket Test 


Few shoe buyers have ever seen a 
man fold the fore part of a McKay 
shoe and thrust it into his vest pocket, 
with the heel sticking out, of course. 
This was done the other day, in the 
presence of a RECORDER representa- 
tive, in the factory of P. A. Field Co. 
in Beverly. It was a No. 4B shoe, 
picked by chance from the sample 
line. The test was made to demon- 
strate the flexibility of the shoes. 
They are made by a new process. 


Tanner Joins Shoe Firm 


S. J. Barnet, of J. S. Barnet & Sons, 
tanners of calf leather, Lynn, has be- 
come president of Joseph M. Herman 
& Co., Millis, Mass., noted makers of 
army shoes. He succeeds the late 
Joseph M. Herman. 


In Bronze and Gold 


A stunning dancing slipper is of 
bronze kid, with a collar of gold kid. 
On the collar is a delicate necklace of 
beads and brilliants. It looks worthy 
of display in a jewelry store. 


Shadow Stitching a Feature 


Some fine white shoes, made in 
Lynn, are shadow stitched with black 
thread on the vamps, tongues or quar- 
ters, according to the fancy of the 
designer. 


More Attention Paid to Shanks 


To shanks of shoes more attention 
is being given by Lynn designers, the 
general idea being to make shanks 
that will fit snugly into the instep of 
the foot, and stay put. Various me- 
chanical improvements in shoemaking 
have lately been made, with the idea 
of getting better fitting shanks. 


Snyder Home from Europe 


Harry Snyder, president of H. S. 
& M. W. Snyder, Peabody tanners, is 
home from Europe, where he has been 
visiting the agencies of his firm. The 
Snyder factory in Peabody is busy 
getting out 800 dozen chrome kid skins 
daily. 


Chosen to Represent Lynn 


Wearing brown satin pumps, made 
by Bresnahan-McLaughlin Shoe Co., 
to match a brown afternoon gown of 
lace over satin, Miss Minna Mingo 
was queen of the style show, recently 
given by the Superintendent-Fore- 
men’s Association of Lynn, and she 
was selected to appear as “Miss Lynn, 
the Lady of Shoes,” at the Lynn style 
show, in the big shoe exposition. 











LOS ANGELES FISH STORY 


In Which the Local Fishing Ex- 
pert and One Ort Figured 


There have been chronicled 
many fish stories since the day 
Ananias caught the barbers’ 
itch, but for a pure, unadulter- 
ated cup winner, the one told 
recently by C. S. Stakemiller 
and C, W. Ort, an aider and 
abbettor. I rise to a point of 
personal privilege and beg the 
reader’s pardon while I deliver 
to these two gents the fur-lined 
cuspidor as a reward for their 
yarn. 

Stakey is well known as the 
champion fishing expert of the 
peninsula, but into town yester- 
day drifted C. W. Ort, salesman 
for the United States Rubber 
Company, and in a discussion 
about fish, Ort bet Stakey a can 
of fish eggs he could catch more 
salmon than Stakey. 


Stakemiller Takes Bet 


Now, Mr. Stakemiller is not 
a betting man, but his honors 
as a fisherman were hanging in 
the balance and he took the bet 
and raised Ort another can of 
fish eggs. Ort called and the 
fight commenced. 

The pair motored to a point 
on the Elwha where Stakey had 
one steelhead tied to the root of 
a stump, and after hauling it 
from the water, claimed first 
blood. 


Ort Changes Boots 


Ort gulped down a sob, and 
instead of changing bait 
changed boots. Back to the car 
he went and appeared with a 
pair of U. S. red sole rubber 
booth, left his rod and line on 
the bank and waded into mid- 
stream. Now here is where 
Stakey lost his two cans of fish 
eggs. As soon as those red- 
soled rubber boots reached mid- 
stream they became the target 
for a school of young steel- 
heads. Ort became excited as 
the fish began nibblig at the 
red soles, but composed himself 
long enough to reach down and 
gill one of the smaller fish with 
his thumb and forefinger. 

This made Stakey and Ort 
even up, one fish each, but 
Stakey’s fishing was over, for 
all steelheads for a mile up the 
Elwha were vamped by Ort’s 
boots and before an hour was 
up four giant steelheads were 
lying side by side on the bank. 
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CAPACITY 6,000 PAIRS A DAY 








IN THIS FACTORY WE ARE 
MAKING WOMEN’S WELTS 


In Addition to Our Well-Known Line of 
Men’s Welts 


Illustrated are a woman’s tan calf oxford on 
our 11/8 heel last, and a tan calf one-strap on our 
14/8 heel last; smart, snappy, stylish street shoes 
that will interest your customers. 

These are two of the several women’s welt 
styles in oxfords and strap patterns which we 
are making to retail profitably at $5 to $8. 

The attractiveness of our lasts and patterns is 
bringing a business that is rapidly putting our 
factory on a 100% production basis. 


Write today for Samples and Prices. 


Haruy € dams, 


RHILL, MASS. 


BOSTON OFFICE: 143 LINCOLN STREET 
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ADVANCE ORDERS PLACED 


Some Retail Shoe Merchants Placing 
Orders 90 Days Ahead 


Some of the retail shoe merchants 
are buying sixty days ahead and a 
few as far ahead as ninety days. One 
retail shoe merchant gives his rea- 
sons for ninety days’ buying. 

“The reason we are buying ninety 
days ahead is because I know that we 
cannot sell merchandise that we do 
not have. I think that I understand 
the delivery system pretty well at the 
present time with the different houses 
on the grades of shoes which we want 
to buy. With the market as it is, 
most of us feel that the only chance 
for a reduction of prices is based on 
labor, and there is no reason to be- 
lieve that there will be a drop in labor 
sufficient to materially decrease the re- 
tail selling price. We feel here that 
it is far better to own shoes and suf- 
fer a loss of ten cents to a quarter if 
need be, than it is to pay a few cents 
less and be held up on deliveries, and, 
not having the goods, be unable to 
sell them. 

“Granted, furthermore, that prob- 
ably all forms of labor will be cut, 
this wage cutting will not all come at 
once—therefore, the decline in all 
prices, whether it be in shoes, or any- 
thing else, will take place gradually 
from now on. The shoe market will 
be affected more or less by the drop 
in prices of railroad transportation, 
hotel charges and every other factor 
that is necessary to put shoes on the 
retail shoe merchants’ shelves, but in 
the meantime it is necessary for re- 
tail shoe merchants to have the goods 
when they are wanted by their cus- 
tomers, and to have all the necessary 
sizes and widths. I believe that many 
merchants have lost sales in the last 
few months because they have not 
had the goods. 


$10 Better Price Than $7.35 


“As to the prices’ in my store, we 
had a table in our women’s depart- 
ment with some shoes priced at $7.35 
and on a table not so conspicuously 
placed were some shoes at $10. The 
floor man told me that the $10 shoe 
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sold much more readily than did the 
$7.35, as the women seemed to realize 
that the $10 shoe was the better one 
and preferred to spend their money 
for an article of superior value. 
Women do not want a low priced ar- 
ticle if it has not the value of a $10 
article. 


Style Forecast for Fall 


As to women’s styles for fall, it 
looks to some merchants as though 
Colonials would be very popular, per- 
haps, with the fan tan tongue, and 
these tongues will undoubtedly be or- 
namented with a buckle. Some say 
that there will be much black leather 
sold—in kid and patent, or calf, and 
the oxford is predicted as a popular 
seller. : 

“At the present time,” said Mrs. 
Florence Durney of Hagan’s, “many 
people are calling for the oxford in 
gun metal and tan, also some patent 
leather. There is a slight indication 
that bronze leather will be popular. 
We have a number of calls for bronze 
in the fancy strap effects. Bronze 
Colonials with beaded tongues are 
quite the smartest thing. The strap 
fan tan tongues with their inlays of 
a darker color have had a good call. 
We have sold more buckles the past 
week, im bead effects principally, than 
for some time past. Oxfords with 
Cuban heels, medium vamp, and 
plain tce caps in black are popular— 
also perfectly plain tan calf oxfords. 
A tony red calf oxford in a woman’s 
shoe with a ball strap, fleur de lis 
tip and military heel is a new num- 
ber. It has a round toe. I believe 
that round toes are coming in to 
stay.” 


Hagan Going to California 


On June 1 Henry Hagan, president 
of the Massachusetts Retail Shoe 
Merchants’ Association, will leave 
Boston to attend the California Re- 
tail Shoe Dealers’ Association Con- 
vention. He will make several stops 
on the way to address meetings of 
state associations and to do field work 
for the national association. Some 
of the places which he will visit are 
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Denver, Omaha, Des Moines, Port- 
land, Ore., and Los Angeles. Return- 
ing, he will take a different route, but 
all the time boosting the N.S.R.A. 


RETAIL SALESMEN MEET 
Officers Are Elected at Annual Session 


The Boston Retail Shoe Salesmen’s 
Association held its annual meeting 
at the Boston Shoe Trades Club, May 
9. A buffet luncheon was served and 
the regular meeting and annual elec- 
tion of officers took place. A clever 
entertainer, Edward Burns of Tufts 
College Glee Club, entertained with 
a group of songs; and there was 
community singing. The retiring 
president, Percy E. Thayer, gave an 
address of welcome. 

Among the speakers were: R. L. 
Upton, assistant buyer of R. H. 
White’s Shoe Department, and C. W. 
Pollock, manager of the Thayer Mc- 
Neil Company. 

J. A. Manning, assistant buyer of 
the women’s shoe department of Jor- 
dan Marsh & Co. made a very able 
report as head of a special committee 
which had been formed to make 
recommendations for increasing in- 
terest and attendance at meetings. 
Nine new members were added to the 
list. 

Officers Elected 


The election of officers resulted as 
follows: President, W. H. Morgan, of 
Hanan & Son; vice-president, C. M. 
Sewall, with A. H. Howe & Sons; 
secretary, Robert W. Daley (elected 
for the seventh consecutive term); 
treasurer, Elmer A. Kuhlen, of All 
America Store. Executive commit- 
tee: Percy E. Thayer, Thayer Mc- 
Neil Co.; E. N. Chalmers, E. W. Burt 
Co.; P. C. Wood, All America; R. L. 
Upton, of R. H. White Co.; M. Rey- 
nolds, Jordan Marsh Co. 


ROUND TABLE NOTES 
Retail Shoe Salesmen Study Lasts 
and Shoemaking 


Of particular importance in con- 
nection with the meeting of the Boston 
Round Table for Retail Shoe Sales- 
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Juliet Front Stays In Stock = 
Glazed colt, flexible 
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BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned Boudoirs. Quilted 
Sock. Black 


Brown 

2% to 8. 

en’s Fine Black 

Kid_ Ballets. 
Bench Sewed Turns. Sizes 2% to 7. $1.60. 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 
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Makers of 
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MONMOUTH MOCCASINS 
Nature’s Footwear. No 
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Line. 28 Styles in Stock. 
Write for Catalog. 

JOHN D. - SHOE 


Monmouth, Maine 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
= BLEECKER SHOE. CO.Inc.o= 
= THE LIVE WIRE HOUSE = 
cry 


Siylists " Originators ss 
DUANE ST. ines NEW YORK, 
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sizes or case 

$1.65. Terms, 5 
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men held on Wednesday evening, May 
4, were the lectures given by Carl 
Sturgis of the Sturgis-Jones Last 
Co., and Major Charles T. Cahill of 
the United Shoe Machinery Corpora- 
tion. The first part of the session 
was devoted to a discussion of lasts 
both from the standpoint of manu- 
facture and their place of importance 
in connection with the work of the 
retail shoeman. The treatment given 
by Mr. Sturgis to this topic was ex- 
tremely helpful. Many of the ques- 
tions that came up in earlier meetings 
in discussing the subject of correct 
shoe fitting were explained by Mr. 
Sturgis. Major Cahill gave his in- 
teresting lecture on the origin and 
development of the shoemaking art 
and this was well illustrated by nu- 
merous lantern slides. At the session 
of the Round Table for Retail Shoe 
Salesmen held May 11, the committee 
appointed to draft the “Ethical Stan- 
dard for Correct Shoe Fitting” made 
its final report, which was accepted 
unanimously by the members of the 
Round Table. The Retail Shoe Sales- 
men’s Institute, in co-operation with 
the shoe trade publications and all the 
national and state shoe trades associ- 
ations, is arranging to publish the 
findings of the committee so that 
these essential standards may be 
available to all shoemen throughout 
the country. The remainder of the 
session was given over to the subjects 
of shoe patterns and the processes 
of assembling various types of shoes 
in the factory. The expert on shoe 
patterns was L. C. Clem, designer for 
the Dunbar Pattern Company, who 
illustrated his talk by the use of sam- 
ples of patterns and examples of shoe 
styles. Frank R. Maxwell, Jr., of 
the Thomes G. Plant Co., discussed 
the subject of shoemaking and il- 
lustrated each process and each type 
of shoe. 


Orthopedic Shoe Sells Well 


Orthopedic shoes are selling thick 
and fast. Herbert L. Currier of the 
Walk Over Shop, Tremont Street, re- 
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ports that he has a record of $800 to 
$1200 weekly on orthopedic shoes 
since January 1. ; 


Retail Trade Is Brisk 

The stores of the city during the 
past week have all shown much ac- 
tivity. The windows have _ been 
trimmed very effectively and have 
proved good ads for the merchandise 
on sale in the interior. At Dr. Reed’s 
Shoe Store on West Street one of the 
features was a pair of huge Southern 
two-eyelet ties—size 24. These were 
said to have been worn by the famous 
Captain Kidd, .but as a notice for “A 
Kidder’s Party” was placed above the 
shoes, the authenticity of the report 
is subject to question. 


Shoe Salesman Social Worker 


Louis Levene, one of the retail shoe 
salesmen at Hagan’s, spends his lei- 
sure moments as director of the West 
End house, junior department, and 


- 


LOUIS LEVENE 
Retail Shoe Salesman of Hagan’s 


has his hands full taking care of 500 
boys whose ages range between 11 and 
15. He encourages the youngsters in 
athletics. 


Philadelphia 


WHITES BEING FEATURED 


Steady Increase in Trade Volume Is 
Predicted 


Bright skies and a warm breeze 
bearing real promise of summer and 
banishing recollections of nearly ten 
days of steady wetness and chill, 
ushered in the week, promising to 
“pep” up the retail business with a 
vim if only the good weather holds 
on for a while. Store windows, both 
downtown and in the outlying sec- 
tions, are heralding the white season 
with attractive displays. It is a pes- 
simistic dealer indeed who is not hold- 
ing strong hopes for an encouraging 


growth in volume from now on until 
fall, which seems to be the time fixed 
in everyone’s mind for business to get 
back into full stride again. 

Quiet generally describes the trend 
of last week’s merchandising. Even 
the depaftment stores making adver- 
tising drives on seasonable articles 
found it difficult to maintain a volume 
of traffic during the long continued 
rainy spell. The early trout fisher- 
man and the camp enthusiast proved 
about the only type of the genus con- 
sumer not to be deterred from shop- 
ping by mere weather conditions as 
reflected by good business done by the 
sporting goods stores and shoe shops 
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catering to the outdoor sportsman. 
Unemployment Situation Un- 
changed 

The unemployment situation is lit- 
tle changed from what it has been 
for several weeks. Shoe stores in sec- 
tions where factory strikes are in 
progress are beginning to feel the ef- 
fect in falling off of the usual Satur- 
day night run of family trade. 

The Federal Reserve Bank estimate 
of the number of workers who are 
jobless approximates 200,000. This 
is not as bad as some of the large 
industrial centers elsewhere, but un- 
til industrial activity generally can 
be revived, local merchants realize 
that retail business as usual is out 
of the question. The attitude of the 
average dealer is to consider the sit- 
uation as one requiring the utmost 
alertness and application of merchan- 
dising force—not of entering upon 
hard times, but rather of turning 
away from soft times with determina- 
tion to encourage fair volume by 
every legitimate means—up-to-the 
minute snappy merchandise, price, at- 
tractive windows, pulling ads and in- 
tensified store service. The optimist 
is everywhere apparent and this is 
bound to have a favorable effect 
eventually. 


Making Drive for Men’s Business 

An outstanding feature of the shoe 
advertisements appearing in Philadel- 
phia newspapers for the last several 
weeks is that a great many stores are 
stressing the men’s game. The cam- 
paign of “putting ‘pep’ in the men’s 


business,” sponsored by the RECORDER, 


very evidently has had some effect in 
this district. Certain it is that not a 
few stores which always put their 
best advertising foot forward in be- 
half of the women’s end have gone 
in for display type extolling the style 
attributes of foot toggery for men. 


New Containers Bought at Whole- 
sale 


The Philadelphia Shoe Retailers’ 
Association is demonstrating in a 
tangible way right now the actual 
benefits of trade organization by 
opening the way for members to pur- 
chase mailing containers of the type 
recently approved by the post office 
authorities at quantity prices. When 
the local association officers learned 
of the new postal ruling requiring 
double faced corrugated cardboard re- 
inforced boxes, a committee was ap- 
pointed by President George Geuting 
to look into the possibilities of pur- 
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chasing a carload lot of these ap- 
proved cartons. The committee, com- 
prising H. J. Gentel, chairman, T. J. 
Carey and Albert Forster, immediate- 
ly got busy and have secured an ar- 
rangement with a local box manufac- 
turer whereby members of the asso- 
ciation are enabled to place their car- 
ton orders in ample time to have a 
supply before the postal ruling be- 
comes effective May 18 and at the 
reasonable price of $54 per thousand 
for men’s and $42 per thousand for 
women’s boxes. The committee will 
be glad to explain the special arrange- 
ment in detail to any shoe retailers’ 
association desiring information. 


Merchants Hold Regular Meeting 


The regular meeting of the Philadel- 
phia Association was held Wednesday, 
May 18, at the American Boot Shop, 
11 South Ninth Street. Professor 
Herbert W. Hess of the Commerce De- 
partment of the University of Penn- 
sylvania, gave a talk on “Salesman- 
ship and Advertising.” 


J. V. Lobell Visits Philadelphia 

James V..Lobell, in charge of the 
chemical research of Everett & Bar- 
ron, Providence, R. I., spent two days 
in the Quaker City this week on busi- 
ness of the firm. While here Mr. 
Lobell called at N. S. R. A. head- 
quarters and visited a number of lo- 
cal dealers, renewing acquaintances 
made on the occasion of the Pennsyl- 
vania State Convention, where he was 
one of the speakers. 


John T. Maguire Dead 

John T. Maguire, for thirteen years 
a salesman with J. & T. Cousins’ 
Chestnut Street store, died May 3 fol- 
lowing a five weeks’ illness. The 
funeral was held May 5. Mr. Ma- 
guires’ experience in the retail shoe 
business covered a long period. He 
was for a number of years connected 
with claflin’s and later was one of the 
Wanamaker sales force in the Phila- 
delphia store. 


Better Demand for Glazed Kid 

Good movement is recorded in the 
Philadelphia glazed kid market this 
week, with the sales aggregating 
100,000 dozen, chiefly black, all se- 
lections, entirely for domestic trade. 
No price changes are noted in this 
upper leather. It is understood that 
one large tanner received an inquiry 
for a thousand dozen skins for export, 
which was not booked because of 
prior domestic orders. 


* 
Chicago 
PRICE ADVANCE NOT EXPECTED 
This in Spite of the Apparent Upward 
Trend of Hide Market 
The recent upward trend of the hide 
market has led to some speculation 


as to whether or not shoe prices will 
show an immediate advance as a re- 
flection of this upward tendency. The 
advance in hides has had the effect of 
making leather prices firmer, and 
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“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
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WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
B . 108 Li in Street 

















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 














E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
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WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S, Rubber Heels Attached 
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BALLET SLIPPERS 





Ready To Ship NOW 
Black Cab., at $1.40, for women’s. Five 
cents between runs on misses’ and child- 
dren’s. Special prices in 1000 pair lots. 
Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 








BOUDOIRS IN STOCK : 


Black calf, all leather sole, all 
leather heel. Silk pom-pom, 





quilted sock lining 
Price $1.15 Net 
ESSEX SLIPPER CO. 











A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 











QUESTIONS 
ANSWERED QUICKLY : 


in “Where to Buy” eolumns—a 
growing directory for all the trade, 





2 presenting answers briefly to cur- 
z Fent pooblenss in merchandising 


Foaseecenenres wee 


BOUDOIRS AND BALLETS 


IN STOCK 

Shipped on day order is 
received. : 
Black, E»: Red, $1.30; 


Black Kid Ballet, 8-11, 
$1.35; 11%-2, $1.45; 2%-7, 
Less 2% 10 days. Net. 30. 
BAY STATE SLIPPER COMPANY 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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tanners are inclined to the opinion 
that leather prices must show a cor- 
responding advance. 

Retail merchants, however, are of 
the opinion that so long as buying 
from manufacturers continues on a 
hand to mouth basis and no large or- 
ders are placed for shipment in the 
middle of the fall season, shoe prices 
cannot be materially advanced. 


After Present Supply Is Exhausted? 


It was pointed out by one of the 
large retail operators in men’s shoes 
that leather now in the hands of the 
tanners and the hides in their vats 
were bought at the lowest price known 
since 1909. Leather prices have not 
been down to pre-war levels and of 
course cannot go down to that level 
on account of increased cost of labor, 
transportation and tanning material. 
At the price for which the hides were 
purchased, he argues, there is no rea- 
son for advancing the price of leather 
until the supply of leather manufac- 
tured from the cheaper hides is ex- 
hausted. 

The lower prices on shoes are pleas- 
ing to the average consumer and mer- 
chants are beginning to regain the 
confidence of the public. Men who 
have not bought shoes for two or 
three years are becoming purchasers 
of snappy shoes, but a stiffening of 
leather prices and a corresponding in- 
crease in shoe prices would have the 
effect of making the public believe 
that merchants are taking advantage 
of a situation and the result would 
be another buyers’ strike. Safety and 
prosperity for the entire industry 
must be safeguarded, he declared, by 
a continuation of lower prices of 
leather and shoes. 
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Sunshine Brings Good Business 

Following a week of cold, dull 
weather, Saturday brought sunshine 
and warmer temperatures. The ef- 
fect on the retail shoe business was 
magical. Retail stores were busy and 
the attitude of the public was far 
more satisfactory. There has been 
little change in the demand of the 
public as to wanted style and mate- 
rials. 

In the lighter weight and more airy 
styles, satins and patent leather are 
large factors. Black kid has been 
a good seller. While there is still a 
demand for suede in gray, fawn and 
brown, the call for these materials is 
waning somewhat with the approach 
of warmer weather. Women, both 
young or old, are pretty well com- 
mitted to the principle of military heel 
and welt soles for street wear. Both 
oxfords and straps have sold well in 
this class of footwear. 

In some stores and departments 
comfort footwear for women has been 
neglected in the mad rush for high 
styles. Departments and stores that 
have been constantly sizing on this 
class of merchandise have been well 
repaid for their vigilance. 


Men Buying Novelty Styles 

Men’s oxfords in the fancier types 
have led the procession in exclusive 
men’s stores and in men’s depart- 
ments. Regardless of age, men are 
buying “dolled up” shoes. Some of 
the more conservative will not go to 
the extent of buying ball straps or 
shoes made from two different colors 
of leather, but neither do they want 
extremely plain shoes. A little extra 
punching on the tips and vamps is 
appreciated by even this conservative 
element. ~ 


St. Louis 


FACTORIES KEPT BUSY 


Merchants Still Hesitate, However, to 
Place Orders Far in Advance 


The shoe salesmen in the territories 
are sending in very satisfactory or- 
ders so far as keeping the factories in 
operation is concerned, but the ship- 
ment dates are such as to indicate 
very clearly that. the retail merchants 
are still disinclined to place orders 
very far ahead except for small quan- 
tities of the safest of fall and win- 
ter goods. The orders coming in for 
the most part, both in the advance 
class and for immediate shipment, 
are within the ninety day class and 
are for summer goods, including 
whites, on which the pressure is be- 
coming very strong, in order that de- 
liveries may be made in time for ef- 
fective selling. There has been no 
marked change in the character of 
goods ordered, especially as to styles 
—low cuts in strap effects and the ox- 
ford and also turns for dressiest wear. 


The main idea among the retail trade 
seems to be to keep close-to shore 
in every respect, styles as well as 
quantities, etc. However, the manu- 
facturers are optimistic in their belief 
that the steady flow of orders will 
keep up and maintain operations at a 
high level of production. 


Spring Stock Being Cleaned Out 

The development of really warm 
weather has stimulated selling in the 
local retail stores and there is an in- 
creasing demand for the early sum- 
mer goods. As yet there is no heavy 
demand for white goods, of course, but 
these are being prepared for the later 
selling .that is expected as _ the 
weather settles. The advertising of 
the local trade evidences that the trade 
is clearing out its spring goods in 


" preparation for the summer business, 


and the offerings indicate a determina- 
tion to get rid of the strictly early 
spring lines and clear the shelves for 
the summer and, in turn, ultimately 
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get ready for the fall business. While 
the aggregate of business in dollars is 
low, the general report is that the 
volume in pairs is fairly satisfactory 
and the net return is improving. To 
some extent the spring lines were not 
as well cleared out as would have 
been the case had the spring not been 
so cool, but the cautious buying, 
coupled with the inability of manufac- 
turers to deliver as fully as was de- 
sired earlier, has kept the merchants 
generally in a pretty safe condition. 


Ames Shoe Co. Moves 


The Ames Shoe Co., of which Frank 
Ames, president of the Associated 
Shoe Retailers of St. Louis, is the 
head, has completed its removal to its 
new quarters across the street at 411 
North Sixth, and is beginning the 
summer offerings of men’s footwear, 
having pretty well cleared up the 
spring goods in the removal sale. The 
new store is very attractively fitted 
and arranged and Mr. Ames antici- 
pates that the change from one side 
of the street to the other will be bene- 
ficial rather than otherwise. 


Johansen Salesmen Have Dinner 


The salesmen’s dinner of the Johan- 
sen Bros. Shoe Co., at the Hotel Stat- 
ler, May 5, proved a very enjoyable 
affair and it was midnight before the 
party broke up. Included in the sell- 
ing force which sat down at table 
were two new men, J. L. Sullivan, 
who will cover Louisiana and Missis- 
sippi, and P. J. Bates, who will cover 
Minnesota, Wisconsin and northern 
Michigan. In addition, H. W. Spriggs, 
covering Ohio, who had never been in 
to headquarters, was present, and 
T. P. Kelley came in from the Coast 
organization for the first time in sev- 
eral years. The week which the men 
spent at headquarters was  pro- 
nounced by all as having been the 
most profitable in information and the 
development of “pep” that they had 
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ever experienced, having been carried 
out on original plans devised by Sales 
Manager Strayer and which were de- 
scribed in these columns recently. At 
the dinner the principal talk was 
made by Vice-President Harry G. 
Johansen, who had just returned from 
a trip through the leather and style 
centers and who reviewed the mate- 
rial and style situation very thor- 
oughly. After his remarks the meet- 
ing was thrown open to those gath- 
ered at the table and many matters 
of interest and benefit were discussed 
until midnight. All the men were in 
their territories by May 9 ready for 
business. 


Many on Eastern Trip 


The last few weeks have seen a con- 
siderable number of the executives of 
the St. Louis shoe houses in the East 
on business connected with their es- 
tablishments. Jackson Johnson and 
W. H. Moulton, chairman of the board 
and general superintendent respec- 
tively of the International Shoe Co., 
have returned, the former’s business 
East having been largely in connec- 
tion with the absorption of the Kist- 
ler Lesh Co. and its tanneries. A. C. 
Brown, president of the Hamilton 
Brown Shoe Co.; E. M. Leonard, head 
of the company’s sole leather plant, 
and George W. Julow, factory execu- 
tive, have also returned from busi- 
ness trips East. 


McElroy Sloan Man in Milwaukee 


John H. Wilson, advertising mana- 
ger of the McElroy Sloan Shoe Co., 
has been making a special trip to Mil- 
waukee in part to sell shoes to the 
Milwaukee trade of the company and 
incidentally to visit the manufactur- 
ing plant and tannery of the Harsh- 
Chapline Co., which the Craddock- 
Terry interests, with which the Mc- 
Elroy Sloan Co. is affiliated, have ac- 
quired. Mr. Wilson spent about a week 
in the Milwaukee section. 


Brooklyn 


STYLE TREND INDEFINITE 


Straps Still Featured—Toes Slightly 
Rounder 


Slowly and carefully, the manufac- 
turers of women’s high grade shoes 
in the Brooklyn district are working 
their way into the fall season. As yet 
there has been little that is definite 
in the style trend worked out by the 
manufacturers. Some samples are . 
ready and are being shown, but up to 
the present they follow fairly closely 
along the lines already established. 
At several of the factories confer- 
ences are being held between the 
makers of shoes and the foremost re- 
tail merchants, who have as much to 
do with the shaping of style as the 
manufacturers themselves. 


All Leather Heels Strong 


At this stage of the fall style de- 
velopment nothing stands out promi- 
nently as an indication of what may 
eventually grow into the leader. 
Straps are prominently featured, al- 
though two or three of the manufac- 
turers feel that the strap models will 
simmer down to a one strap shoe 
fastening with a button. Buckles ap- 
pear to be passing out. Toes are 
slightly rounder, vamps a bit shorter 
and heels slightly lower. One manu- 
faeturer predicts that full Louis heels 
for the fall season will measure, at 
the maximum, two inches over all. In 
the matter of heels, the all leather 
Cuban and military heels are coming 
in stronger, in the opinion of some of 
the leading makers. 
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Prices on the new styles show little 
variation from those obtaining for 
the spring season. The manufactur- 
ers hold out some hope for lower 
prices in October, when the expira- 
tion of the working agreement with 
the union expires. Not all manufac- 
turers, however, share in the opinion 
that a reduction in labor costs will 
be possible. The great number of 
shoe factories in the vicinity of New 
York that have sprung up in the last 
few years has created more jobs than 
there are workers when business is 
running on a normal keel. It is esti- 
mated that the number of shoe fac- 
tories in the metropolitan district, in- 
cluding Newark, N. J., is about 350. 


Oxfords Predicted by S. Weil 


At S. Weil & Co.’s factory the 
impression prevails that fall styles 
in street shoes will develop largely 
in the direction of oxfords, with con- 
siderable trimming in the way of per- 
forations, stitchings and punchings, 
and saddle and ball straps. In con- 
nection with saddle and ball straps 
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an official of the company points out 
the fact that many retailers fail to 
distinguish between the two. Saddle 
straps cross the foot over the instep, 
while the ball straps cross at the ball 
of the foot. Some of the new models 
show both ball and saddle straps. 


Silvers, Brocades, Beaded Satins 


The Griffin White Co., according 
to Mr. Raynor, has received good 
orders for silver cloth, brocade and 
satin beaded pumps running well 
into October. Orders for beaded 
models are being placed early because 
of the difficulty in getting them 
through the factory, he says. Some 
of the new orders, he states, call for 
more plain opera pumps than has 
been the case for some time past. 
Black also is growing stronger in 
patent, kid and satin, with this house. 
Mr. Raynor is one who believes that 
the one strap models will predominate 
throughout the fall season. Some 
business in tongued pumps, especially 
the small inlaid and beaded tongues, 
has been booked by this concern. 


Akron 


COLD WEATHER AFFECTS TRADE 


Not Nearly So Much Demand For 
Sport and Novelty Styles 


A complete tie-up of the street car 
system in Akron and of the inter- 
urban system for over thirty miles 
around the city which started the 
first week in this month was not felt 
as much as most merchants expected, 
thanks to the prompt action of the lo- 
cal Safety Department. Anticipating 
the strike, this office made out over a 
thousand free, temporary “jitney” bus 
licenses and started issuing them at 
6 o’clock the morning the men 
walked out. Sales did not fall off 
so much on week days, but Saturday, 
always a big day here in the hardest 
of times, did not find the clerks rush- 
ing from shelf to chair in an effort 
to wait on three customers at once. 

The unusually cold weather has 
kept the demand for sport and nov- 
elty footwear far behind the record 
of last year, but many merchants be- 
lieve that hot weather and the de- 
mand for these styles will come hand- 
in-hand before the month is out. 
Practically all stores are displaying 
whites and canvas shoes in their win- 
dows and have been for several weeks. 


Strap Oxfords Most Popular 
The popular feminine demand 
seems to run to oxfords with straps, 


especially tans. Buckle effects or 
anything that has a strap are in style. 
Lace oxfords are few and far between. 
Men’s stores continue to find a steady 
demand for oxfords of novelty styles. 
Brogues, the more perforated the bet- 
ter, are among the best sellers. Chil- 
dren’s departments are reporting a 
big demand for tan oxfords similar to 
that in women’s departments. Other 
staple styles are also popular. Sev- 
eral stores have received their sum- 
mer stock of sandals. 


Retail Prices Apparently Stable 

Prices of shoes and other mer- 
chandise have remained on an even 
keel since early spring. Eight to 
ten dollars for men’s and women’s 
shoes are the average prices quoted. 


Rubber Business Nearing Normal 


The situation in the tire industry 
is growing brighter every week. With 
only a few exceptions the five or six 
great factories and the innumerable 
smaller ones are quickly working 
toward a normal production. A com- 
parison of the size of the crowds on 
the streets, the money saved, and the 
number of men re-hired during the 
past few weeks with similar condi- 
tions six or eight months ago proves 
conclusively that the “Rubber City” 
is rapidly getting on its feet, ready 
to lead the industrial race again. 


Providence 


Sport Shoes Displayed 
With the warm weather of the last 
few days both white shoes and sport 
oxfords “appeared on the horizon,” 


being displayed in various store win- 
dows. The Sullivan Shoe Co., which 
handles men’s and women’s high 
grade shoes exclusively, is displaying 





it 
a0) 
le 


Hi 
is 


SY Ot eet ee ety UG 


wy 








May 21, 1921 


a large window of various color com- 
binations, as is the store of the Craw- 
ford Shoe Co. 


ASSOCIATION MERCHANTS MEET 


Regular Gathering Held at Store of 
Thomas F. Pierce & Son 


Members of the Rhode Island 
Shoe Retail Dealers’ Association held 
their regular monthly meeting May 3 
at the store of Thomas F. Pierce & 
Son, 147 Westminster Street. After 
a chicken supper had been served, 
President George E. Pierce called the 
meeting to order at 6.30 p.m. Busi- 
ness relating to the good of the as- 
sociation was discussed. Many out- 
of-town members were present. 


New Styles at $7.95 


On Saturday morning, May 7, an 
“Extraordinary Sale” of ladies’ newest 
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style colonial and fan tongue Queen 
Quality pumps went on sale at $7.95. 


Strap Effects Still Lead 


Novelty effects still reign supreme, 
there being no let up in the demand. 
Colonials and tongue effects have 
some call, but most all shoe merchants 
say these are not making any appar- 
ent inroad on straps. Single and 
twin-strap oxfords are the best sell- 
ers. In the men’s styles brogue and 
conservative numbers are on a “50-50” 
basis. Men’s trade has improved a 
little. 


Cordovans Selling at $4.95 


At the Men’s Wear Shoe Stores 
Co., 93 Washington Street, 1000 pairs 
of men’s genuine cordovan Goodyear 
welt high shoes are being offered 
at $4.95. 


Detroit 


RETAIL TRADE SLACK 


Better Business Conditions, However, 
Looked For 


The retail shoe trade has not been 
up to expectations, although some 
very optimistic reports have been 
made. Conditions have not improved 
to the point it was expected they 
would reach by the first of May, and 
most dealers find business affected 
by the weather to a _ considerable 
extent. 

It is believed in some quarters that 
business will gradually become better 
as the summer advances. This is in 
line with the return of labor to the 
various factories, some of which are 
working full time, and even taking 
on more men. 

In several stores visited it was 
noticed that there is a tendency 
towards the purchase of the better 
grades by many customers, but the 
advertising done by most stores is 
of the bargain variety. 


Merchants Advertising Freely 


In one issue of the Detroit News 
twenty-two advertisements, devoted 
in whole or in part to shoes, were 
counted. R. H. Fyfe & Co. and the 
Lindke Shoe Co., the two leading 
exclusive shoe stores, are dividing 
their advertising space and having ad- 
vertisements in different parts of the 
paper. Each advertisement’ is de- 
voted to one line or special offering. 
There is no other attraction compet- 
ing for the attention of the reader 
and it is believed that the offering is 
given more attention for that reason. 

While there is much advertising 
along the line of the bargain an- 
nouncement style, prices ending in 
odd figures, there are a considerable 
number of straight spring and sum- 
mer offerings. Hudson’s advertise 


men’s oxfords at from $9 to $12, and 
women’s low cuts at $12.50; New- 
comb-Endicott Co., women’s straps 
at $13.50 and $15; Lindke Shoe Co., 
men’s oxfords at $10; P. J. Schmidt 


Shoe Co., women’s straps and ox- . 


fords at $10; Elliott-Taylor-Wol- 
fenden Co., women’s straps and ox- 
fords at $9. These prices reflect the 
trend of the trade at each of the 
stores mentioned. The sale prices 
for women’s low cuts range all the 
way from $2.95 to $5.85 in other ad- 
vertisements, while men’s oxfords are 
not offered below $4.98. 


STYLE SITUATION DISCUSSED 
Detroit Merchants to Take up Live 
Subject at Annual Dinner 


The Detroit Retail Dealers’ Associ- 
ation annual dinner was held May 5 at 
the Wolverine Hotel, when it was 
shown that the officers of this associ- 
ation are live ones and that the shoe 
dealers of the city are enthusiastic 
as well. The last minute applications 
for tickets necessitated an overflow 
table apart from the main banquet 
tables. After the dinner, however, all 
gathered in the larger room to listen 
to the speakers. A. A. Higginson— 
“Jim,” as everyone calls him—was 
made official toastmaster. 

Clyde Taylor, Lindke Shoe Co., 
president of the association, called 
upon the dealers present to support 
the new officers during the coming 
year. He asked them to attend the 
meetings and show as much enthusi- 
asm at that time as they were ex- 
hibiting at this annual dinner. 


* Predicts Return to Broad Toe 


R. H. Fyfe commended the work . 


of the association and said that he 
considered it a privilege to belong to 
the organization. J. T. Jackson, 
president of the Michigan State Asso- 
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ciation, appealed for co-operation be- 
tween the two associations in the com- 
ing convention to be held in Detroit, 
September 12-14. J. E. Wilson apol- 
ogized for his lack of foresight in 
believing that the banquet room en- 
gaged would hold all comers. Stev- 
en J. Jay, R. H. Fyfe & Co., gave a 
talk on the tendency in men’s shoes 
for -fall. He predicted a return to 
the broader toe, stating that he 
found many returned men who had 
taken up the narrower toes as a relief 
from the older Munson last were in- 
clined to return to that style for the 
comfort they gave. Thomes Meath, 
Queen Quality Shoe Store, handled 
the subject from the woman’s line 
standpoint. He predicted a greater 
vogue than ever of style lines, stat- 
ing that the store that wished to do 
a large business must continually of- 
fer something new. He said: “Style 
is entering into everything in life, 
especially into everything we wear. 
The style effects the sale. If it is 
the proper style it will sell on sight.” 

A. W. Ramsdell, Burrows Adding 
Machine Co., but formerly a_ shoe 
merchant, gave a very instructive 
talk on turnover in which he told the 
merchants that the modern business 


* depended upon turnover for its prof- 


its. He said that the old method of 
buying a season’s goods in advance 
could not be followed successfully to- 
day, but that there must be more 
hand-to-mouth buying, the staple 
lines being purchased as far in ad- 
vance as possible, but the style lines 
as close to delivery as feasible. 
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All-Metal Shelving and Fixtures 

The shoe department of the new 
Frank & Seder store, while only 
temporarily located until the new 
addition can be completed in Sep- 
tember, enjoys the distinction of be- 
ing the first shoe department to have 


all-metal shelving and fixtures. These 


are beautifully finished in oak and 
have a capacity of 20,000 pairs. 
There are fifty salespeople employed, 
and 110 fitting chairs. The depart- 
ment is 60x100 feet in extent. The 
department manager, H. Hess, has 
had wide experience in buying for de- 
partment stores, chain stores and ex- 
clusive retail stores as well as experi- 
ence in the wholesaling of shoes. He 
was buyer for Tiedtke’s, Toledo, O., 
for several years. 


Fyfe Department Manager Resigns 
Robert Doolittle, manager of the 
high grade women’s shoe department 
of R. H. Fyfe & Co., has resigned 
and Ross D. Filion, formerly man- 
ager of the manufacturing depart- 
ment, but with considerable retailing 
experience, has taken charge. 


Made Traveling Supervisor 

Joseph Walsh, for the past year 
manager of the Douglas Shoe Store, 
1212 Randolph St., has been promoted 
to traveling supervisor over the re- 
tail stores of the W. L. Douglas Co. 
He is succeeded by Harry Stalker, 
formerly in business in Rochester, 
N. Y., but recently assistant manager 
of the Woodward avenue store of 
the same company. 


New York 


MEN BEGINNING TO BUY 


Warmer Weather Has Also Created 
Demand For Sports 

Although the present state of the 
retail shoe trade in New York City 
leaves much to be desired, business 
is fairly brisk, and much improved 
over what it was in the dull months 
of the winter. More seasonable 
weather is giving the retail merchants 
encouragement, and _ sport shoes 
particularly are becoming more ac- 
tive. The warmer weather has even 
stimulated activity in men’s shoes, 
and less complaint of dull business is 
heard from the retailers of men’s 
footwear. 


STYLE SITUATION UNCERTAIN 
Round Toes Coming into Favor 
The style trend is still surrounded 

by many divergent influences. Strap 

models are the leaders at present, 
but opinion is divided concerning 
their ability to hold first place in the 
fall. Style uncertainty has deterred 
many of the merchants from placing 


fall orders, and prices also are a deter- - 


rent influence. 


In discussing styles two things now 
stand out prominently in the minds 
of merchants who devote much at- 
tention to this subject. One of them 
is the fact that the vogue for gray 
suede is passing. In fact, there has 
been a tendency on the part of some 
to mark down prices on gray suedes to 
clear them out quickly. The other 
tendency is the growth of the round 
or modified French toe. All the high 
class upper Fifth Avenue stores are 
displaying the round toes and are 
finding a ready sale for them. How- 
ever, not all merchants are trying to 
rush the round toes into favor. The 
fact remains, nevertheless, that round 
toes are coming in, and coming in 
strong in many cases. 

Patent leather also is frequently 
discussed as a style proposition and 
some new models are prominently 
displayed in the Fifth Avenue win- 
dows. Among these, patent leather 


in strap models, piped and stitched 
with grey are decidedly prominent. 
Such models are seen more frequent- 
ly on the feet of wearers on the ave- 
nue and at the theaters. 
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Nemours Shoes Again on Sale 


The remaining stock of the wo- 
men’s shoes held by the Nemours 
Trading Corporation, which staged the 
big sale in the Grand Central Palace, 
has bobbed up again in a retail sale 
being .conducted at 140 West 43rd 
Street. This time the shoes are quoted 
at a price of two pairs for the price 
of one pair, as offered in the Palace 
sale a year ago. It is recalled that 
following several months at the ‘Pal- 
ace the sale was moved to the old 
Greenhut Building on Sixth Avenue 
and 18th Street, where it ran for 
some months. The store is open from 
9 a. m. to 9 p. m. Retailers in the 
Times Square section where the new 
Nemours store is located, asserted 
that the sale has not cut much of a 
figure in their business. The Ne- 
mours footwear, they say, is now out 
of date and therefore offers slight 
competition with the new models in 
stock in regular shoe emporiums. 


New Retail Store Opens 


Henning, Inc., opened a new retail 
shoe store, devoted exclusively to 
women’s high grade shoes, at 676 
Madison Avenue, between 61st and 
62nd Streets, on Monday, May 16. 
The old store, opened about a year 
and a half ago, on Madison Ave- 
nue near 57th Street, will be continued. 
The firm also is opening retail shops 
this summer at Magnolia, Mass., Bar 
Harbor, Me., and Southampton, L. I. 
In January of this year, the rapid 
growth of the business forced the 
firm to take the adjoining store room 
at 579 Madison Avenue. 


Talks on Dyeing Leathers 


James V. Lobell, chemist for Ev- 
erett & Barron, Providence, R. L, 
gave an interesting talk on the dye- 
ing and finishing of leathers at the 
regular monthly meeting of the Retaii 
Shoe Dealers’ Association of Greater 
New York, at the Bush Terminal 
Building on Tuesday, May 17. 








Slater Has House Organ 


“Shoe Squeaks,” a four-page paper, 
has appeared to give the metropolitan 
dailies some keen competition. “Shoe 
Squeaks,” be it known, is the house 
organ of J. & J. Slater. It made its 
first appearance with the May issue 
and will be published once a month. 
The paper is believed to be the first 
house organ published by a retail 
shoe establishment. The paper is 
“published by and for the employees 
of J. & J. Slater,” with J. Harold 
Slater as managing director, Edna 
L. Hamburger as editor, Pearl K. 
Weiss, associate editor, Fred F. For- 
rest, art editor, and William Kunz, 
business manager. While much of 
the paper is devoted to personalities 
served up in humorous style, it also 
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contains some helpful articles in its 
editorial columns. Co-operation is 
the basis of one editorial and in a 
column entitled “En-Lightnin” is an 
article describing the welt, turn and 
McKay processes of making shoes. 
A masquerade dance was given for 
the Slater employes on Tuesday night, 
May 3, in thé store at 415 Fifth Ave- 
nue. The chairs and fitting stools 
were cleared from the floor in the 
Fifth Avenue L for dancing, and a 
cafeteria supper was served in the 
L facing the side street. John Slater 
appeared in farmer’s dress and J. 
Harold Slater garbed as a clown. 


Millerites Have Theater Party 


The Millerites, an organization 
composed of all the store and factory 
employees of I. Miller & Sons, Inc., 
gave a theater party on Monday eve- 
ning, May 9, taking over the entire 
house at the Apollo Theater. Much 
of the Miller organization personal- 
ity was injected into the performance, 
the first scene, which normally is laid 
in a department store, being trans- 
formed into a shoe store in which 
Miller shoes and signs were displayed. 
Jokes and songs composed for the 
occasion were interpolated and sev- 
eral of the Millerites acted as chorus 
men. Following the performance, 
S. B. Harrison, advertising manager 
for I. Miller & Sons, presented Miss 
Bent, the leading lady, with an um- 
brella and Mr. Rooney, leading male 
member of the cast, with a walking 
stick on behalf of the association. 
Members of the cast and executives 
of the shoe concern adjourned to the 
Golden Glades after the performance 
for further celebration. 


Change in Location 


M. B. Martine, Inc., formerly lo- 
cated at 78 Reade Street and 177 
Church Street, have removed _ to 
148-150-152 Duane Street, where they 
have more commodious quarters for 
their office, sample room and factory. 
They have also established a show 
room for the display of their over- 
gaiters, buckles, and other shoe or- 
naments in the Bush Building, 130 
West 52nd Street. 


Leather Firm Leases Building 


The Seiderman-Salomon Co., leath- 
er, has leased the building at 95 Gold 
Street, and has sublet the two upper 
floors. 


Lion Shoe Company Moves 


Fhe Lion Shoe Co., Inc., formerly 
at 108-110 Duane Street, are now in 
their new home, 78 Reade Street. 
Ike Rosenbaum, vice president of the 
concern, who does the buying, has 
built up a big business on the Woys’ 
line. 















| Where toBuy 


Engraving and Printing 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








TROT Pe FOUND 


UNIVERSI ITY =, 
it | 





183 Enosx St Boston 
71 Rentie St Brockton 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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Ballet Slippers 

















BATHING SHOES 





IN STOCK 
Ballet Sli 
Boudoir 81 
Gymnasium 
aa Write for Ostalogue 


BROOKS SHOE MFG. CO. 





Philadelphia, Pa. 





A REAL HIGH CLASS 
BALLET 


Finest Workmanship 
Women’s Black vici, Si izes 2 208.000. $1.75 
Child’s “ “ “ . Ags 101: : pile -# “ 
“fae Grade Vici Kid, $1.40. $1.45, $1.50 
Write for Sam; t-once shi ipments 
PURITAN SHOE 0., Ine. 96 Duane St. N.Y. C. 














326 WMONROE ST 
CHICAGO 
W2 SUMNER SMITH 
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Where to Buy 


Shoe Ornaments 
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A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 
PROVIDENCE = RIL 








M. B. MARTINE, Inc. 


Show Room—-130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 


SHOE BUCKLES, STRAPS AND 
EVERYTHING IN SHOE OR- 
eee gacasaine 

















Where to Buy 


Shoe Patterns 




























EFFICIENT PATTERN SERVICE 






























Where to Buy 


Shoe Polishes 

















eon -— DRESSINGS 


wee MAGIC WHITE 


LIQUID CLEANER 
YNeuRNA I FOR CANVAS & 
"S20 PER Alt 


SUEDE $1.00 PER 
DOZEN 


DOZEN 
P. J. LAGOMARSINO & CO. 
641 ARCH BT. PHILADELPHIA 
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Pawtucket, R. I. 


CREDIT BUREAU FORMED 


Credit and its bearing on business 
success has long been a subject of 
great concern to the merchants of 
Pawtucket, and efforts to solve how 
best to place the charge account on 
some standardized basis has been a 
much mooted question for many 
years. A number of sporadic attempts 
have been made to find a solution, 
but it is only within the last few 
weeks that a general interest has been 
created and a whole-hearted support 
by the merchants, business and pro- 
fessional, obtained. 

The present response to the estab- 
lishment of a Credit Rating Service, 
as the Pawtucket organization is 
called, is due almost wholly to the 
untiring efforts of Peter L. Casey, a 
shoe dealer and one of the foremost 
merchants in the city. Mr. Casey’s 
efforts to place credit extension on 
a proper basis extend back over many 
years, during all of which time he has 
been chairman of the credit bureau 
committee of the Chamber of Com- 


merce, and still holds that office in , 


connection with the service now being 
installed. The support of the more 
progressive merchants has been stead- 
ily behind Mr. Casey in his work, and 
especially have the shoe men stood 
sturdily behind their leader. 


Dependable Credit Bureau Essential 


Investigations of credit rating bu- 
reaus were commenced about a year 
ago in a systematic manner with a 
view to the adoption, in Pawtucket, 
of the one that seemed to offer the 
best promise of a complete, compre- 
hensive and permanent service. With 
this end in view, the committee, under 
Mr. Casey’s leadership, finally ob- 
tained the services of C. K. Denison 
of Jamestown, N. Y., a man of long 
experience in establishing credit sys- 
tems, and under his supervision credit 
affairs are being whipped into shape 
along the lines of other similar bu- 
reaus established by him at James- 
town, N. Y., Trenton and Camden, 
N. J., Marion and Alliance, Ohio, and 
many other places. 

Mr. Casey has long contended that 
the store is created for the commu- 
nity and not the community for the 
store, and that, if the store is entitled 
to the trade of the citizens, every 
courtesy possible should be extended 
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to the desirable customers, and these 
include the privileges of a charge ac- 
count if warranted. But, in order to 
include this, a correct and dependable 
credit rating service is essential. 

That a proper credit rating service 
not only tends to build up trade and 
keep trade at home by giving the 
buying public the credit to which it is 
entitled, and the promoting of a con- 
fidence between the store and custom- 
ers is one of the basic theories on 
which the Pawtucket service is being 
organized. It has, therefore, been the 
aim of Mr, Casey’s committee to select 
what ‘seemed to be the one which 
would bring the buyer and seller into 
the best friendly relations and in its 
organization procedure give the least 
offense as well as establishing the 
greatest co-operation. 

The service to be installed consists 
of many new and interesting features 
which have made a strong appeal to 
even the most skeptical, and the sup- 
port by local establishments, trade 
and professional men has been both 
spontaneous and more than satisfac- 
tory in its completeness. While the 
service is not yet ready for installa- 
tion, there has already been secured 
five times the total number of mem- 
bers to the bureau at any one pre- 
vious period. 


Service Charges Vary 


Charges for the service vary from 
a minimum of $25 to a maximum of 
$125, according to class of trade, pro- 
fession, etc. The volume of business 
done is also considered as a factor 
and the schedule of membership fees 
has proved the wisdom of this 
method. 

In general, the Credit Rating Serv- 
ice as now being organized in Paw- 
tucket will provide a system of im- 
mediate offhand information which is 
supplemented by special reports upon 
request. A weekly bulletin of gen- 
eral local information will be issued 
and by a form of reporting all rat- 
ings and changes of ratings will be 
kept up to date. One of the especially 
attractive features will be the infor- 
mation concerning new arrivals in 
town both from the standpoint of their 
credit reliability and a newly devel- 
oped method of introducing them to 
members of the Credit Rating Ser- 
vice. 


Syracuse 


RETAIL COMPANY FORMED 


Will Handle Nettleton Shoes in Cities 
Where They Have Not Been In- 
troduced 


The Nettleton Stores, Inc., has been 
formed in this city with a capital of 
$1,000,000 to organize stores in vari- 


ous parts of the country to retail 
Nettleton shoes. Officers of the A. 
E. Nettleton Co. of this city are the 
officers of the new concern. It is 
planned to establish stores in every 
large city where Nettleton shoes are 
not being sold. One store has already 
been organized in Cleveland under 
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the name of the Cleveland Nettleton 
Co. Places where other stores will 
be located have not been decided on. 


Merchants Plan Get-Together Meeting 
Arrangements are now being made 
by the officers of the Syracuse Shoe 
Dealers’ Association for a union meet- 
ing of all dealers in this part of the 
state to stir up sentiment for the an- 
nual state convention at Buffalo June 
11 and 12. The local club is prepared 
to send its full membership to the 
convention.. The union meeting which 
will be held in this city will be to in- 
terest dealers in nearby towns. 


Big Season’s Business Expected 

J. E. McElwee of the McElwee Shoe 
Co. reports one of the largest volumes 
of business this spring. Every Syra- 
cuse store has received a large part 
of the summer wear consignments, 
and all dealers anticipate a big year. 


To Discontinue Sale of Men’s Shoes 

B. B. Raymond, formerly of the 
Alexander-McCormack Co., has taken 
charge of the mens’ department in the 
Park-Brannock shoe store. A. B. Mc- 
Cormack, formerly of the Alexander- 
McCormack Co., has been made local 
manager of Sterling Shoe 
Samuel Alexander has taken over the 





stores. . 


BOOT AND SHOE RECORDER 











Alexander-McCormack Co. and will 
deal only in women’s shoes. The 
large stock of men’s shoes carried by 
the old company is being disposed of 
at bargain prices. 


Beacon Shoe Store Moves 
The Beacon Shoe Store, formerly in 
the Rosenbloom Building on East Fay- 
ette Street, has been moved to 421 
South Salina Street. The new store 
is in the heart of the retail shoe dis- 
trict. 


Saddle Strap Model Popular 

Brogues are not selling as well this 
year as they did last, and dealers do 
not anticipate that this style will 
again come into great popularity. 
Saddle straps seem’ to be the rage in 
men’s wear. Tans are the predominat- 
ing color. The sale of low shoes is 
well under way. All dealers have put 
in large stocks to meet the expected 
demand. 


“Made in Syracuse” Week Held 

“Made in Syracuse” week was held 
May 7 to 11. Department stores and 
others in the downtown section de- 
voted their windows to displays of 
goods made in this city. The Nettle- 
ton and Gray companies had large ex- 
hibits. 


Los Angeles 


WHITES ARE STRONG 


Colored Trimmings Make Them Still 
More Popular 


Kid shoes are becoming very popu- 
lar and suedes are also holding 
their own. It is a great white season, 
white buck with colored trims being 
especially good. A model seen at Bul- 
lock’s is a gray ooze, made of exceed- 
ingly fine soft skin. It is a pale shade 
of gray, trimmed with an applique of 
darker gray glace kid, and its two 
straps and top are made prettier by 
a dainty cut-out design. Some of the 
evening slippers shown by The Boot- 
ery have soft bows of tulle and net, 
completed with a rhinestone buckle. 


Parade Used to Boost Hosiery 


Hosiery circles were recently inter- 
ested in a hosiery parade at Ocean 
Park, participated in by scores of 
charming young ladies. Every va- 
riety of hose—cobwebby lace, hand 
painted, embroidered, clocked, open 
work, and all the rainbow tints—was 


included; and not content with the 
hose as originally produced, some of 
the fair ones had painted the face of 
their sweetheart on their pedal cov- 
erings. Birds, flowers, butterflies, 
etc., were used by others. 

One by one, the fair contestants 
paraded down Windward Avenue and 
climbed to the grand stand, while the 
spectators craned their necks and en- 
dangered their eyes trying to perform 
the judge’s office and pass upon the 
display; while overhead, aviator De 
Lay whirred softly and dropped doz- 
ens of pairs of silk hose down into the 
crowd. Needless to say, the beach 
was crowded, and the only male eyes 
not focussed on the hosiery display 
were those of the orchestra. 


Tendency Toward Black More Pro- 
nounced 


The tendency toward black is be- 
coming more pronounced every day, 
and it is expected that next Fall will 
seé a big demand for black oxfords. 


Haverhill 


INCREASE IN DEMAND FOR 
BLACK LEATHERS 


Haverhill manufacturers of women’s 
footwear are noting an increased de- 
mand for black leather shoes. Sam- 
ples which are now being prepared 
for the inspection of visiting buyers 


in Boston and Haverhill during June 
and July will make a strong showing 
of black suede, calf, kid and also 
patent leather. The latter is consid- 
ered as a “comer” for the coming sea- 
son, reflecting as it does. the Parisian 
fashions. Shiny leather has _ been 











Where to Buy 


Children’s Shoes 































IN STOCK 
ee ares 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 








212 Essex Street 
Boston, Mass. 
























IN-STOCK 
Children’s Flexible 
8, sizes 1 to 8 
Popular Priced ~} wl 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 
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Miscellaneous 
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Shoe Findin 
Co., Mfgrs., 81 High St., Boston 
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Shoe Electros 


FOR FULL PARTICULARS 
VER CO., R 63, 161 Summer St., Boston 
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Designed 


ELAST 


Perfection Pneumatic 
Arch Cushion 


Fallen Arches 


Boston, Mass., U. S.A. 









to Prevent 
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F.S. ROOT CO., 6 Beacon St. 





Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS. 
HOUSE ORGANS 
Send for Samples and Prices 













Boston, Mass. 
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Shoe Ribbon 


Send for Catologue To-Day & 
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JAYESCO 


(Pronounced Jay-es-co) 


Silky Texture—Rich Lustre—Mellow Feel 


JAYESCO—a fine new boarded calfskin of 
a distinguishing deep cherry shade—is in 
great demand for men’s and women’s fine 


shoes. 


Though we have introduced many fine calf 
leathers we consider our new line— 
JAYESCO—the finest we have produced— 


both in exclusiveness of color and fineness 


of texture. 


If you ask for JAYESCO you will receive 
the best possible example of why it pays, in 
specifying leather, to be particular to ask 


for J. S. Barnet’s. 


JAYESCO—J. S.—J. S. Barnet & Sons, Inc. 
It will pay you to order by this name. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


“Maintains a Standard Reputation’’ 
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somewhat “neglected of late but is 
coming back into its own, say mem- 
bers of the local trade. 


FRENCH INFLUENCE NOTED 


French footwear fashions are influ- 
encing the new lasts which Haverhill 
manufacturers of women’s footwear 
are utilizing in the making up of new 
samples. The toe is not extremely 
narrow, being half way between the 
10 and 25 cent toe, or, as one manu- 
facturer put it, the 15 cent toe, if such 
a coin existed. This last is practically 
one size under, while the vamp is 
barely three inches in length. These 
lasts will be featured at the forth- 
coming National Shoe Exhibition and 
Style Show in Boston in July, also at 
style shows to be held in other cities. 


SHARK SKIN SLIPPERS FOR MEN 


Among the novelty leathers which 
are being introduced in Haverhill 
shoemaking is shark skin, a tannage 
which is particularly adapted to men’s 


LIGHTER COLORS FAVORED 


New York Particularly Anxious to 

Get Them in Women’s Oxfords 

Brockton manufacturers of men’s 
and women’s welts note in the orders 
which are being received for im- 
mediate and future delivery an in- 
creasing call for the lighter shades 
of calf and kid. This is particularly 
true of New York and immediate 
vicinity, especially in reference to 
women’s oxfords. Merchants in. the 
metropolis and nearby points are 
favoring the lighter colored shades of 
leather to an extent which is proving 
an important factor in local factory 
production. There is no doubt this 
call for the lighter shades of calf and 
kid will increase as the demand 
spreads to other cities. The output 
of women’s shoes is now such an im- 
portant part of Brockton factory pro- 


duction that any style or color ten-- 


dency is carefully followed by manu- 
facturers. They figure that this call 
for lighter colored leathers in women’s 
shoes will soon be felt in the men’s 
goods. When fall business is fairly 
under way at the factories there will 
be a greater use of the light shades 
of leather than at any time for sev- 
eral years past. 


Bank Windows for Brockton Goods 

The Plymouth County Trust Com- 
pany, one of Brockton’s financial in- 
stitutions, is breaking away from old 
banking traditions by having instead 
of a blank wall front, two large show 
windows. These are used for pur- 


poses connected with its activities. A 
policy recently adopted by the com- 
pany is to loan these show windows 
to any concern whose product is made 
in Brockton. 


Recent exhibits in these 
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Made up into samples, it 
has a soft “feel” and an attractive ap- 


slippers. 


pearance. Its wearing qualities are 
said to be excellent. It is tanned in 
various shades and is considered by 
local manufacturers as a_ practical 
addition to shoe materials. At the 
Shoe Exhibition and Style Show to be 
held in Mechanics Hall, Boston, in 
July this leather will be shown in the 
skin and in the slippers made espe- 
cially for exhibition purposes. 


RESTAURANTS REFLECT BUSI- 
NESS CONDITIONS 


An unmistakable indication of the 
condition of business in Haverhill 
shoe factories is the patronage of res- 
taurants in and about the shoe dis- 
trict. There are many of these which 
cater almost exclusively to hundreds 
of shoe factory employees. A few 
months ago these restaurants between 
the hours of 12 and 1 o’clock had only 
a few patrons. At the present time 
they are crowded to capacity during 
the noon hours. 


Brockton 


windows have been shoe trees and 
Cordo-Hyde laces made by O. A. 
Miller Treeing Machine Company; 
printing specialties produced by Tol- 
man Print, Inc., and lasts and shoe 
trees produced by the Nawhinney Last 
Company. 


Sport Shoes in Demand 

The demand for sport footwear in 
both men’s and women’s shoes is a 
feature of Brockton shoe factory out- 
put at the present time. The year 
1921 will undoubtedly see more of this 
class of goods sold than ever before. 
Brockton manufacturers have recog- 
nized this fact and have gotten up 
sport shoes which represent artistic 
as well as practical ideas. Combina- 
tions of white, tan and black are par- 
ticularly popular in a variety of pat- 
terns. These carry leather or fibre 
soles. 


Urges Purchase of Sports Styles 

Speaking of sport shoes, President 
Fred F. Field of Field & Flint Com- 
pany, says: “It would seem that here 
is a situation that is made to order 
for shoe retailers; a decidedly in- 
creased interest in sports and a de- 
cided advancement in the creation of 
sport styles in footwear. Manufac- 
turers, under the guidance of retail- 
ers who make it a point to interpret 
the public taste, have done their part 
in creating styles that are new and 
attractive and are meeting with an 
enthusiastic reception. Retailers have 
but to recognize the opportunity and 
work it for all it is worth.” 


To Take Additional Factory Space 
Poole & Johnston, manufacturers 
of men’s welts exclusively, are taking 
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MEN’S ONE-STRAP PUMP 


Novelties never cease in shoe pro- 
duction. Hazen B. Goodrich & Co., 
a Haverhill firm who has for years 
made a line of men’s turn oxfords 
and pumps, is showing a novelty pat- 
tern. This is a one-strap patent 
leather dancing pump with button 
fastening. The strap is substantial in 
width and with a medium wide toe 
and low heel, is thoroughly mannish 
in effect. The pattern was designed 
by Frank J. Bradley, head of the firm, 
who believes it will enjoy popularity 
as a practical novelty in men’s dress 
footwear. 


NEW SHOE LINING CONCERN 


The Haverhill Shoe Lining Co. has 
been granted a charter under Massa- 
chusetts laws to manufacture and sell 
shoe linings. The capital stock is 
$15,000. The officers are: President, 
Joe B. Holtz; treasurer, Frederick 
Beaucauge, and clerk, Herbert Holtz. 


an additional floor, in the factory 
building which they now occupy in the 
Campello district of the city. The 
daily output will be increased to 60 
dozen pairs with additional capital to 
correspond with this larger produc- 
tion. 


In-Stock Business Growing 


Thompson Bros. Shoe Company of 
this city, one of the earliest concerns 
to be identified with the production 
of women’s high-grade welt shoes, is 
showing many novelties in this line, 
both made to order and in stock.. This 
stock-carrying plan has developed to 
an important extent during the past 
year, and will be continued on a larger 
scale during the coming season. 





Advertising Man Wins Prize 

The Amalgamated Leather Com- 
panies, Inc., recently inaugurated a 
competitive event to secure a name for 
a new ooze kid, offering a $100 prize. 
At the closing date the judges unani- 
mously awarded this prize to Troland 
Cleare, advertising manager of Field 
& Flint Co. His suggestion “Char- 
moose,” with an _ insert reading 
“Softer Than Silk,” was both original 
and practical, and was_ adopted. 
Papers have been taken out at the 
Patent Office for registration of this 
name as a trade mark. 


Women’s Shoes in Stock 

An innovation by Preston B. Keith 
Shoe Company is the carrying in stock 
of women’s sport shoes for delivery, 
beginning the latter part of May. 
These are oxford patterns in white 
and tan combinations, leather soles 
and rubber heels. This concern is one 
of Brockton’s oldest shoe houses. 


— ~ 


et ade 


~~ 
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A customer of ours said recently,“You fellows up in Harris- 
burg seem to be trying to get an inch or two of the Golden 


Rule into your business.” 
We thanked him, for in his quick smiling way he meant what 
he said. 


It isn’t that we’re running a Golden Rule factory or that we’re 
endeavoring to be philanthropists, but we. are trying all the 


time to make satisfactory shoes. 





' Shoes worth every cent we ask for them—shoes that the merchant 


can sell easily and know they will stay sold—dependable footwear. 


So we watch every material—every process—carefully impress 
upon our big factory-family the fact that the product must be the 
best we can make because our customers trust us and we can’t 


betray that trust. 
Like a tug-of-war team we pull together here in Harrisburg. Try 


to do a little bit better every day. And the sales-results that we are 
gétting prove that treating the other fellow as we'd expect to be 


treated is mighty good business. 


Che Rarrishurg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 
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TRADE HOLDS STEADY 
Some Merchants Even Report an 


Increase 
Despite labor difficulties and the 
general business uncertainty, shoe 


merchants in Rochester have not suf- 
fered any marked diminution of busi- 
ness. In fact, some merchants report 
a marked increase. One of the stores 
that has enjoyed added business is 
Shields’ Boot Shoppe on East Ave- 
nue, the city’s most exclusive thor- 
oughfare. Speaking of business, 
Cleon E. Shields, who has just re- 
signed as president of the Rochester 
Association of Retail Shoe Dealers, 
said: 

“Business has been wonderful. Our 
records for April show that in num- 
ber of pairs of shoes sold, April, 1921, 
has an advantage of exactly 31 per 
cent over April, 1920. We consider 
this remarkable in view of the fact 
that last April we conducted an ex- 
tensive advertising campaign, and 
this April we have had virtually no 
advertising appropriation. 


Two-Toned Sport Footwear in Demand 


During the late spring and sum- 
mer, low-cuts are expected to be 
greatly in demand, of course, and the 
volume of business done in men’s ox- 
fords and women’s strap effects has 
been heavy and gratifying, shoe deal- 
ers here say; but an interesting de- 
velopment in the buying bent of the 
public is the clamor for two-toned 
sport footwear. Black and whites 
and tans and all the double-hued, 
snappy footwear has won favor with 
shoe buyers, and as soon as a real 
warm wave hits the city and the ten- 
nis and golf devotees swarm to the 
courts and links, it is expected that 
the stocks of sport footwear on the 
shoe merchants’ shelves will be quick- 
ly depleted. 


TRADE FAIRLY STEADY 


Merchants Believe May Will Prove to 
Be Good Month 

April showers may bring May 
flowers but they do not have a ten- 
dency to increase the sale of shoes. 
At least that is the way the Indian- 
apolis shoe merchants have sized up 
the situation. They’re not complain- 
ing about business iene April, with 
all its rainfall, was a good month so 
far as shoe sales were concerned, 
but they believe that if the weather 
had been more pleasant the volume of 
business would have been doubled. 
The weather man has been behaving 
himself fairly well so far this month 
and there is reason to believe that 
what business was lost through April 
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Rochester 


Pidgeon Talks on the Science of 
Retailing 


William Pidgeon, Jr., who conducts 
a shoe store on State Street, has 
taken to the lecture rostrum of late 
to spread the gospel of correct shoe 
merchandising and merchandising in 
general. On Tuesday evening Mr. 
Pidgeon spoke before the Ad Club at 
Lancaster, Pa., on “Retailing as a 
Science,” and next Tuesday evening 
he will speak before the Greater Ad- 
vertising Club of Buffalo on a similar 
subject. 


Nettleton Shop Successful 


Although only in existence a few 
months, the new Nettleton Shop in the 
Powers building has attracted a host 
of shoe buyers. This shop proves the 
importance of tasteful arrangement 
of merchandise, attractive window dis- 
plays and an atmosphere of refine- 
ment and _ exclusiveness. Starting 
business at a time when conditions 
were unsettled, it required more than 
substantial merchandise to interest 
the public. Newspaper advertising 
also has helped the Nettleton Shop to 
become firmly intrenched in the favor 
of the shoe buyers. Recently Fred 
Wright, the store manager, displayed 
a letter received from a service man 
telling of the wearing qualities of 
Nettleton Shoes, which is attracting 
much attention and incidentally sell- 
ing many pairs of shoes. The letter 
follows: 

“Headquarters Detachment, 
“107th Inf., 27th Division, 
“Camp Merritt, N. J., 
“March 8th, 1919. 
“A. E. Nettleton Co., 
“Syracuse, Na Y. 

“Gentlemen: Here is something 
that may be of interest to you. In 
January, 1918, I bought a pair of 
your shoes while in Spartanburg, S. C., 


Indianapolis 


showers will be more than made up 
during May. Although there has been 
no phenomenal increase this month, 
business has been steady and the 
merchants are well pleased. 


Leslie H. Crockett, manager of the 
Florsheim store on East Washington 
Street and secretary of the Indian- 
apolis Retail Shoe Association, is the 
father of a ten-pound baby girl. 


Whites Beginning to Sell 


Excellent weather during the early 
part of May has started white shoes 
moving and local merchants are con- 
fident that the coming summer will 
be one of the biggest white seasons 
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paying $12.50 for the same. These I 
have worn continuously and expect 
to make the parade on the 22d in them. 
They have carried me from Brest to 
Brest, over all kinds of Flanders and 
French roads—over mud and hun- 
mire—through swamps and_ over 
grassy hills—up to the Flanders front 
—over the Hindenburg line, up to St. 
Suplet and back home. Have hiked 
over 1000 kilometers in them; slept 
in them; swam in them. They have 
done their bit and are still doing it. 
No better shoe is made, and I know 
shoes I have worn. 

“GERALD N. STANTON, Sergeant. 
“(First enlistment Oct. 25, 1897.) 
“Subscribed and sworn to before me 

this 19th day of April, 1919. 
“Samuel N. Whalen, 
“Notary Public.” 


Toys Given to Children 
To stimulate the sale of children’s 
shoes, S. B. Thing & Co. gave a two- 
wheeled scooter with every pair of 
children’s shoes purchased on Friday 
and Saturday of last week. 


Repair Men Hail High Skirt as Busi- 
ness Aid 

Short-skirt styles have brought 
about a substantial increase in the 
business of repairing women’s shoes, 
according to cobblers of this city. 
They say that when the old-fashioned 
long skirts concealed shoe defects 
women were careless about the con- 
dition of their footwear. When the 
skirts began to be worn a considera- 
ble distance from the ground the num- 
ber of women who visited the repair 
shops increased. As explained by a 
Clinton Avenue North cobbler, the 
women quickly realized the fact that 
poorly shod feet spoil the prettiest 
costumes, and to-day a majority of 
the patrons of repair shops are 
women. 


in recent years. F. M. Mundell, 
manager of the women’s department 
at the Marott Shoe Shop, believes 
that more white shoes will be sold 
this summer than ever before. He 
attributes the anticipated big demand 
for whites during the summer months 
largely to the fact that most women 
believe white is cooler than any other 
color and also to the increased de- 
mand for sport clothes. The Marott 
store is well stocked on whites and 
is anxiously waiting for the rush to 
begin. In speaking of business dur- 
ing the last thirty days, Mr. Mundell 
said brown kid oxfords have led all 
others. Novelties have been good, 
he said, but three oxfords have been 
sold to every two novelties. 


BOOT AND SHOE RECORDER May 21, 1921 


No. 500 B—lIn-Stock Sizes 4 to 8 and 8% to 
11, D Width. One of our most popular In- 
Stock numbers. 


Just Off the Press 


--A New Catalog 


All Prices Based on Today’s 
Leather Market 


Children’s First Step Shoes 


Sizes | to 5, made of extra fine 

quality sole, leather, tanned for 

greater flexibility, genuine ll- 
leather counters, best 
grades of upper. 
leather, drill linings 
and threads. 


ee ee 


Spring Heel Turns 


sizes 4 to 8, and 8)4 to II. 
Only the highest grade oak 
tanned sole leather used. 
All-leather counters, all- 
leather shanks, and leather 
underlifts assure longest 
possible wear. Also best 
upper leather, drill linings 
and threads. - 


Catalog describes 70 num- 
bers, all In-Stock and ready 
for immediate delivery. 


MANUFACTURERS 


Imperial Childrens’ cShoe Corporation 7 


ROCHESTER, N.Y 
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Satin Footwear Popular 


Brown and black satin slippers and 
pumps have been the best sellers in 
the shoe department of H. P. Wasson 
& Co. during the last six weeks, ac- 
cording to R. J. Sutfin, manager. 
Grays were running the other two 
colors a close race for a while, he 


SUMMER FOOTWEAR SELLING 
Advance Sales of Light Shoes Indicate 
Big Season 

Advance sales of Decoration Day 
footwear have aroused a feeling of 
yptimism among the retail shoe mer- 
chants here. While the demand for 
leather oxfords and pumps that were 
purchased for spring wear continued 
through the first week’ of May, yet 
the average merchant experienced a 
demand for the lighter shoes that are 
in vogue for Decoration Day wear, 
and for the warm days of June, July 
and August. In fact no first week of 
May ever started off with better sales 
of lighter shoes than this year, with 
the possible exception of the year dur- 
ing the war that the consumer spent 
in making lavish expenditures 

Outfits are being assembled for ten- 
nis and golf, fishing and sailing and 
other outdoor games, and this has had 
a big influence on the trade. There 
seems to be a bigger demand for sport 
footwear this season than ever be- 
fore. 

At the Higbee store the manage- 
ment explained the demand with the 
statement that the country is fast 
getting back to a normal condition, 
ane that after a long period of in- 
tensive work, everybody now is ready 
for a period of play. The prediction 
also was made that the summer hotels 
and parks are to have a great season, 


PUMPS OF PYTHON SKIN 


Python pumps are of genuine python 
skin. They are made in the Colonial 
tongue and strap styles, for the big 
city trade. These python skins came 
from the Far East. Some of them 
are 20 feet long. Python skins are 
marked in brown and grey, which are 
fashionable colors in footwear. The 
skins are tanned by natives in a 
way that preserves the natural colors 
as well as the natural grain. 

As the supply of the skins is lim- 
ited, the shoes will be among the very 
exclusive styles. And, by the way, the 
python pelts are used for vamps, 
while suede calf of brown or fawn is 
used for the quarters. The shoes are 


from the factory of A. E. Little & . 


Co. The skins were had through the 
good offices of a missionary now labor- 
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said, but have begun to slacken up a 
bit recently. Mr. Sutfin says he be- 
lieves the gray fad will soon be a 
thing of the past and in view of this 
he has begun to push all the grays 
he has left in stock. Prices were 
cut a few days ago from $11 to $8.85 
and a still further reduction may be 
made a little later, he says. 


Cleveland 


and that the shoe merchant who 
doesn’t plan carefully with a view to 
satisfying the demand of the consum- 
er is going to lose considerable busi- 
ness. Few white shoes have been sold, 
but sport goods have gone reasonably 
well. A large number of tennis shoes 
have been sold. 


’ Clearance Sales Have Started 


With the fag end of the Spring sea- 
son at hand, merchants have started 
a drive to clean out their remaining 
stocks. Reduction sales have been 
started, and it is noticeable that 
stocks on hand are not so large as 
they were a year ago. Merchants 
have purchased carefully since the 
first of the year, having been influ- 
enced to do so largely by the fact that 
there was a great demand for novelty 
footwear and by the further fact that 
so many styles and models were con- 
stantly being brought out by the 


producer. The merchant who wasn’t | 


ready to take on a supply of each 
new attractive model that appeared, 
felt that he was under a handicap. 
For that reason the Cleveland con- 
sumer, at least, is not going to re- 
ceive the bargain prices at special 
sales that he was able to obtain a 
year ago, when the merchants had to 
conduct a long selling campaign last- 
ing five to seven months in order to 
get rid of large stocks of spring 


Lynn 


ing among savage tribes of the Far 
East. So styles come from the jungle 
as well as from the centers of art and 
civilization. 
Some Golden Shoes 

Among the amazing shoes are those 
of gold brocade, some of which have 
lately been sent to cities that are en- 
joying grand opera. The shoes will be 
worn by queens of the operatic stage 
as well as by patrons of the opera. 
Some of them match opera gowns or 
coats. One may unravel a thread of 
this gold brocade, by the way, and find 
in it the metallic strands of gold. 

Even more kingly are some shoes 
of gold kid, with trimmings of royal 
purple or scarlet, and with emblems 
of royalty. They are kept in the fac- 
tory of A. E. Little & Co. as sugges- 
tions for fashions of to-day. Also the 
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Merchant to Retire 

John Holman, who has been in the 
shoe business in Rochester for the 
last thirty-one years, has disposed 
of his shoe stock in the Phillips Dry 
Goods Co.’s store to Dwight Green 
of Chicago. Mr. Holman intends 
to spend the summer at Winona 
Lake and then motor to California. 


Planning Hosiery Sales Campaigns 


Cleveland shoe merchants have giv- 
en special attention to hosiery for 
summer wear, and some attractive 
stocks are to be seen. At the Taylor 
Co. store, the management has laid in 
a large stock. Here it has been de- 
cided that the sport suit calls for a 
stocking of silk and wool. Those in 
heather mixtures are considered un- 
usually good, particularly those with 
silk stripes going up and down. About 
one half-inch of the wool is shown 
between these stripes. Among the 
attractive displays at this store are 
hand-loomed silk stockings for sports 
wear. They are made of heavy silk in 
such shades as green, brown, blue and 
very d_ k gray. 


Higbee Featuring One-Strap Turns 


At the Higbee store they are fea- 
turing with good results, a one-strap 
slipper with turned soles and Louis 
heel and medium vamp. The model 
has had a good run, with beige or 
beaver suede, pearl gray kid, light- 
weight tan calf, patent leather and 
white kidskin being popular colors. 
Plain shades or contrasting inlays of 
kid or buckskin offer a variety that 
has taken well. The perforated shoe 
seems destined to enjoy another run 
of popularity during the season that 
is just ahead. 


same company has some shoes of the 
most delicate glove suede’ leathers, 
adorned with polkadots, or leopard 
spots, or zebra stripes, all telling of 
a fine art in the finishing of leather; 
and, too, some shoes of the softest 
black kid, richly adorned with beads, 
or shoes of black satin, with buckles 
of brilliants, lately imported from 
Paris. 

Perish the thought that styles in 
women’s footwear have attained their 
zenith and that from now on fashion 
must fade to the horizon of staples, 
for, while styles like these may be 
designed and made and sold, there is 
still unbounded opportunity for the 
advancement of the fine art of making 
stylish shoes to delight the hearts, as 
well as to adorn the feet, of fair 
women. 
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On All Shoe Orders 


Whether you are placing immediate 
orders on leather shoes for Spring or 
advance orders for Fall, specify Spring- 
Step Rubber Heels. They increase the 
selling appeal of your line and lead 
to greater customer satisfaction the 
whole year ’round. 


RE AEE ENTE ERNIE 


LADY AEE ORAM. 


United States Rubber Company 
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COMFORT SHOES MADE BY HAND 


A Few Points About Their Quality 
and Fitting Values 


Comfort shoes, of plump kid uppers 
and plump No. 10 iron first quality 
soles, are made in the H. K. Gardiner 
Co. factory. The idea in using plump 
stock, both sole and upper, is to get 
strong, supple shoes, which are in- 
tended to fit the foot like a glove and 
to support it at all points, a most im- 
portant consideration for feet that 
reach the comfort shoe age. 

Last for these shoes were designed 
by H. K. Gardiner, one of Lynn’s most 
noted last makers, now retired from 


SHOES MOVING MORE FREELY 


Increase Noted in Number of Orders 
Placed With Manufacturers 
and Jobbers. 


Warm, sunshiny weather, following 
a period of about ten days of rather 
cool weather during the early part 
of May, has put a lot of snap into 
the retail shoe business in Milwaukee. 
Merchandise is moving more satisfac- 
torily and a good volume is being 


reached. This is being reflected in - 


increasing orders placed with jobbers 
and manufacturers, and while requisi- 
tions generally are for prompt ship- 
ment and individually somewhat small 
compared with the customary size of 
orders, the situation in this respect 
is growing better all the time. 


Men’s Shoe Business Shows 
Improvement 


Reports of dealers concerning the 
movement of men’s shoes are more 
and more encouraging. The snappy 
new styles in oxfords seem finally to 
have broken in upon the men of Mil- 
waukee, who are responding well to 
the appeal of the more conservative 
styles of brogue modifications, al- 
though the extremes have been mak- 
ing a good many customers as well. 
The more staple lines of oxfords in 
chocolates and tans are in relatively 
excellent demand. Blacks are selling 
as well as might be expected at this 
season, but largely in high cuts. Much 
attention has been devoted in recent 
weeks by Milwaukee dealers to stim- 
ulate business in men’s footwear and 
the results are now becoming really 
apparent. 


More Advance Business Booked 


Spot orders are increasing, accord- 
ing to reports from the representa- 
tive manufacturers of both women’s 
and men’s shoes, while children’s 
goods are in better request. The call 
is mainly for small lots for prompt 
shipment, although a tendency is now 
noted in the direction of advance or- 
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the last industry, and making a spe- 
cialty of comfort shoes. To make 
sure that the shoes conform accu- 
rately to the lasts, they are made by 
hand, excepting the sole sewing, which 
is done by machine. Both the soles 
and the uppers are fitted to the last 
by hand. Indeed, the Gardiner factory 
is the nearest approach to an old-time 
hand-method shoe shop that there is 
in Lynn. Even the heels are nailed 
by hand, first the base being nailed 
and then the top lift, of rubber, being 
nailed. The idea is to get a comfort 
fitting heel seat, as well as a cushion 
tread for the heel. As the heel hits 
the ground first and hardest, it should 
have the best shock absorbers. That 


Milwaukee 


ders, which is taken as an indica- 
tion that dealers generally have re- 
duced their stocks to a minimum and 
are forced into the market, while the 
crowded condition into which most 
factories are getting has awakened 
dealers to the advisability of getting 
requirements for at least a short time 
ahead into production without further 
delay. 


Tomahawk Production Reaches Record 


One of the most encouraging re- 
ports concerning boot and shoe manu- 
facturing in the interior of Wisconsin 
is that of the Tomahawk Shoe Co., 
which is busier now than it has ever 
been in its entire history. The fac- 
tery is now on a schedule of 600 to 
650 pairs a day. The uppers are made 
in the branch factory at Mer- 
rill, Wis., and the soling and finish- 
ing at Tomahawk. The company 
manufactures men’s and young men’s 
footwear both in dress and service 
styles. Its brogue and semi-brogue 
and perforated styles are probably 
in best request at this time. 


New Company Now Shipping Shoes 


The Menzies Shoe Co., Fond du 
Lac., Wis., which opened its factory 
on April 11, made its first shipment 
April 27. There are now 150 on the 
factory payroll, twenty-five in the of- 
fice, and thirty-five salesmen in the 
field, giving a plant organization 
numbering well over 200. The office 
was moved from the Nunn, Bush & 
Welden plant at Milwaukee on May 
1, at which time George P. Utley, 
vice president and secertary, as well 
as sales manager, also transferred 
his headquarters to Fond du Lac. 
C. W. Boyce is office manager. Presi- 
dent and Treasurer S. D. Nichols has 
been- on the ground since April 1. 
Besides handling a large volume from 
the jobbing and retail trade, the 
Menzies company is engaged in turn- 
ing out a Government order for 18,000 
pairs, for delivery by August 14. 
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-is the Gardiner theory. So all the 


shoes have rubber top lifts and cus- 
tom-like heel seats. 

Another idea is to get a smooth fit- 
ting shank. This is done by the mod- 
eling of the shank of the last to cor- 
rect lines, and also by making sure 
that the hand lasters pull the leather 
tight and smooth in the shank. The 
foot that is fitted to a comfort shoe, 
of course, needs ample support in the 
shank. 

A cushion insole is laid in the shoe, 
which makes a nice tread for the foot 
and completes the Gardiner idea of a 
comfort shoe that fits comfortably all 
over and provides even support of the 
foot over its entire area. 


Ideal Shoe Mfg. Co. Organized 


Another new addition to the list of 
factories in the “Quality First” mar- 
ket, as Milwaukee is now internation- 
ally known, is in prospect with the 
organization of the Ideal Shoe Mfg. 
Co., which has been incorporated 
with a capital stock of $75,000 by 
Charles Ortgiesen, Raymond Streh- 
low and Scott Doerman, all connected 
with the local industry for many 
years. They are not ready to make 
public all of the details of their enter- 
prise, but will make an announce- 
ment within a short time. 


To Start Store in Elkhorn, Wis. 

F. H. Marty, formerly of Elkhorn, 
Wis., will open a new boot shop in 
Baraboo, Wis., about May 15. He has 
purchased the Vogler Building and is 
rebuilding it especially for shoe mer- 
chandising purposes. Mr. Marty is 
an old-time shoe merchant and before 
engaging in business in Elkhorn was 
part owner of the Excelsior Shoe 
Store in Madison, Wis. 


Algoma Merchant Dies 

Matthew Reinhart, proprietor of 
one of the leading shoe stores at Al- 
goma, Wis., died May 4 at the age of 
52 years, following a stroke of apo- 
plexy. He learned the trade as a boy 
and later became associated with his 
father in the retail shoe business, 
continuing the store on his own ac- 
count after his death. His wife and 
eight children survive. 


Shoe Men Officers of Credit 
Association 

At the annual meeting of the Mil- 
waukee Association of (Wholesale) 
Credit Men, held May 5 at the Hotel 
Pfister, Robert J. Dempsey, credit 
manager of the Weyenberg Shoe Mfg. 
Co., was elected vice-president, and 
Delos L. Sawyer, of the F. Mayer 
Boot & Shoe Co., was re-elected a 
director. Mr. Sawyer also was chosen 
one of sixteen delegates to the Na- 
tional Association convention to be 





hatcidendtidieeiae 


ae wrench NS ae 


Aner pc en 


nineteen nas enaliatnaeees, 





BOOT AND SHOE RECORDER May 21, 1921 
TUTOR 


Oo 
r= 





ARIIINNMAR a 


IN STOCK JUNE Ist. 
Two Good Bets For $5.00 Sellers 
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NO. 125, THIS PATTERN 17/8 FULL LOUIS HEEL 
NO. 126, THIS PATTERN 14/8 JUNIOR LOUIS HEEL 
WIDTHS A TO D 
White Polar Kloth One Strap. Solid Sole Leather Counters and Shanks. 


Get your orders in early so as to be assured of delivery promptly. 


PRICE $3.75 LESS 59% TEN DAYS 


Orders of less than 18 pair on a width and style 10 cents extra. 
Address all communications to factory. 


Collins & Stap les 118 Phe Rew Haverhill, Mase. 
ose OFFICE: 183 ESSEX STREET 
TUPPER 
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Griffin Lotion Cream 
In white, Diack, light tan, 





























Grifin White Kidine 

For all white kid shoes. A per- Havana bro phy 4, /- >t 

fect white cleaner that gives a softens and abes all kid 

kid glove finish, leather. Contains no injurious 

Small on Size, $15.60 Gross, acids. It is to the leather what 

1.85 Doz. cold cream is to the skin. 
Griffin Suede Powder Large mee. =, $21.60 Gross, 3 os, a Bg ony Gross, | 
In the pad bottom tin. Cleans ‘ 
= restores color and surface in- peer gnc ges ep 
stantly. pa a utely in ° For all white shoes ex kid. 
gO - The Right Shoe Dressings A thorough cleaner, not a” white: 
dark and ara costo Tigh ote Sex Guat 314 om Polding ‘Top Cart 
ark and gray cas olive, Z ‘on— 
seal and nigger brown, light, or pring $18.00 Gross, $1.55 Dos. 
medium and dark gray, black. 5 oz. Size, Neck Box— 
$21.60 Gross, $1.90 Des. 











$20.20 Gross, $1.85 Dos. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S.A. | 
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held June 14 to 17 at San Francisco. 
A membership campaign just ended 
netted an increase of 105 members. 


Fond du Lac Merchant Moves 

W. F. Georg, a pioneer shoe mer- 
chant of Fond du Lac, Wis., located 
for many years at 104 South Main 
Street, has leased the building at 118 
South Main Street to gain much- 
needed room for the development of 
the business. It will be thoroughly 
remodeled and modernized and re- 
equipped with mahogany fixtures of 
the latest type. The transfer of the 
store will be made about the last week 
in May so that a formal opening may 


RETAIL BUSINESS BETTER 


Improvement Continues as Summer 
Approaches—Good Increase in 
Men’s Trade 
March business with the Louisville 
retail merchants was good, but April 
business, due to backward weather, 
was a slow period. May weather is 
improving materially, and with it busi- 
ness is taking on a better tone. Dur- 
ing the last two or three days there 
has been a remarkable increase in 
men’s business, due to the city filling 
up with visitors for the Kentucky 

Derby. 

In women’s shoes, business has been 
good, especially the last few days, as 
society turns out strongly for the 
Derby, and many visitors from the 
Bluegrass section are in on buying 
trips in connection with their annual 
pilgrimage to the races. 


Brogues and Sport Styles Sell Well 


In men’s shoes brogues and sport 
models of various kinds are going 
strong, while English tans are con- 
tinuing good, there being a tendency 
to lighter tans in the better grades. 

In women’s shoes grays are waning 
just a.little in popularity, but sport 
shoes of white, with black, blue and 
green contrast trimmings, are coming 
good. Sport skirts worn with sweat- 
ers and sport shoes are encouraging 
sport shoe sales materially. Wing 
tips and perforated toes are good, 
while Cuban, Baby Louis and English 
heels are also popular. Saddle strap 


HITTING OLD STRIDE 


Merchants Report Recovery From 
Recent Slump With Labor Con- 
ditions Better 


The starting of operations in sev- 
eral of the larger plants has had a 
noticeable effect throughout the trade. 
Merchants here are of the opinion 
that in this large center of industry 
labor conditions are an accurate gauge 
of shoe-selling conditions. An early 
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be held June 1. The Georg store is 
a “family” shop, catering to women, 
men and children. It was established 
in 1884. 


Kenosha Has New Shoe Store 

A handsome new shoe store was 
opened May 7 at Kenosha, Wis., un- 
der the name of Vogue Boot Shop, 
located in the Pitts Building at 212 
Main Street. It is under the man- 
agement of J. Mercer, who formerly 
was with the I. Miller Co., and later 
with the W. B. Shoe Co. of Milwaukee, 
which is sponsor for the new store, 
and also owns the Sample Shoe Shop 
at Racine, Wis. On the opening day 


Louisvill 
pumps are promising, while one and 
two-strap oxfords are good. 


Store Manager Resigns 


Frank R. Miller, who for some years 
has been manager of the Selz Royal 
Blue store in Louisville, has resigned 
and gone to Wabash, Ind., to live. C. 
S. Taylor, who of late has been with 
the company’s Chicago department, 
and formerly on Fifth Avenue in New 
York, with Frank, Hanan, and Edwin 
Clapp organizations, will succeed 
him. Mr. Taylor has been down in 
the far South for some time prior to 
going with the Selz organization a 
few months ago. The company, in 
getting into its new store, put in very 


New Store Opens in Hotel Building 

A new shoe store has been opened 
in the Watterson Hotel Building by 
Sam G. Moss as Louisville manager 
for the Ground Gripper chain of 
stores. The store has been open about 
three weeks, and business is begin- 
ning to come in. 


Planning Big July Sale 

A July sale will be held by the John 
C. Lewis Co., largely as a result of 
the excellent returns that store ob- 
tained in its 44th Anniversary Sale, 
which was held early in April. That 
sale brought the store a lot of addi- 
tional business and an increase of 
considerably more than 50 per cent 
was chalked up for the month, in spite 
attractive windows. 


Pittsburgh 


summer is another factor acting as a 
sales stimulus. Everybody here is 
anticipating a great summer. 


_Wholesale Firm Expanding 
The Finkelstein Shoe Co. has taken 
over the entire fourth floor of the new 
fireproof building at 907 Penn Avenue. 
The firm has outgrown its former 
quarters. 
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souvenirs in the form of hose were 
presented to every woman and man 
customer and flowers were given all 
visitors. 


Newark Shoe Store Opens 

-A new Newark Shoe Store is be- 
ing opened at Fond du Lac, Wis., un- 
der the management of M. Lipsky, 
who has been a member of the M. 
Samuels & Co. organization of Balti- 
more for many years. The new shop 
is at 81 South Main Street and has 
been newly decorated and equipped. 
It is stocked with a complete line of 
men’s, young men’s, ladies’ and chil- 
dren’s footwear. 


of the fact that the last week was 
unfavorable as to weather. July and 
August, in Louisville, are ordinarily 
hot months, when everybody who can 
goes away for the summer. The 
Lewis Co., however, believes that a 
July sale, which is more than the or- 
dinary summer clearance, will produce 
business, and the plan is to combine 
the sale and the clearance, using 
popularly priced, seasonable merchan- 
dise in all the new goods. The sale, 
which may run for half the month, 
will wind up with a big Dollar Day. 


Shoe Merchants to Hold Outing 

Roger Dougherty, Market Street 
dealer and president of the local shoe 
association, reported that plans were 
being arranged for a meeting, or 
rather an outing, of the association 
in late May or early June. Mr. Dough- 
erty stated that he had just completed 
installing a very attractive front in 
his new store. 


To Install Sorosis Line 
Kaufman Strauss Co., Louisville, 
which concern has for several years 
leased a department for shoes to the 
Queen Quality people, have recently 
made new arrangements, whereby the 
A. E. Little Co. will install the Sorosis 
line in the Kaufman department 
shortly. The Sorosis line was for- 
merly handled in Louisville by the 
men’s store of Levy Bros. The Dor- 
othy Dodd line was recently installed 

in the Boston Shoe Co. store. 


Herman Miller Dies 


Herman Miller, son of John Miller, 
Lawrenceville dealer, passed away re- 
cently. 


Firm Changes Name 
The Brasley-Krieger -Shoe Co. is 
the new name of the organization 
which for several years has operated 
a retail establishment on Fifth Ave- 
nue under the name of Kirby’s. 
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Tailor-Made 
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Factory Stock Service 
Manufacturer 
Established 1896 ROCHESTER, N. Y. 
Catalog on request 
A salesman in every State 
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SPECIALISTS FEMININE 
eo + JIN FOOTWEAR 


§ SPECIALTIES OF 
DISTINCTION 


“ANTOINETTE” 


“Lax %Abowitz 


MANUFACTURERS 


FACTORY AND SHOWROOM 
17 Smith St. 
Brooklyn, N. Y. 


MANY NEW AND ATTRACTIVE PAT- 
TERNS AWAIT YOUR INSPECTION 


HIGH GRADE BENCH 
TURN FOOTWEAR 


PHONE TRIANGLE 6169 





SOCRUUUCEEUEHAENENEREROUSHOUSUUUOOOUOOOORESUSERESSS000REUNEEESSSEESUSEAGOUSSOSSRRSOAAOUNEREEESERSEEEEESESOEESEEE! 








[RERREGRRGRGCRERUSRRRERARCER ORR CRORORESRERCRSCROSRERERRSRERORERERERRERERERRERRSROROREE SORE 























BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 








Hano Loose Leaf Forms 


For Boot and Shoe Manufacturers 
For 31 years we have been devising short cuts in 
business record keeping. Our new Plant eliminates 
the high cost of Big City Manufacturing. 


25 to 33 Percent Saving 


Duplicate and Triplicate Bills of Lading. Produc- 
tion Forms, Engineering Reports. General Forms, 
Loose Leaf Binders, Salesmen’s Order Books. 


Send us a set of your present forms with your annual needs 
of each. Our Service Department may be able to save you 
time and money. 


Philip Hano & Co., 


Eactory: Holyoke, Mass. 


r 799 Broadway 


Oldest firm in the Business 


























Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 

The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equipped to 
promptly handle your applications for stration 
of Trade-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 
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" WHITE CANVAS NOVELTIES ~ 
4I1N STOCK 
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The Season’s Best 
WHITE NOVELTIES 
IN-STYLE 


and 


IN-STOCK 


at 

B-165—White Canvas Imit. Turn, 1 
#8-170—White Canvas Imit. Turn, 1 Strap, Baby LXV Heel. 2% to 8. C 
Strap, Half LXV Heel. 2% to $2.00 REP Sinscscesecntsccassened $2.00 
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No. B-180 
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No. B-180— White 
Canvas Imit. Turn, 2 
Strap, Half LXV Heel. 
2% to 8 C and D. 

$2.00 





No. B-175—White Canvas Imit. Turn, 
2 Strap, Military Heel. 2% to $2. » 












The place to buy 
your white novel- 
ties is right here! 






wr 5 Song ° a. 
=~___ «TQ ‘ ce — _-*@= — 













©:-—~---8@:.»__ ~~ 2g. 


Send your order in 


now. DON’T delay 













No Samples 
Minimum orders 
one dozen pairs 
Terms 2% 10 days 












No. B-365—White Canvas Imit. Turn, 
2 — ‘ Strap, Mil. Heel. 2% to 8. 


naan SHOE CO. 
35 WINGATE ST.. HAVERHILL.MASS. 


#,4-* 
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More Speed to the Turnover! 


The Third of a Series of Advertisements on the “‘All Year Selling Plan’ 


Easy to obtain through new All Year 
Selling Plan. Smaller investment; 
fresher styles, its natural effects. 


4 GOOD stock-turn is one of the surest indica- 

tions that a retail shoe store is successful.” 
This from a bulletin of the Graduate School of Business 
Administration, Harvard University, after a six-year 
national investigation. 


The importance of turnover lies in this fact: the faster 
the turnover—the oftener a stock of shoes is sold, re- 
plenished, and sold again—the greater is the merchant’s 
profit. Plainly, it is the relation of a retailer’s invest- 
ment to his sales that determines his income! 


That is the reason you will be interested in the new All 
Year Selling Plan, now a part of the Red Cross Shoe 
Sales Policy. No greater opportunity for speeding 
stock-turn has ever been offered to retailers. 


Merchants have been working 
under a handicap 


The old, time-worn custom of twice-a-year trips has now 
been cast aside. No more heavy purchases twice a year; 
no more “guessing” six months in advance of your sell- 


ing season as to quantity, styles and prices. 


No more big amounts of capital tied up in a gamble on 
far-in-the-future sales, or capital invested in shoes that 


might sell—and might not. 


This policy, always used by manufacturers, long de- 
plored by retailers, has now been junked by the Krohn- 
Fechheimer Company. 
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‘A modern plan that 
meets your needs 


Red Cross Shoe salesmen now cover their territories, not 
twice a year, but frequently. They will bring you a 
service under which the “guess” is eliminated from your 
buying and your stock is continuously freshened with 
up-to-the-minute shoes. They will offer you the latest 
models and novelties from which you can select styles 
for quick delivery. 


Such frequent addition of good novelties when they’re 
in the height of their popularity makes for fast, clean 
selling all the year around. And that’s the big secret of 
profit-producing stock-turn. 


Concentrate—on the Red Cross shoe 


Now, more than ever, the big advantage lies with the 
merchant who concentrates on the nationally-known Red 
Cross Shoe—a line so complete in style and price range 
that it supplies all the needs in this grade of women’s 
footwear. 


Let us tell you how these two modern principles of mer- 
chandising, both proved, can help you in your town—how 
they solve your most perplexing buying and selling prob- 
lems. 5 


Write or wire and one of our salesmen will call and ex- 
plain our proposition in detail. You will also get a look 
at the latest, fashion-approved models, for retail selling 
sixty to ninety days hence. You haven’t seen these 
styles; they’re new! No obligation on your part. ° 


The Krohn-Fechheimer Company 
927 Dandridge St., Cincinnati, Ohio 
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RbyF NOW IN STOC 
SHOE. (UNBRANDED) 

: 

| Plenty of plain oxfords, too 


90 —don’t let your stocks get 
Tony Brown Calf Brogue Oxford broken. 


Same day service. 











i Have you your copy No. 84 

: of our latest style Russia Calf Saddle Oxford, 

| booklet? “Touraine.”” B, C, D; 6-10. 

id Price $6.85 

Fe] Send for it. 

=| Aberdeen : ; 

I 604—Mahogany Cordovan Fa 5 

#i Brogue Oxford. Ritz. A, B, 3] i 

Ei 7-11; C, D, 6-I1....... $6.50 a 
sinless Gath Giiges n> M. A. PACKARD COMPANY =: 
ford. Ritz A, B, 7-11; C, = 
2 peta $6.50 Brockton, Mass. © 














REPCO—your customers want it 


dae is a liquid enamel which restores the 


new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 

For sale by Shoe Findings Jobbers. Better order 


some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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NOVELTIES! 
in White Canvas 


The summer’s best sellers in both twins 
and McKays — popular prices that mean 
volume—are you covered? Do you want 
action? Write us your needs, 


410 


8000 pair White Duck McKay, ee a day 


Button, One Strap, 
Military Heel. 


435 445 
White Duck McK oO White Duck McKay, Two 
Strap, New Baby Loui Strap, 12/8 Military Heel. 
Heel 


ANA AA AAA AT 


BOOT AND SHOE RECORDER 





TO HARTMAN 
for YOUR WHITE 
CANVAS NOVELTIES 


HARTMAN SHOE COMPANY 


HAVE RH I LL Manufacturers for the Wholesale Trade 


The Fastest Growing White 
Shoe House in the Unite 


d States 


No. 410 


MASS. 
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EXAMPLES OF THE WALK-OVER PRODUCT 


FROM THE MEN'S FACTORIES 


GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U. S. A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND 
THE WORLD OVER, INCLUDING NEW YORK. LONDON AND PARIS 
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TONGUE PUMP — Jos GAC STRAP PUMP 


JGY 














aeie 
ed | SPAT BOOT 











SPORT BUCKLE STRAP HENS) G2) BROGUE OXFORD 





EXAMPLES OF THE WALK-OVER PRODUCT 


FROM THE WOMEN’S FACTORIES 


GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON. MAss., U. S. A. 


EXCLUSIVE AGENCIES 'N ALL IMPORTANT CITIES IN THE UNITED STATES AND 
THE WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 

















=~ 


K, BUBURUNOMOT 


9) 


OSORIO 


AUTOBOT 


Le 


| 
| 
| 


ei 
- 
i 
Fy 
SI 
: 


9/5 


WOT OCCU 010 ODODE 


MTOTOT 


ViW Le) 


K 





' 
i 


BOOT AND SHOE RECORDER 





GALLUN 
QUALITY 








AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and _ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 


ing season’s fashionable shades. 


VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 





Four Famous Staunch Leathers 








Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. Norwegian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 


Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 





11 EAST ST., BOSTON, MASS. 





May 21, 1921 











May 21, 1921 


S 


WA 
3 OU 


)) 
S 


SS S 
te 


RRR 


CN 
so 


ey 


._— SS) = 
> 


ARR R ARE 


Ke) 


4 


& 


ar 


¥ 


¢ 

‘ 
5 
ey 
t's 


iG) 


¢ 
iy 
at") 


BOOT AND SHOE RECORDER 


Gray Buck 2 Strap 
14/8 Junior Louis Heel 


Tan Calf 2 Strap 
Widths AA/C Price $5.50 


14/8 Junior Louis Heel 
Widths AA/C Price $6.00 


Gray Buck 1 Strap 
Tongue Pump 
17/8 Louis Heel 
Widths AA/C Price $6.00 


Gray Buck Colonial 
17/8 Louis Heel 
Widths B/C Price $5.50 


In Stock for Immediate Delivery 
Terms, 5% 10 days 


‘Jlsvernm,Mass. 
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Regal Stitchers 
One of the highest- 
trained and high- 
est paid groups of 
operators in Amer- 
ica. 


ZZ 


\ 
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It is not the task for a novice, this building of 
Regal footwear, but for men with years of expe- 
rience who know shoe ‘making . . . men who 
have confidence in their unusual ability. 


Sales Rooms 


NEW YORK CITY 


1369 Broadway 
(at 37th St.) 1931 Republic Bldg. 
E. M. Webster 
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Likewise the Public has confidence in those 
merchants who sell Regal Shoes, for they are 
giving their customers what they want—values 
that are real and honest. 


We will be glad to hear from established mer- 
chants who are interested in the kind of product 


and policy for which REGAL stands. 


A letter to Dept. No. 6, main office, Boston, Mass., requesting 
“The Regal Exclusive Agency Plan” will be promptly at. 


tended to. 





CHICAGO 
200 South State St. 


J. J. Gaffin 





¢ SAN FRANCISCO 


Cor. Fourth and Market Sts. 


910-912 Pacific Bldg. 
C. E. Nelson 


Main Office, Boston,Mass. 
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Quick Turnover 


on this REGAL OXFORD 


A fine example of the many sstyle 
features Regal In-Stock Service offers you 





al 
fia 
UN 





UD ee oe | 
EG ‘ 























S 


HE longer a pair of shoes remains on your shelves, 
the smaller grows your profit. Quick turnover is today 
essential to the shoe merchant who would equal his net profits 
of last year. j 
This new ball-strap oxford will move instantly—and allow 
you a generous mark-up. It will be a fast selling “leader” 
with all Regal Agents. 
The leather is Gallun’s Scotch Russia grain, patterned with 
circular, perforated vamp and saddle strap. A substantial 
14-sq. single sole with square toe trim and 7%” flange rubber 
heel altogether makes this Regal Crest Oxford a salesbuilder 
that will help put your men’s business “back on its feet” now! 
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Stock No. 
4649 


The 


Regal CREST 


6” 


In Stock 
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A COMPLETE LINE 


IN STYLE and IN STOCK 
FOR IMMEDIATE SHIPMENT 


Stock No. 490—Boys’ Mahogany 
Lace Oxford, Goodyear Welt, Good- 
year Wingfoot Rubber Heel, Penn 
Toe. Sizes 3-6: Price........ $3.35 


Stock No. 3708—Boys’ Mahogany 
Whole Quarter Bal, Goodyear Welt, 
Goodyear Wingfoot Rubber Heel, 
Penn Toe. Sizes 1-6. Price...$3.50 














Stock No. 3710—Boys’ Mahogany Stock No. 3711—Little Men’s Mahog- 
Ball Strap Bal, Goodyear Welt, Good- any Ball Strap Bal, Goodyear Welt, 
year Wingfoot Rubber Heel, Penn Goodyear Wingfoot Rubber Heel, Pitt 
oe. Sizes | to 6. Price..... $3.50 Toe. Sizes 10 to 13%. Price. .$3.00 


MARSTON & TAPLEY Co. 


MANUFACTURERS 
DANVERS MASS. 
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G67 — White ‘‘Wyclo’’ Cloth, Avenue 
Strap Pump, piped with black kid Good- 
year Welt with white welting, 10/8 
— speoved heel, natural top lift. A, 

2% to 8 75 


65—came as above, piped with white 
$4.75 


662—White ‘‘Nubuck’’ One Strap Pimp, 
Imitation Ball Strap, Goodyear Welt sole 
with white welting, 10/8 White a ed 
~~ Natural Top me. A, B, OC 3: 


_671—White ‘‘Wyclo’’ Cloth Five Bye-let 
Oxford trimmed with white kid on tip, 
ball strap and lace stay, blind eyelets, 
Goodyear Welt, Sole, White Welting, 
10/8 white eg heel, natural top lift. 
A, B. C. % to 8 5 





1312 Washington Ave. . 


IN STOCK 
READY 
TO SHIP 


S31—White ‘ReignSkin’” Cloth, Cut- 
Out One Strap Pump, Turn Sole, 18/8 
Full Breasted Covered Heel. B, © 

2% to 8 $4.25 


and D. 


830—Same as "abbea, 13/8 Junior Heel. 
$4.25 


2546—White ‘‘Nubuck’’ Cut-Out, Two- 
Button, One-Strap Pump, Imitation Tip, 
perforated vamp, top and strap, ‘T-8’’ 
Process Flexible Sole, 14/8 Junior Full 


Breasted Covered Heel, Celluloid Heel 
8 6.50 


Plate. A, B and C, 2% to 
2540—Same as above in Blumenthal’s 
White Washable Kid 86. 


. Novelty Footwear in Stock 


Fourteen of the Very Newest. 
White Sport Oxfords and Strap Slippers 


870—White ‘‘Wyclo’’ Cloth Five Byelet 
Lace Oxford, White Kid Strip on tip, 
Goodyear Welt Sole, White Welting, 10 
White Sprayed ou Natural Top Lift. 
A, B, ©. o 8 #4. 


170—White ‘‘Bye’’ Cloth, Five Byelet 
Lace Oxford, Regular Tip, Goodyear Welt 
Sole, White Welting, 15/8 White Bn- 
ameled Heel. Cand D. 3 to 8...$3.00 
180—Same as Above in White Canvas, 
10/8 White Enameled Heel $2.50 


1380—White Pcplin One Strap Pump, 
Turn Sole, 13/8 Junior Covered Heel. 
C and D. 8 to 8 $2.50 
1381—Same as above in 17/8 Louis 
Covered Heel $2.50 


TOBER-SAIFER SHOE COMPANY 


St. Louis, Mo. 
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U. S. at Parting of the Ways in World Trade 


Erection of Too Many Tariff Walls a Mistake, 

Declares Big New York Bank—Prosperity of 

Country Depends on Solution of World 
Trade Problem 


In view of the vital importance of the United States 
foreign trade to the maintenance of our national 
prosperity, the Guaranty Trust Co. of New York has 
issued a booklet analyzing the foreign trade situa- 
tion and discussing this country’s duties and oppor- 
tunities as creditor nation of the world. 

Emphasizing the importance of holding our new 
place, the bank says in part: 

“We are now at the parting of the ways. What 
are to be our policies in this new relation which we 
hold in the world of trade? 


place of economic and political power in the world, 
and with it our high hopes and ideals of service to 
mankind. 


Cannot Expect Both Capital and Merchandise 


“If we set out to travel consciously and wisely the 
path of foreign trade which opens before us, build- 
ing firmly on the foundation of our own experience, 
we may reasonably expect in the future to pass 
through certain other changes. These will be no 
more than other creditor na- 
tions found they must under- 











All of the elements required 
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to control and extend our 
commerce are at our com- 
mand. Are we in the mood 


Mr. Jones and Mr. Smith 


go in order to sustain their 


prosperity. 
There is danger in the 





to seize this greatest of all 
our opportunities? 


To Stand Still Is to Lose 


“We must go forward, or 
we shall inevitably be forced 
to retreat from our present 
position with heavy losses all 
along the line—in shipping, 
banking and trade. We are 
already vigorously chal- 
lenged by competitors in for- 
eign markets. A courageous 
national policy of legitimate- 
ly aggressive development of 
all these newly coordinated 
resources for the conduct of 
foreign trade is _ essential. 
Without constant initiative 
and positive effort we shall 
gradually be driven out of 
our advantageous situation. 
There is no one American— 
merchant, manufactur- 
er, banker, farmer or laborer 
—who has not some stake in 


If Jones has a factory in Swampville and 
Smith has a factory in Bingville, both mak- 
ing potato parers and both of them, work- 
ing full time, produce fifty per cent more 
parers,than the United States can consume 
—one of two things is bound to happen. 
Either they will sell their surplus abroad, 
thus keeping their workmen busy and pros- 
perous, or they will curtail their produc- 
tion by cutting wages or hours. In the lat- 
ter event, of course, their workmen will not 
have so much money to spend in the retail 
stores of Swampville and Bingville. If 
they find there is no market in other coun- 
tries for their parers, then they are faced 
with the necessity of doing something 
which means “hard times” in their respec- 
tive towns. Which is precisely what has 
happened in the United States. With fac- 
tories geared up to make considerably more 
merchandise than the United States can 
consume, we find no market abroad for our 
surplus and consequent slack times at home. 
What are we going to do about it? What 
is there that the individual citizen can do? 





anomalous position of ex- 
porting both capital and 
merchandise imports. Such 
a condition cannot continue 
indefinitely, for it would 
lead far away from any true 
balance of trade. Already 
the balance is overweighted, 
and foreign countries are 
finding great difficulty in 
paying their debts to us. In- 
terest payments on our loans 
to other nations are now 
very large and will be enor- 
mous when payment tem- 
porarily suspended on the 
Government loans is_ re- 
sumed. Gold is a latent fac- 
tor in the balance, since it 
is now embargoed by nearly 
all the principal countries in 
the world; and it may re- 
main so_ temporarily, as 
there is not enough gold to 
liquidate the present foreign 
indebtedness to this country. 





ST TTT 


this struggle. 

“We have definitely 
reached the position of other highly developed na- 
tions. Foreign countries have borrowed from us to 
the extent of more than $13,000,000,000, of which 
huge amount $2,500,000,000 of funded debt is owed 
to private lenders in this country. Moreover, the 
movement of capital from this country to other lands 
is still going on, for foreign loans of a total of 
nearly $100,000,000 were placed in this market in the 
first two months of 1921. In short, the change has 
taken place by the pressure of circumstances be- 
yond our control, and it is doubtful if we could re- 


turn to our former status without retrogression in . 


all our agricultural, manufacturing and commercial 
industries. We must continue on the path of devel- 
opment which we are treading, or we shall lose our 


Two Methods of Paying Debt 


“It is obvious, then, that when those countries 
which owe us for our goods and capital are again re- 
established financially and economically, they will 
have to pay us with something more tangible than 
new or refunded loans. Obviously, there are only 
two methods by which this indebtedness can be li- 
quidated. 5; 

“One considerable means at hand for payment of 
the enormous sums owed to us is in the form of 
goods imported in excess of our exports. Clearly, 
other nations cannot sell goods to us in sufficient 
amounts to liquidate their huge indebtedness, if our 
international trade is to be saddled with burdensome 
duties. . 

This, however, is now more of an economic than 
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a political question, which must be dealt with in such 
a way that differences in cost of production will not 
prevent the competition in foreign markets of our 
goods with those from other countries. 


Invisible Items in Our Favor 


“The only other considerable means at hand by 
which foreigners can pay their debts to us is by 
our continued export of capital on a large scale. 
Among the invisible items are several which other 
creditor nations do not have to any considerable ex- 
tent in their trade balances. Our people tour 
abroad for education as well as pleasure, spending 
their money more or less freely. Many of our im- 
migrants still have close ties with their relatives 
at home. In the future as in the past our generous 
impulses are likely to be stirred by the appeal of 
distress from distant lands. 

“More important than all these, however, is the 
likelihood that we will continue to reinvest in the 
bonds of foreign governments, municipalities and 
corporations, and that interest on our government 
loans will remian suspended for several years. While 
these and other items, such as speculation in foreign 
currency bonds and bills, remain of considerable 
importance on the debit side of our foreign trade 
balance, it is quite conceivable that our exports of 
merchandise will remain in excess of our merchan- 
dise imports. It is entirely probable, however, that 
the enormous excess which is characteristic of our 
present trade will be considerably diminished. 


How Export Trade Can Be Increased 

“Such a change in our foreign trade balance need 
not, and probably will not, be made at the expense 
of our foreign trade. The world still requires things 
which we can best supply. What men need they will 
purchase if they are able to pay therefor. When the 
present reaction in prices has run its course our 
export trade in merchandise can, if adequately sup- 
ported by credit and banking facilities, be increased; 
though the present great excess over imports can- 
not be carried for long. 

“The banker is charged with the duty of devising 
machinery for carrying and settling international 
balances, and the banker feeling his responsibility 
is already at work on the task. Several of our larger 
financial institutions have been furnishing many 











(Continued from page 53) 
acter of shoe as it involves consumption of material. 
In this respect there would be very little variance from 
the same period in 1920, except as it may be influenced 
by the revival of boots in the event of climatic condi- 
tions demanding the same. There seems very little 
prospect of boots being otherwise involved in the Style 
problem. 

Medium Tan Calf Best 

As to colors of calf skins, the demand or tendency 
seems very definite, and covering in the colors almost 
75 per cent of the medium tan shade. A reasonable 
proportion of the balance being the slightly darker 
color. 

It is possible that calf leather in a Brownish effect 
may be influenced by the considerable demand for 
brown in kid; and if so, bids fair to accomplish con- 
siderable volume as a result of more economical price 
in the finished shoe, made completely of calf, or 
trimmed with calf, by comparison with kid. 
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banking facilities and information services to their 
customers doing business in other lands. These 
have met our immediate requirements and have 
taught our merchants that credit, when granted wise- 
ly, is a universal commodity. 


The Individual Citizen Must Do His Part 


“By and large, however, the duty of supporting 
our foreign trade does not rest entirely on the bank- 
er. Our banks cannot work alone; they must have 
the co-operation of their customers, if our trade is 
not to suffer a decline as spectacular as has been 
its rise. If they tied up their liquid funds in long 
term investments, no matter how good the security, 
there would soon be no more liquid capital and the 
wants of our agriculturists and manufacturers could 
not be supplied. 

“The variety of our foreign trade is now so wide 
that an excess of production over consumption reacts 
upon every class of our population. The duty, there- 
fore, of supporting our foreign trade in this time of 
readjustment to the more permanent conditions of 
the future rests on évery individual citizen who 
feels that his welfare and prosperity are not inde- 
pendent of the economic position of this country in 
the world. 


Tariff Wall a Handicap 


“If we go on taking measures to prevent the sale 
of foreign commodities in our country, if we try to 
erect barriers which retard the flow of commerce, we 
will in the long run handicap ourselves and work 
incomparable injury to our future prosperity. Al- 
ready we are seeing the product of field and factory 
piling up in granary and warehouse. The real prob- 
lem, therefore, is the maintenance of the volume of 
our trade. : 

“The future rests not so much on government and 
politics as upon the wisdom and sagacity of: business 
men.- The American dollar now stands at a prémium 
in every important financial market of the world. It 
is, therefore ,repeated that an imperative duty rests 
upon every American who would see his country go 
steadily forward on the path of a prosperous foreign 
trade to take thought how its future may be properly: 
financed. Surely we have the energy and intelligence 
to solve the problem.” 





As to detail that may influence the question of 
weights, there will undoubtedly be a continuance of the 
present demand for staple low effects such as plain ox- 
fords, which will include a proportion of semi- 
Brogues, which would naturally mean boarded stock. 


Novelties Will Continue 

In the plain leathers similar items will be carried 
out in strap effects, in welts with leather heels, even 
to the extreme of ornamental patterns, and freely in- 
volving combinations of plain and novelty leathers. 

Shoe merchants are naturally receptive to the offer- 
ing of new ideas within the obtainable realm of price, 
that will mean the sale of an extra pair or increases 
their volume. So that manufacturers in general are 
always receptive to any new offering in colors to ac- 
complish this. 

Interesting features, with their necessary retail 
price, will continue largely in the strap and turn LXV 
heel class; frequent innovations show a decided bear- 
ing towards light and airy effects in uppers. 
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WHITE FABRIC 
PHILADELPHIA MADE TURNS 
IN STOCK 


Here are two shoes for which the de- 
mand is certain and upon which your 





LAST No. 10 


White Instep Strap, Last No. 10,2 to 5 D....... $1.15 stock is probably low. 
White Instep Strap, Last No. 10,4 to 8 C.D.E... 1.45 
White Instep Strap, Last No. 10, 8% to ll CD. i 


White Instep Strap, Last No. 15,11% to 2B 


That they are Donald made is sufh- 
cient assurance of their high grade, 
good style and satisfaction- giving 
quality. 


They are in stock now—but we can’t 
guarantee how long they will be. 
Better send your order promptly. 


LAST No. 15 THE DONALD SHOE CO. 


“Quartered “and Sock Lined, 8/8 Hee, aig te 7, 239-241 N. 6TH Sr. PHILADELPHIA 


| ee ee ed $2.85 
f mnt 
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HERE THEY ARE! 


Bronze Brown and Black Satins 


IN STOCK 


~~... READY FOR 
DELIVERY 












16/8 half LXV Heel, B, C, D, 2% to 8 NO 
R-340—Bronze Brown Satin, 1 Strap....... $3.75 
R-110—Black Satin, 1 Strap................ $3.25 


Read what they say about HANNAHSONS SATINS:— 

“Your black satin slipper No. 140 has been very good with 
us.” 

“They are the best values we have ever bought from any 
house, in satins.” 

“T can’t see but what your satins wear just as good as the 
higher priced ones.’ 

“I haven’t seen a better slipper than yours, even at much 


Baby LXV Heel, 2% -to 8 
higher prices, and it sells at a price that is popular.” PE Te a ge 2 rs ig "1 Ds: aed $3.75 


“NUF SED” R-140—Black Satin, 1 Strap...............- $3.25 


HANNAHSONS SHOE COMPANY 


35 Wingate St., Haverhill, Mass. 


TERMS: 2%, 10 Days. Minimum Orders, 1 Dozen Pairs. 
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BRANDED OR UNBRANDED 


DELIVERIES FROM STOCK 








“VOGUE” Stock No. 657 


Mahogany Calf Saddle Strap Hi Line Oxford, 
12-iron Single Sole, Goodyear Wingfoot Half 
Rubber Heel. Brass Eyelets. Code—Courage. 


Price $6.75 


Widths A-D. 





B 637—No. 4 Gallun’s Calf Brogue Oxford. Brogue 
Last. Code—Custom. Widths AA-D. 


Price $6.75 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


ATLANTA—238 Peachtree Arcade 


BOSTON—207 Essex Street 
NEW YORK—127 Duane Street 
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A STYLE and A PRICE 
THAT CAN’T BE BEAT! 


We are making and shipping thousands of pairs 
of this style every week—the value is there! 


No. 18—65—14 
IN STOCK 


at $4.00 






































No. 18-65-14—Russia Ball Strap, Lace 
Oxford, Sole Leather Heel Base, SPRING 
STEP Rubber Heel, Heavy High Grade 
Oak Innersole, High Grade Oak Outer- 
sole. Excellent durable material used 
throughout the shoe. The workmanship 
is unusually good. In Stock: D-wide, 
6-9, 6-9%, 6-10; Owide, 6-9, 6-9%, 6- 

Price $4.00 





At this price you are assured 
Quick Sales, Mr. Retailer 
BUY NOW 


This shoe is in a class by itself as a saleswinner. 


It has every feature that is demanded by the critical 
style seeker today—color, ball strap, abundant per- 
forations, QUALITY WORKMANSHIP THROUGH- 
OUT, and last, but by no means least, a wonderfully 
low price, value considered. 


Pennington-Crowell Shoe Co. 
MANCHESTER, N. H. 




































































SPRING STEP Rub- NOTE 


ber Heels mean SU- 


PERIOR style, SAFER 
service, BETTER These shoes can be bought in 


whe receding becact| CASE LOTS ONLY, 12 pairs to 


a aot hans Ge the case. We cannot break a 12 


stead of 6, the second ° ri 
—top quality of ma- pair case under any circum- 


terial, the third. - 
stances. Three runs of sizes— 


by Fy vy 9 6-9, 6-912, 6-10; specify which 
you wish. 
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FROM STRAPS TO BOOTS—THE NEWEST AND 
THE LATEST WILL BE FOUND IN 
JOHNSON BROS. LINE FOR FALL 




















No. 614 


This model represents our new 
118 last carrying a medium nar- 
row toe with a 13/8 military heel. 
This last is a wonderful fitter and 
we are making shoes over this last 
in kid, calf and side leather. Made 
in 8, 9 or 10-inch heights. 


No. 722 


This two-strap model is taken 
from shoe made of brown side 
leather. The two straps, of course, 
have been used largely in light 
leathers, colored kid, etc., but 
there is now a demand for straps 
in Russia calf, side leathers, etc. 
The above shoe made with wing 
tip can be made with ball straps. 


DON’T DELAY ordering—there was a shortage of shoes this Spring—many merchants 


lost business—cover now for your Fall needs. Johnson Bros. men are out—Write us. 


Johnson Bros. Shoe Mfg. Co. 


£3  Hallowell—Maine 
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ESTABLISHED 1888 
































THE JANIS 
LAST 88 
BROWN KID 


FOUR WEEKS DELIVERY 


There is only one Val Duttenhofer Sons 
Company and they are the makers of one 
of the finest and most flexible welt lines of 
women’s shoes in America. 


Our product is endorsed by the most promi- 
nent retailers of the trade. 


We are equipped to take care of your 
needs with delivery in four weeks. We 
also are prepared to take care of your de- 
mands for turns and McKays. 








( THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 


~ 
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STAN WOR 


THREE STANDARDIZED STYLES IN STOCK 


VALUES . 


THAT CANNOT STOCK 
BE EQUALED 


The high standard material and real 
quality shoemaking put Stanworth 
shoes in a class by themselves. 










No. 3 
Tell us to send you a case—and re- English Last 
° * toc. 
turn it to us at once if you are not 100% Widths AA to D 
satisfied. tae 
We know you'll be pleased. 
No. 1 No. 2 







Medium Toe. 
In Stock 
Widths AA to E 
Sizes 5 to 12 
In Case Lots, 
$4.60 


Round Toe. 
In Stock 
Widths A to E 
Sizes 5 to 12 


In Case Lots, 
[ $460 


2%-10 
Net-30 © 
CONSTRUCTION 
urrers Sul Grain Ruse ¢ 
OUTSOLE Oak GQeud 
wwsote Oohe- Full Grau, 


| . counter Sole Leather 

srl WO NT sox tor dole Soather 
SHOEMAKERS ment Ruble. Grade A | 
MARION, INDIANA sTANWORT | 
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beKeith’o Konqueror” “ijulletin 


“Tia week we show a Man's Sport Oxford. Q fine 
ahoe for Che purpose. Has a omoked horse vamp 
andalan calf saddle. “The fibre sole and heel are 
aelected and properly pul on. 


St ie priced right. 


Shipments are made from floor stock. Onder from 
Chia ad as the shoe ia new and nol lisked im our 
cakaloque. 


Cincther new one soon bo bo shown. 








Number 1100 
Sn Stock “The “Prcoton 13. Keith Shoe Co. 


Gul Size0—$6.00 “Brockton, “Wace. 


UY. 290 “Brsadway— Boston, 207 Gesex Street 
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USMC CORK INSOLES 
for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - 
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5025—Genuine All White Buck, One Strap 
Pump, Covered 14/8 Baby Louis Heel, Good- 
year Welt, AA-C 

5032—Genuine All White Buck, Two Strap 
Pump, with Buckle, Covered Minttary, Heel. 


Goodyear Welt, AA-C 
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. DUANE ST. 
Boston Office—117 Lincoln St. 
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(Continued from page 48) 


Trades’ Association will be announced by President 
J. Harry Selz within the next few days. 


Executive Secretary Appointed 


Milo L. Westbrooke was selected as executive sec- 
retary of the General Convention Committee, with 
headquarters in Room 901, 417 South Dearborn 
Street. Mr. Westbrooke will have charge of con- 
vention arrangements as they pertain to the big 
show. He will have charge of selling exhibit space 
to manufacturers, arrangement of exhibits, transit 
of display goods, registration and other details. 

With these arrangements made, the contract for the 
Coliseum signed and the backing of the Chicago Asso- 
ciation of Commerce assured the 1922 General Con- 
vention Committee starts forward at a rapid pace in 
building the next Annual Convention of Retail Shoe 
Merchants. 

With the co-operation of the National Shoe Trav- 
elers’ Association recognized as convention boosters, 
and the Chicago Shoe Trades Association, which is 
composed of the leading manufacturers and whole- 
salers in the city, it is assured that the 1922 conven- 
tion of Retail Shoe merchants will surpass any pre- 
vious effort in the way of attendance, interest and 
educational benefits. 





(Continued from page 49) 
having, so a few of this line were added. This pur- 
chase, small in the beginning, revolutionized that shoe 
department. Mr. Downs found that by concentrating 


Also complete Line of White 
with Tan Trimmed and All 
White Buck and Nubuck 
Pumps and Oxfords in Welts, 
00 Up, and McKays, § 
3.25 Up. Samples Gladly 
Submitted Upon Request. 


Always Ready fo Serve 
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6033—Blumenthals White Kid, One 
Strap Pump, Covered 18/8 Full Louis 
Heel, AA $7. 

6034—As 6033 with Covered 14/8 Baby 
Louis Heel, AA-C #7.00 


Tilltdidetebelelelelele 


HOF. CO. Inc 


NEW YORK CITY 
Harry S. Kushins, Rep. 


Tinsesiebeiinemeniamaiaai 


conoonosscnnsnennomensosensonanenennessoS 


on the one line he could do not only a larger but a 
more satisfactory business, and at the same time carry 
less stock. The line is extensive enough to meet the 
needs of the store’s clientéle. 

Salespeople do not now avoid the children’s depart- 
ment because it is easy to make sales; and sales in the 
children’s department lead to sales in the women’s and 
men’s departments. 


HOSIERY MARKET GAINS 
Good Demand for Silk Keeps Mills Busy 


Marked gains have been made in the New York 
hosiery market recently, particularly in the silk 
goods division. As a result of the shortage of full 
fashioned goods there has developed an extraordi- 
nary call for seamless and mock-seamed hosiery. 
The retailers are making repeated inquiries for full 
fashioned hosiery because their shelves are cleared 
of this class of merchandise, but they are not very 
successful in getting the goods. 

News from Reading is to the effect that the full 
fashioned mills are working at top speed in an 
effort to meet at least part of the demand. Many of 
the mills are said to be sold up for months ahead. 
It is reported that some buyers who have been shy 
in making commitments for forward delivery are be- 
ginning to order more liberally for the future. At 
the same time they are not permitting themselves 
to go too far ahead. 

Prices generally are firm. 
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To the Merchant Who 
Can Buy in Case Lots 
of One Width 


Pat. leather, 1 strap 
Sandal, large per- 
forations, white in- 
lay. 
Here is a shoe that you can retail at 
$6.00 at a good profit. A limited 
amount for delivery latter part of May. 
B and C widths. Full Louis celluloid 


covered heel. 


Order Early! 


Harrison-Lockwood Co. 


Haverhill, Mass. 
Boston office, 141 Lincoln St. 
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Capitalize 6 On 
Back Numbers! 


Perhaps you have a case of low-cuts not 
quite in style. Perhaps you are won- 
dering what to do with them. 


If your problem is such—sell them! 


Let our pump straps be your salesmen. 
The one-piece strap is adjusted simply ; 
all you need is a button on each side. 
The two-piece is sewed in, with button 
at top. 

You may choose from popular colors— 
leather, fabric and satin. 


The price—$2.00 per dozen pairs. 


Laing, Harrar & Chamberlin 
43 N. Third St., Philadelphia 
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GENUINE BLACK GLAZED KID 


TURN COMFORT SHOES 
READY TO SHIP NOW! 


IN STOCK 


Finest boty ena 
Extra Heavy 
Turn Soles 





No. 5—Black 
Kid, One Strap, 
C and D, 2%- 


No. 15—Black 
Kid, Two Strap, 
B, ©, D, 2%- 
9, Rubber Heel. - 9, Rubber Heel. 
$2.35 $2.60 


No. 202 No. 203— 
_—_ as Above , Same as Above 
“ Cheaper in Cheaper 
Grade ..$2.15 Grade., $2.25 


No. S8—Black Kid Plain Toe 

ORDER Oxford, Rubber Heel, B, C 
————- 22 aoe $2.90 
No. 12—Same as Above in 

Cheaper Grade $2.60 

Two week delivery on Style 202-203-12. 


NATHAN, MORPHY & CO., Inc. 
LEWISTON MANUFACTURERS MAINE 


TODAY 


May 21, 1921 











W. L. Douglas Shoe Co., Portiand, Me. 
Furnished with 


American Interlocking Shoe Store Chairs 


Some of the advantages of these chairs are 
Greater Seating Capacity—Chairs interlock. 
Greater Comfort—Spring, stuffed or full-roll plain 


seats. 
Economy—tThey cost less and last longer than wooden 


legged chairs. 


AMERICAN SEATING (OMAN 


CHICAGO, ILL, 
1016 Lytton Building Room 601.4 119 . Oth St. 























May 21, 1921 BOOT AND SHOE RECORDER 








ANNOUNCING!!! 


our removal to larger and more spacious quarters. We take pleasure in extending to 
all our friends a hearty welcome to visit us in our new home. The wonderful co-opera- 
tion and unanimous support given us, has enabled us to make this move, and we will 
endeavor to show our appreciation for their help in making the Saks-Meth Shoe Co. 
an institution worthy of every retailer’s respect. 


DEPOTS 


AL 


ODOR 


A BIG SELLER No. 2035 
SKINNER’S BLACK SATIN 


RIGHT NOW One strap, one button, 17/8 Full Louis Covered aot, 


No. 4024 
IN STOCK Same as above, with Baby Louis Heel 


WIDTHS A-D 
No. 2057 


SKINNER’S BROWN SATIN 
WRITE OR WIRE Same as No. 2035 


US YOUR ORDER 


| 
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Same as No. 2057, with Baby Louis Heel 


SAKS-METH SHOE CO. 


(Note Our New Address) 
157 DUANE STREET NEW YORK, N. Y. 


DETROIT OFFICE—45 Rowland Bldg., Detroit, Mich. Paul Solomon, Rep. 
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Critical Style Seekers 
Approve the New 


VOGUE FRENCH SPATS 


Something absolutely new for Fall wear. 
They have all the features that will endear 
them to the feminine heart: 


—originality in designing 

—modish fitting 

—strikingly beautiful color combina- 
tions 











The Vogue line of French Spats 


Cie Goll will add prestige to your store— 
anticipate the great demand for 

gue OVEY (9 them by having our representa- 

i with samples—A 


tive call 


a Sfogue St Sivle Te sare POSTAL WILL BRING HIM 
Ohi AT ONCE! 
Cincinnati. io. 














Commercial Tribune Bldg. 
Pete Levy E. M. Valentine 
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Seen 


The Latest Styles 


REQUIRE 


No. B215 


No. B215—Gallun’s Tan Nor- 
wegian Veal. Ball Strap. 
Brass Eyelets. Four Rows 

of Stitching. London Tan 

Quarter Lining. Widths AA, 
, B, C, D. Sizes 5-12. 


Rubber Heels 


Three weeks delivery. 


A REAL SHOE 


INSPECTION will convince YOU 
The cardinal points are 
Style—Quality—Workmanship 
You can depend on every “‘certified”’ 
shoe you buy to render 


COMPLETE SATISFACTION 
3 Weeks Delivery. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILL. 





| TS various adaptations are found in 
the best accepted vogue, both in 
France and America. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 





PELE 








HUNKINS TURNS 


GROWING GIRLS’ STRAPS 
with COVERED MILITARY HEELS 


Made to your order—2'4 to 8—AA to D. 

Chrome Patent—Gun Metal—Black Satin—White Levor—form a 
quartette harmonizing at $4.60. 

Various other materials at equally various prices. 


LOOK °EM UP 
W. O. HUNKINS & CO. Haverhill, Mass. 


Featuring 
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BURKLEY 
VENTILATED FOOT BLO OD ED -STOCK 
aegnypsuangeer BS ay ek ee 


Stecend tt cutee ented a — wait for experience to show if he had spoken the 
thorities. Allows full, free develop- 
ment of the growing ~~" —— But if you bought a horse of blooded-stock that had a 
buy it without hesi- edigree, you would not need to take the man’s word for it. 
oe = PR yn bs he er show his ancestry and race and give you 

; an i t : , : s 

ve ee ta idea o e animal's capacity for speed and endurance. 
Long wear and cor- _ It’s the same in buying advertising space. Some publica- 
rect fit assured. a sell “‘just a horse” and you have to take their cir- 

culation statement with a pinch of salt. 
BURKLEY . 
SHOE co The Boot & Shoe Recorder is blooded-stock. An A B C 
. statement is the pedigree that tells you what to expect in 
1156 No, Main St. the way of speed and endurance. 


Retails, $2, $3.50 
Brockton, Mass. 
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THERE’S A DIFFERENCE 
IN ALL THINGS— 


Organizations responsible for the fashioning of shoes do things— 
differently. 

A shoe of like materials may have slight resemblance to another, in- 
tended for similar needs. 

“K-A Comfort Shoes” bear unmistakable marks of distinction. 
Their excellence, and difference, is pronounced. 

The most fastidious wear them with satisfaction, as well as ease. 
They differ because they are “put together a little better.” 

If not in your store, an opportunity is being lost to make meney— 
and friends. 


KNIGHTS-ALLEN CO., Inc. 


Makers of “Nu-Tipe” Turn Comfort Shoes for Women 
FACTORY—HAVERHILL, MASS. 


Boston Office, 207 Essex Street 
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J. WALLACE ALLEN 
POODODOHOSOSGOOSODOOOHOSOS 
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GROWING GIRLS fe ya NY, | GROWING GIRLS 


IN STOCK 


All Patent Ankle Strap for Immediate 


Chrome patent leather. Flexible, McKay ° 
Sewed Soles. Foot Form Lasts. Shipment Sewed Soles. Comfortable, broad toe 


8120—9/8 heels, sizes 2, to 6 C. D. . Lasts. 
$2.85 8330—9/8 heels, sizes 214 to 6 C. 
$3.00 


Dark Brown Oxfords 
Good quality side leather, Flexible McKay 


In stock for immediate shipment. rs 


Consolidated Shoe Company 


INCORPORATED 


Boston, Mass.,U. S.A. 


MNT LE TH His 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 


FAILURES 


Boston.—Palmer Shoe Co., shoes, re- 

ported H. T. Talty appointed receiver. 

William Poockatch, Palmer Shoe 

Co., 1121 Washington Street, shoes, 

reported involuntary petition filed 

against the above by three creditors; 
claims amounting to $1200. 

Brockton, Mass.—Hedlund Shoe Co., shoe 
manufacturers, reported offering to 
compromise at 334%. Reported lia- 
bilities $15,286; nominal assets, $15,251. 

Premier Shoe Co., Children’s Shoe 
Manufacturers, reported made assign- 
ment to Harry Swartz. 

Lawrence, Mass.—Sam ave shoes, re- 


ported assignment to Ss . Ford. 
Liabilities quoted $2,600, and assets 
about $1,000. 


Haverhill, Mass.—Domenico Spirelli, shoe 
repairing, reported petitioned into 
bankruptcy. 

Wachusett Shoe Co., shoe manu- 
facturers, reported offering to com- 
promise at 25%. 

L. & B. Shoe Co., shoe manufact- 
urer, reported assigned to Louis E 
Rubin. 

Lepanto, Ark.—Bonds Bros., shoes, etc., 
reported receiver appointed. 

New Britain, Conn.—The Bootery Shop, 
shoes, reported meeting of creditors 
called for May 9, last. 

Washington, D. C.—Max Tatelman, (3048 
M. St., N. W.) shoes, etc., reported 
petitioned into bankruptcy. 

Wilmington, Del.—Mrs. Ida Epstein, 
shoes, etc., reported sold out—offer- 
ing to compromise at 45%. 

Dublin, Ga.—Merchants Trading  Co., 
shoes, etc., reported petitioned into 
bankruptcy. 


Eastman, Ga.—Farmers Supply Co., shoes, 


etc., reported petitioned into bank- 


ruptcy. 
Mayville, Ga.—Blackwell Bros., shoes, etc., 
reported petitioned into bankruptcy. 
Moultrie, Ga.—T. L. Minnix & Co., shoes, 
reported compromise effected at 


534% %. 

Chicago, Ill—Arime Gold, 2502 West 
Division St., shoes, etce., reported 
voluntary bankruptcy; liabilities of 
$1,759; no assets in excess of claims 
for exemptions. 

Benjamin Donnenberg, 3410 W. 16th 
St., shoes, reported involuntary peti- 
tion bankruptcy filed. Debts about 
$6,000; assets about $2,000. 

Whiting, Ind.—Louis Baumwohl, shoes, 
ete., reported petitioned into bank- 


ruptcy. 

Attica, Ind.—J. F. McDermont, Inc., 
shoes, etc., reported receiver 
appointed. 

Kirksey, Ky.—Robert R. Myers, shoes, 
reported petitioned into bankruptcy. 

Adeline, La.—Sins & Giles Co., shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Opelousas, La.—I. Chapman, shoes, etc., 
reported asking general extension. 
Bay City, Mich.—Walter’s Department 
shoes, ete., reported petitioned into 

bankruptcy. 

Ivanhoe, Minn.—Leo J. Lange, shoes, etc., 
reported assigned. 

Clarksdale, Miss.—M. Stoll & Son, shoes, 
etc., reported understood three largest 
creditors have granted an extension, 
beginning next fall and running into 
the following year; at the rate of 10% 
payable on the first of May, June, 
July and August and 15% September. 
October, November and December, 
evidenced by notes bearing interest. 

Detroit, Mich.—Milton Turner, Turner 
Shoe Store, shoes, etc., reported 
offering 20%. Assets of $3095; lia- 
bilities in excess of $6000. , 

Leo Weiss, shoes, reported creditors 
called meeting May 3 to make an offer 
of compromise. 

Bay City, Mich.—B. Kamischke, shoes, 
reported in bankruptcy. 

St. Louis, Mo.—Specter Shoe Co., Simon 
Specter, sole owner, shoes and repair- 
ing, reported in involuntary bank- 
ruptcy. 

Gloversville, N. Y.—Connelly & Dye, tan- 
ners, reported in bankruptcy. 


Brooklyn, N. Y.—Hygrade Shoe Works, 
(Adler & Weinstock) shoe manu- 
facturers, reported meeting of 
creditors scheduled for May 17 last. 

Jamica, . Y¥.—Morris Levine, (New 
York Sample Shoe Store) shoes, re- 
ported petitioned into bankruptcy. 
Reported receiver appointed. 

New York City.—Stone Shoe Mfg. Co., 
shoe manufacturers, reported Irwin 
M. Berner appointed receiver. 

H. Glickman, (2449 7th Ave.) shoes, 
ete., reported offering to compromise. 

Archbufdon Co., Inc., 2383 7th Ave., 
shoes, reported assigned to Albert D. 
Schanzer. 

Dunkirk, N. Y.—Harry Wolen, shoes, 
ete., reported voluntarry petition in 
bankruptcy; unsecured liabilities 
$6,140; assets $457. 

Okmulgee, Okla.—S. Katz, shoes, reported 
is offering 50c. on dollar. 

Akron, Ohio.—Samuel Brandwear, shoes, 
ete., reported voluntary bankruptcy. 
Liabilities of $157,388, assets of $12,300. 
Claims of wholesa.» nvuses_ $30,176; 
preferred claims $14,980. The _ re- 
mainder of the liabilities, it is stated, 
should be paid by others. 

Harry C. Gates, shoes, etc., reported 
voluntary bankruptcy; liabilities of 
$97,376, $76,441 unsecured. Assets 
$28,540, of which $17,040 merchandise, 
remainder real estate. 

Canton, Ohio.—Economy Gents’ Furnish- 
ing Co., shoes, etc., reported volun- 
tary .bankruptcy, liabilities $12,064; 
assets $8,154. 

Cleveland, Ohio.—Joseph Cohen, shoes, 
ete., reported voluntary bankruptcy, 
liabilities $4,579, assets $1,929. 

Youngstown, hio.—Morris Shoe Co., 
shoes, reported petitioned into bank- 
ruptcy. 

Glasport, Pa.—David O’Mansky, shoes, 
etc., reported offering creditors 33144% 
in full settlement. Indebtedness said 
to total $6000 or over; assets would 
probably not bring over $1,500 or 


1,600. 
Hazelton, Pa.—Howard A. Schuler, shoes, 
reported petitioned into bankruptcy. 
Philadelphia, Pa.—Wm. Smichowski, 825 
S. 2nd St., shoes, reported offering 


Tannenbaum & Bros., 6151 and 6115 
Woodland Ave., shoes, reported peti- 
tioned into bankruptcy. 

Joseph Dissick & Son, 2606 
Kensington Avenue, shoes, reported 
offer made at 30%. A committe of 
creditors appointed to investigate. 
The committe is Louis Goodfriend: 
Jacob Weiner; Louis Luber; Louis 
Weinstein and Morris Lieberman. 
Total liabilities about $16,500. 

Wilmerding, Pa.—Sam Levine, shoes, etc., 
reported involuntary bankruptcy by 
four creditors with claim of $678. 

Beeville, Texas.—Smith & Co., shoes, etc.. 
reported a voluntary’ bankruptcy 
petition filed; liabilities $50,000; 
assets approximately the same. 

Breckenridge, Texas.—Sol J. Morganstein, 
shoes, ete., reported petition in in- 
voluntary bankruptcy filed. Recently 
made assignment. 

Roanoke, Va.—Harry Abrams, shoes, and 
repairing, reported composition offer 
30 per cent, 15 per cent payable im- 
mediately. 

Marysville, Wash.—Olaf T. Bloom, shoes, 
etce., reported creditors accepted offer 
40 per cent composition. 

Tacoma, Wash.—Freyd & Cohen, shoes, 
ete., reported adjudged bankrupts 
First meeting of creditors was called 
for May 3 at Tacoma. 

Hamilton. Ont.—Edward England shoes. 
reported applied for extension; meet- 
ing of creditors held May 5. 

Montreal, P. Q@.—Adanac Leather Co. re- 
ported assigned. 

Vian & Co., shoes, etc., reported 


assigned. 
CHANGES 


Boston—C. A. Donovan Co., incorporated 
under Massachusetts laws to deal in 
hides and skins. Authorized canital 
$15,000. The incornorators and officers 
are as follows: Elanor F. Donovan, 
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theasurer; Charles A. Donovan, presi- 
dent, and John H. Casey. 

Chain Shoe Shops, Inc., name has 
been changed to Shoe Service Cor- 
poration. 

Liberty Leather Corp., incorporated 
under the laws of Massachusetts, 
authorized capital of $150,000. The 
incorporators, officers are as follows: 
William J. Fallon, Sr., William J. 
Fallon, Jr., treasurer; Fred N. Blaser, 
Clerk, and William J. Fallon Leather 
Co. Purpose to deal in hides, skins 
and leather. 

Star Shoe Mfg. Co., incorporated 
under Massachusetts laws to manu- 
facture and deal in boots and shoes. 
Authorized capital $25,000. The in- 
corporators and officers are as follows: 
Abraham Shocket, president and 
treasurer; Emanuel Tacker, vice- 
president, and Isaac Shocket. 

Salem, Mass.—Federal Leather Co. filed 
a certificate, changing their name to 
Frothingham ‘Tanning Co. 

Randolph, Mass.—Kelleher Shoe Co. filed 
certificate to the effect that it has 
bcen voted to increase the capital 

Stock from $10,000 to $50,000. 

Cambridge, Mass.—Cambridge Shoe Store, 
shoes, reported sold out. 

Medway, Mass.—Cardon Shoe Co., shoe 
manufacturers, recently commenced 
business here; capital, $49,000; incor- 
porators, Joseph Cardon of Revere, 
Thomas H. Ray of Wellesley Hills 
and Robert M. O’Ronnell. 

Salem, Mass.—Salem Tanning Co., tan- 
ners; J. M. Epstein retires. 

Cambridge, Mass.—P. C. Toohey & Sons, 
Inc. shoes, incorporated with author- 
ized capital of $5,000. 

Haverhill, Mass.—F. & D. Shoe Co., shoe 
manufacturers, liquidating. 

Harding Shoe Co., shoe manufac- 
— recently commenced business 
ere. 

Knight Allen Co., manufacturers, 
capital stock increased by $10,000. 
Lynn, Mass.—Bryere Wood & Heel Co., 
manufacturers, incorporated with au- 

thorized capital of $10,000. 

Id S. Elbling (wife of Alex.), 
leather, filed married woman’s certifi- 


cate. 

Natick, Mass.—Wellesley Shoe Mfg. Co., 
shoe manufacturers, incorporated with 

_, authorized capital of 6 

Globe, Ariz. ohen Bros., shoes, will 
close out store in New York City. 

De Kalb, Ill.—Wolff the Clothier, shoes, 

_ete., corporation dissolved. 

Chicago, Ill—The Checker Shoe Co. has 
been incorporated with a capital of 
$5,000 to deal in footwear. The incor- 
porators are Jacob Entine, Raymond 
Kelner and M. Solomon. 

Drell & Shapiro (521 W. Madison 
Street), shoes, etc., reported out of 
business. 

Detroit, Mich.—The Muenz Shoe Shop, 
Inc., has been incorporated with a 
capital of $15,000 to deal in footwear. 
The incorporators are E. and William 
F. Muenz and Frank J. Quickert. 

Central City, Ky.—H. Miller & Co., shoes, 
oe. reported sold out to Rubinstein 

ros. 

Manton, Mich.—William Mears, shoes, 
etc., succeeded by Edward Sprik. 
Joplin, Mo.—Model Clothing Co., shoes, 
_ €te., incorporated with capital $50,000. 
New York City.—Abrams-Radner Shoe 
Co., Inc. (80 Reade Street), wholesale 

shoes, dissolving. 

Berger & Katz, Inc., shoes, incor- 
porated with capital of $20,000. 

M. B. Martine, Inc., overgaitors, 
buckles, etce., removed from 78 Reade 
Street and 177 Church Street to 148- 
152 Duane Street—sample room and 
factory located here. Showroom has 
been established at Bush Building, 130 
West Forty-second Street. 

The Seiderman-Salomon Co.., leather, 
have leased the building located at 95° 
Gold Street and removed to this loca- 
tion May 1. 

Brooklyn, N. Y.—Philip Hurwitz & Co., 
Inc., shoes, etc., incorporated with 
capital of $6,000. 

William S. O’Brien (1408-A Bergen 
Street), shoes, etc., succeeded by B. 
E._ Truss. 

Harris Levy (176 Grand Street Ext.), 
shoes, succeeded by Horowitz & Kass. 

. Mioduszewski (204 Kingsland 
Avenue), shoes, will discontinue. 

Massillon, Ohio.—H. A. Bloomberg, shoes, 

- succeeded by W. S. Bloomberg 


0. 
Cleveland. Ohio.—Clinton Preston Mfe. 
Co., shoes. etc., incorporated with 
capital of $20,000. 
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TET ETO TOG 


Where to Find Business 


Wage Envelope Is the Index of Where Shoe Are Wanted—Every Traveling 
Shoe Salesman Should Follow Up the Tips of Prosperity Herewith Given 


Fall River, Mass. — Arkwright 
and Shove Mills have resumed 
operations; also the Sanford Spin- 
ning Co.’s plant, and the Kerr Mills 

of American Thread Co.; in the 

latter plant 2200 operatives will 
be employed. 

Woonsocket, R. I.—The Taft- 
Peirce Manufacturing Co.’s plant 
have reopened on full time. 

Paducah, Ky.—Paducah Hosiery 
Mills have resumed operations. 

Philadelphia, Pa.—Sheplan, Sabul 
& Palmer have commenced con- 
struction work on a $500,000 fac- 
tory. 

New Bedford, Mass.—The New 
Bedford Spinning Co. have resumed 
operation in all departments. 

Knoxville. Tenn.—Holston Mfg. 
Co., production of children’s hosiery 
has started. 

Cohoes, N. Y.—The Hope Knit- 
ting Co. has opened to get out fall 
and winter samples. 

Alexander City, Ala.—The Alex- 
ander City Cotton Mills will in- 
stall 200 additional looms. 

Wakefield, Mass.—Harvard Knit- 
ting Mills, employing normally 

- about 750 women, have increased 
from a three to a four-day week. 

The Heywood-Wakefield Co., em- 

ploying 900, is on a five-day week. 

Business is reported as improved by 

ten out of twelve plant heads. 

East Braintree, Mass.—The East 
Braintree Bleachery and Dye 
Works doubling capacity. Plant 
running full time and expects to 
go on an overtime schedule shortly. 

Youngstown, Ohio.—Standard 
Textile Co, operating 85 per cent of 
capacity against an average of 70 
per cent for first quarter; company 
operates 110,000 spindles; also steel 


Co. on full time scherule, working 
force of 7,000. 

Charleston, W. Va.—Plans for in- 
creasing coal mine output and for 
developing new mines in the South 
continue. Fourteen active enter- 
prises are reported in six Southern 
states, as follows: The Wysong- 
McCoy Coal & Land Co., Bluefield, 
W. Va., incorporated with $650,000 
capital by West Virginia investors. 
Coal River Colleries Co., Hunting- 
ton, W. Va., chartered’ with 
$1,000,000 capital by West Virginia 
and Indiana investors. Hudd'eston 
Coal Mining Co., Belton, Tex., 
chartered with $200,000 capital by 
Texas men. Blue Diamond Coal 
Co., Sergent, Ky., purchased 5000 
acres of coal land for development. 
Carlton & Hawkins Coal Co., 
Meridian, Miss, chartered with 
$50,000 capital. Manchester Coal 
Co., Manchester, Ala., organized to 
mine several acres of coal land. 
Hazard Star Coal Co.. Hazard, 
Ky., leased coal land for develop- 
ment this year. New Era Coal 
Corporation, Grundy, Va.,_incor- 
porated with $100,000 capital by 
Virginia and West Virginia invest- 
ors. Long Coal Co., Richmond, 
Ky., increased capital from $100.000 
to $200,000. Georges Creek Coal 
Corporation, Charleston, W. Va., 
increased capital to $500,000, and 
determined plans for 743-acre coal 
land development for large increase 
of present daily output of 150 tons 
of coal. nawha Standard Coal 
Co., Clarksburg, W. Va., incorpor- 
ated with $100,000 capital. Guyan 
Colleries Corporation, Gilbert, W. 
Va., plans to develop 8000 acres of 
coal land in the Guyan River field. 
Parsons Coal Co., Huntington, W. 
Va., awarded contracts for the in- 
stallation of additional new ma- 





mill operations have increased. 
Warren, Ohio.—Trumbull Steel 
Co. increased number of operating 
sheet mills from six to seventeen 
and Falcon Steel Mill will open 
seven sheet mills. 
Toledo. 


chinery costing several hundred 
thousand dollars. Delmar Coal Co., 
Fairmont, W. Va., is planning ex- 
tensive mine improvements to in- 
crease and improve the output of 
Ohio. — Willys-Overland coal. 
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Reading, Pa.—Full Fashioned 
silk hosiery mills running top 
speed. Many mills are said to be 
sold up for months ahead, 

Bristol, Conn.—N. L. Birge Co. 
operations have been resumed by 
this company. 

Nashua, N. H.—Nashua Mfg. Co. 
have resumed on full time opera- 
tions. 

Wilkesbarre, Pa.—B. Edmund 
David. Ind., is being equipped with 
120 looms. Production will start 
by August 1. 

Danielson, Conn.—The Paco Mfg. 
Co. busy and plans an addition to 
take care of more manufacturing 
space. 

Houston, Texas.—The Standard 
Rubber Co. installing a department 
for manufacture of fabric automo- 
bile tires. 

Chippewa Falls, Wis.—The Chip- 
pewa Falls Woolen Mills Co. erect- 
ing addition to plant. 

estboro, Mass.—The Mason 
Weaving Co. is reported adding to 
force of operatives and installing 
new machinery. 


Mooresville, N, C.—The Moores- 


- ville Cotton Miils doubling their 


capacity. Total of about $700.000 
being put into improvements. Plant 
has equipment of 40,000 ring 
spindles, 250 broad looms, and 950 
narrow looms. Mill running stead- 


ily. 

Philadelphia, Pa.—The_  Siliko 
Hosiery Co. organized for manu- 
facture of full fashioned hosiery. 

New York.—The York Textile 
Corporation has added a convert- 
ing department. 

Amsterdam, N. Y.—Amsterdam 
Yarn Mills an addition is being 
made. 

Statesville, N. C.—Hall’s Hosiery 
Mills have acquired the Liberty 
Hosiery Mfg. Co.’s plant; daily ca- 
pacity will be 240 dozen pairs. 

Napoleon, Ohio.—The Anthony 
Hosiery Mills of Fort Wayne, Ind., 
are reported pleasing the estab- 
lishment of a branch here. 
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(Continued from page 42) 


when the recently discontinued direct-to-the consumer 
policy was inaugurated last January 1: 

“Buy from merchants in your home town. We are 
in business to serve you the best anyone can. We 
thought we could supply you with Lion brand shoes at 
lower prices but find we cannot. Our experience has 
convinced us we were wrong and for that reason we 
have discontinued selling direct to wearers by mail. 
We are now sure that retail stores render a service 
that is worth all you pay for it. The money you spend 
in stores helps build good roads and better schools 
right in your own neighborhood. You don’t have to 
pay more for this service than the extra satisfaction 
- is worth to you. When you need another pair, go to 
your dealer. He will take care of you and please you 
better than anybody can by mail. You can see many 
different styles—not pictures, but real shoes; and you 
can be sure to get the proper fit.” 


health. 


(Continued from page 43) 
Among the features displayed was a moving picture 
on “Feet and their relation to shoes,” as well as many 
other “feature pictures” for the education and ad- 
vancement of the American men and women, for their 


“With kindest regards and thanking you for your 
interest in Lion brand shoes, we are 
(Signed) Harsh and Chapline Shoe Co.” 


The only shoe booth was specially designed. The 
four sides had an entrance through an arch, the top of 
which had the firm name of Jacobs & Thatcher Co., 
and below an arch arrangement with “TRU-ARCH” 
SHOES. A. E. Oldaker and his assistants explained 
the features of the shoes for women. 

The top of the pyramid was set off with a large 
globe through which the brilliant light brought out 
the slogan—“Better Shoes”—“Better Health.” 
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SALESMEN WANTED 


LINE WANTED 








SALESMEN calling on retail shoe stores 
to carry as side line up-to-date arch 
support. Liberal commission. _ Territory 
given and protected. Address C-529, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED—Salesmen to sell a good line 
of mercerized shoe laces to retail 
trade on commission basis. State terri- 
tory covered. Address P. O. Box 1296, 
Providence, R. I. 





ANTED — Shoe or rubber salesmen to 
carry established findings items to 
shoe trade. Pocket samples, sells on 
sight. Liberal commissions, open terri- 
tory, now very seasonable, money maker. 
Write today. Specialty Sales Co., Iberia, 
Ohio. 


SALESMAN WANTED—For Illinois, out- 

side of Chicago, to carry Dr. Sommer’s 
New Dawn shoes for men and Pied 
Piper shoes for boys and girls. Very 
successful line with many selling advan- 
tages. Salesman must have established 
trade and good record. Outline full de- 
tails to Marathon Shoe Company, Wausau, 
Wis. 





A factory making play shoes that 
are guaranteed not to rip, built 
up to a standard that will give 
service and repeat, have a few 
openings in the South. Liberal 
commissions. Thirty samples. 
Must cover territory close. Give 
full references and territory covered 
in detail in first letter. E. J. 
Ramsey Co., 967 Atlantic Ave., 
Brooklyn, N. Y. 














SIDE LINE of one shoe. Especially good 

for a salesman with a_new line in 
a new territory. Let us explain how this 
shoe will pave the way for you. Address 
C-565, care Boot & Shoe Recorder, 189 
West Madison St., Chicago, Ill. 


WANTED—Salesmen for Ladies’ Novelty 

footwear—in stock—with Head- 
quarters ‘at Detroit, Chicago, Kansas 
City, Minneapolis, or Denver. Eight per 
cent commission. Give references and 
experience in letter. Address C-566, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 











WANTED — Salesman with a Chicago 
office to represent an _ exclusive 
Juvenile Shoe Concern handling Infante’. 
Child’s, Misses’. and Growing Gir'<’ We'ts 
McKavs and Turns in stock. The line 
may be handled with a good line of 
Ladies’ or Men’s if desired. Reference 
must accompany the first letter or the 
application will not be considered. Ad- 
dress C-567, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





S ALESMEN to carry small side line 

leather comfort slippers for jobbers 
and retailers. All territories. Address 
K-439, care Boot & Shoe Recorder, 127 
Duane St., New York. 


S HOE SALESMAN WANTED, having 
- an established trade, to carry our 
line of Children’s Shoes, Felt Slippers 
and Indian Moccasins as a side line in 
the states of Kentucky, Tennessee, Min- 
nesota, Iowa, Missouri, North and South 
Dakota, Georgia, Arkansas, Texas, Ne- 
braska, Oklahoma. We furnish sample 
trunk showing sour complete line and 
pay a 6% commission on all shipments. 
This is a quality line and money can be 
made by a live wire. Address The Bol- 
way Co., Inc., Syracuse, N. Y. 








POSITION WANTED 


SALES AND ADVERTISING MANAGER 

with wide variety of experience in the 
handling of salesmen, sales and advertis- 
ing campaigns, wants to connect with 
live going and growing manufacturer. 
Must be a proposition worth a capable 
man’s while. The matter of salary is 
reasonable. Address C-558, care Boot & 
7 Recorder, 207 South Street, Boston, 

ass. 








CUTTING ROOM FOREMAN who can 
furnish A-1 references, desires to 
be connected with firm making women’s 
shoes. This is your opportunity. Ad- 
dress C-563, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 





NEW YORK SHOE MAN, now perma- 
nently located at Boston, with experi- 
ence in Latin America; seeks engagement 
with prominent New England shoe or 
leather house. Will make good in any 
capacity, and would not mind nominal 
position with moderate salary until 
“normalcy” returns. If you can use a 
clean cut character of good appearance 
and pleasing personality, kindly com- 
municate with C-568. care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








AN YOU USE an experienced New 

England Man? Then address C-569, 

care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


XECUTIVE and SALESMAN now 
associated with the Shoe and Leather 
industry desires change for business 
reasons. Would prefer line of shoes on 
the road. Address C-570, care Boot & 
eee Recorder, 207 South Street, Boston, 
Mass. 





HOE SALESMAN of good address and 
pleasant disposition, with retail and 
wholesale experience, desires an oppor- 
tunity in either field. Address C-571, 
eare Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





LINE WANTED 





LIVE WIRE SALESMAN having ten 
years’ comfort shoe selling experience 
in New York State, Mass., Conn., and 
Rhode Island, wishes line of comfort shoes 
for that territory. Commission only. Best 
of reference. Address C-572, care Boot 
& Shoe Recorder, 207 South Street, Boston, 
Mass. 


ALESMEN—Two young men with a 
large following among the retailers 
of New England and Greater New York 
desire a manufacturer’s line of high grade 
women’s novelties, or general line. Ad- 
(uess, WK-44v, care Boot & Shoe Recorder, 
127 Duane St., New York. 
S ALESMAN — Until recently connected 
with women’s concern of national 
prestige, in touch with large established 
trade in New Jersey and New York, de- 
sires manufacturer’s line of women’s or 
ee ae moog | Aeeeeee K-441, care 
oe ecorder, 127 
New Yak 127 Duane St., 














HELP WANTED 








SALES MANAGER 


For large children’s specialty 
shoe factory. Mention experience 
and salary expected. Address 
C-573, care Boot & Shoe Re- 
corder, 127 Duane St., N. Y. City. 














FOR SALE 








ATTENTION SHOE CHAIN 
100% LOCATION IN RICHMOND. 
VIRGINIA : 


Heart of the best retail shopping 
center. Near transfer .center. 
Richmond largest city in Virginia. 
Hard to locate in. Wire GORDON 
g.. STRAUSE CO., 918% E. MAIN 











FOR SALE—Four shoe stores in Phila- 

delphia, most preesnent locations do- 
ing a business of nearly a half million 
dollars annually. Owner of these stores 
has been in business twenty-five years’ 
— ae P <i ey P-262, 

oe Recorder, 

Bldg., Phila., Pa. —— 


FOR SALE—Oldest and only complete 

family shoe store in city, very best 
location, 5 to years’ lease—stock 
$25,000.00, store has made money for 40 
years’—no old stock—Will sell part or 
entire interest at right price, but must 
be relieved from active duties. G. R. 
MATHEW SHOE CO., Grand Rapids, 








| ae aa wer~ io — lete 

etail, yearly usiness 
$30,000.00, stock $12,000.00. $9,000.00 bought 
new since Feb. ist, rent $65.00 month. 
Central Michigan town of 7000. Splendid 
opportunity. in sell at actual values. 
RINDGE-KREKEL CO., Grand Rapids, 
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FOR SALE 


WANTED TO PURCHASE 








FoR SALE—Exclusive shoe store in a 
city of nearly ten thousand in the center 
of New York state doing big business. 
Largest and best shoe store in the city. 
Good reason for selling. For particulars 
write Shoe Store, care of National Hotel, 
Norwich, N. Y. 





OR SALE—Shoe Store in fast growing 
city of 25,000 in Southwest. Big 
payroll and best climate in the country. 
Store has been run by present owner, who 
wishes to retire, for over 20 years. 
Capital required, from $15,000 to $18,000. 
Popular priced. Stock has never been 
turned less than 3 times a year. This 
is an exceptional chance for a live man 
to step into a well paying business. Ad- 
dress C-574, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 





FOR LEASE 





Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address ©0498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 








ATTENTION OF 


Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if eye f 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








FOR LEASE—Desirable space for high 
class shoe department in a modern 
women’s store, located in a_ thriving 
Texas City. Splendid possibilities for 
unusual volume. Will lease space on 
percentage of sales basis. Store enjoys 
excellent business from. city’s best 
clientele. Address MHarris-Hahlo Co., 
Houston, Texas. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








SHOE DEPARTMENT 


FOR RENT 
A Rare Opportunity 
Reasonable Rent 
KANTER’S DEPARTMENT 
STORE 


Near Hearn’s 
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WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
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for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 
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Style Show, Boston ........2.cccescess 70 
New York Export Purchasing Corporation, 
Bow Bee ORT wide sche cctvccces weebee 125 
Meet Ge, BT. Bi, Bostem.....ccccccccccres 85 
Tolman Print, Brockton, Mass............ 83 
University Electrotype Foundry, Cam- 
WOR BEN iS ile cele ketset es cosecse 83 
Van Praag Co., New York City........... 127 
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White Shoes — Sure Sellers 


There’s always a sure call for such styles as we show herewith. These are only 


LNA 


a few typical of the large variety we carry in stock. 











Stock Style X2996 


White Royal Cloth Colo- 
nial, Hand Turned, Full 
Louis Heel. Sizes 2% to 
& <A, B, CO, D. 

Price $2.00 


X3465—White Sea _Is- 
d $1.7 


Stock Style X1933 
White Royal Cloth Ox- 
ford, Hand Turned, Full 
Louis Heel. Sizes 2% to 
a £242. Co DB 


Price $2.00 


Stock Style X1769 
White Nubuck Oxford, 
Goodyear Welt, Ivory Welt, 
154 Inch Military Heel. 
Sizes 2% to 8. A, B, 
Cc, D. 

Price $4.00 


Stock Style X1915 


White Royal Cloth Pump, 
Hand Turned, Full Louis 
Heel. Sizes 2% to 8. A, 
B, C, D. 

Price $2.25 


Stock Style X3462 
White Sea Island Two- 
Eyelet Tie, Hand Turned, 
Full Louis Heel. Sizes 
2% to 8. A, B, C, D. 


Price $2.00 


Stock Style X3480 
White Sea Island Strap 
Pump, Hand Turned, Cov- 
ered Louis Heel, B, C, 
D. 


Price $2.15 





SPUVIAUINLLNNAUNUSLNTALLLOUONULUENLOULLULL 


PARKER HOLMES & COMPANY 


“The House That Helps” 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE 
PLUS QUALITY 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 





MONARCH LEATHER CO. 
CHICAGO NEW YORK 














GERRRSSRE See... 
: 


ae 
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Two New H&E Novelty Turns to be In Stock June 10 


No. 129—Black Kid C. S. One Strap, Perforated Strap No. 126—White Polar Cloth Pn 0 One pats 2 > 
and Quarter, Junior Louis Heel, 90 Last. AA, 4-8; A, Last, Baby Louis Heel. AA 
Te Se ee rare Price 36.006 

















Every Shoe a Business Builder 

















Hopkins & Ellis In Stock Service Is 
Meeting With Huge Success 


The demand for Hopkins Shoes place your orders 
& Ellis novelties an- immediately. 


nounced for deliveries on a | Hopkins and Ellis styles 


May first made it neces- plus Hopkins and Ellis 
sary for us to rush shoemaking make friends 


. for your store. Get ac- 
through double the —— quainted with these busi- 
inal amount to satisfy ness-builders by ordering 
everyone's wants. To be these two popular in- 
sure of getting the above stock numbers. 














Address All Communications to Factory 


HOPKINS & ELLIS 






































HAVERHILL, MASS. 
_ Boston Office - - 108 Lincoln St. 











he 
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Instep Strap, eaten Leather Patent Leather Mary Jane— 
Kay 


Me 
6100—11 t ui —=— 
7031— BO Be cccccvccvccee 1.50 610184" - 11 *: 0 
pci Strap, Patent Leather o-< & © 

y Patent Leather Mary Jane— 


6160—11 . 
6161— Bue 2S 7050—4 to 8 $1.60 
eee 2 i ak ere 1.40 


8% to 11 run also in 
stock in spring heels. 
Tan Calf, 


Roman ae, Patent Lea- Woman’s Flexible McKay. 
Ball Strap Oxford, Cuban Heel, New 
Vogue Last. 
4846—C and D, 2% to 8...%3.60 






































6901— 1-5 


AT-ONCE SHIPMENT 
ALL NUMBERS 


With the shoes shown above, you can establish a complete Summer line 
for children. When mothers come in to buy footwear for the little ones, 
show them the snappy Flexible McKay, and suggest it for their own 
wear. Let 3 W’s LENNOX SHOES make this the most profitable Sum- 


mer in the history of your store. 























Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. - - PHILADELPHIA 
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COMFORT 
SLIPPERS 


OF QUALITY 
They fit well, wear well and look well. 


Every Shoe Merchant 


knows the value to his business of getting 
each customer to buy an extra pair, to 
buy something more than the customer 
had in mind when he came into the store 

A suggestion to the customer by the 
sales people of the store to take home a 


pair of 


WOBST COMFORT 
SLIPPERS 
for home wear will add many a sale 


EVERY WOMAN wants a comfortable as well as 
a serviceable shoe for house 


wear. 








soles and Rubber Heel. 





Genuine Glazed Kid Comfort Oxford with Leather In- 
Sigs 2%-8. Price $2.15 net. Heel. Sizes 2%-8. Price $1.85 net. 


IN STOCK 
Always 


IN STOCK 
Always 


Genuine Glazed Kid Com- 
fort Strap Slippers with 
Leather Insoles and Rubber 




















These shoes are well made, are priced right and can be 
sold at a good retail price to yield a good profit. Orders 
will be shipped promptly. 

Send for Samples Today 


WOBST SHOE CO. 


411-21 VLIET STREET 
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No. 50 $4.75 


Black Suede, | Imitation 
Turn, 3-strap Pump, Plain 
Toe, Leather Louis Heel. 


A 4-8 B 4-7% C 3%-8 


Very Popular Seller 
Right Now 


No. 42 $5.10 


Brown Kid, Imt. Turn, 
2-strap Pump, Imt. Tip, 
Leather Louis Heel. 

A5 -7 B 4%-7% 
C 3%-7 D 3%-7% 


No. 43 $4.50 


Same as above in 
Black Kid 


No. 41 $4.00 


White Canvas, 1-strap 
Pump, Imt. Turn, Patent 
Leather Strap and Over- 
lap Collar, wood covered 
Louis Heel. 

A5B -T7 B 4%-7 
C 3%-7 D 3%-7 


A Distinctive L. & A. 
Style 


No. 40 $4.00 


White Canvas, 1-strap 
Pump, Imt. Turn, wood 
covered Heel, Plain Toe. 


A5 -7 
C 3%-7% 


A Handsome Summer 
Shoe 








This Beauty Will 
Sell Quickly 


Tan Calf, 6 eye., Welt Oxford, Imt. Ball Seren, Center Perf. Tip, | inch Heel, 
handsomely styled. A 414-7\4, B 4-8, C 34-7, D 3-8. 


Order At Once. 


No. 100 
Price $4.60 


Don’t Wait. 











No. 36 $4.85 No. 39 $3.85 


a wx tn -—~* White Canvas, Welt, 2- 
ee Strap Pump, 12/8 Heel. 


Strap and Tip, 13/8 Heel. 


A5B -7 B 4%-7 


A 4%-7% = C 3%-7% D 3%-7% 


C 3%-T% D 3-8 


The Girls Like This 
Style 


No. 30 $3.85 


White Canvas, Welt, 6- 
eye Pump, Tip, 1-inch 
Heel. 
A 4-8 B 4-7% 
C 3%-8 
One of the Very Best 
Styles We Offer 


A Sure Seller in 
Summer 
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Seasonable Shoes In-Stock 


For Immediate Shipment 





From the Factory 


“ Hi-Style 


Lo-Price” 


Stylish, Snappy 
Shoes 


Needed— 
To fill your stock 





The LAPE x ADLER ©. 
HI-STYLE 22x22 LO-PRICE 
COLUMBUS OHIO. 








PLEASE NOTE 


Prices quoted are on Thirty-six Pair Case Lots 
only. We cannot break runs of sizes. Order by | 


Wire or Special Delivery from Columbus, Ohio. | 
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| The Jonet 
on in buck with kid bell strap, 


facing and col ar, carrying a Duplex Asi dian 
knob sole and wedge hee , or plein LOA Nil] | 
| sole andw heel< LZ AY AAI 
Made in many ZB 
combinations of 
leather an a a |} gene ae 
colors for . | j ee 
contrast ff 
effects. ‘. “= ao Ree cee. see. 2 
a s } 
Vy 
i 


) An a . . 
‘a 








_ geste? Tey 
00 See, | oe oc corm ar 














ow 
PERRO), AT 
‘ 


fortennis and do 
or wear at the ple asure 
| resort. 


| Con hemade on order 


“ ‘was 
Mf) 
WI 


i 
|? 

¥j 
(/ 


| 


| 





y 
{ 


"//} 
Avacal) 





in 30 dary s. 


MOORE- AHTAFER’ 
°WHOE * MFG’ CO° 
BROCKPORT. N-Y. U.AA. 
















































: : 
| NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG,B WAY AT 54ST. 
if JACK E.JESTER MGR. 
( 4 
1 























May 28, 1921 BOOT AND SHOE RECORDER 


C2R SLIPPERS 


FOR MEN ARE KNOWN 
AND 


SOLD EVERYWHERE 





Two models that find ready sale. Patterns in any leather. 
Anticipate your requirements, as no floor stock is carried. 
For excellence of materials and workmanship C & R Slippers 
are in a class by themselves. 


CHESLEY & RUGG 


HAVERHILL, MASS. 


New York Office: W. B. Winns, Marbridge Bldg. 
Pacific Coast Rep.: E. R. Thornton, Los Angeles, Calif. BOSTON OFFICE: 89 BEDFORD ST. 
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| DYoy am oan bk =m DYonbdola aed 
White Leathev. 
Select a White Leather 
That's Right. 
Specify The Whitest White -LEVORS: 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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PIUTTIUIT TITTIES  blb 


AUCEMOTLERLIAOUEEATOTEEUOEE AERA STiNEETe ee 


“Decidedly Thompson” 
STOCK SHOES 


| 
y 


VA 


No. S 632 No. S 630 
Gallun’s 26 Russ. Calf Brown Cord. Ox., Ad- 
Ox., Vandyke Last. miral Last. Widths 
Widths AA-D. AA-D. 

Code Word—NEWEST Code Word—NAT 

Price $7.00 Price $8.00 














Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


| eon BROS .SHOE (0 
FINE SHOEMAKERS - 
BROCKTON 
MASS. — 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. Ly 
C/ 
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A Real Leather Novelty 
SCOTCH GRAIN PATENT 


T HE vogue of the brogue is a well established 
fact. Our new SCOTCH GRAIN PATENT 
LEATHER imparts additional dressiness to 


brogue styles. 


This novelty is a strictly full grain patent side 
leather tanned and finished by the same process 
as our famous BLACK DIAMOND-—in a new 
Scotch Grain effect. 


Have your manufacturer make you some sample 
pairs and try them in your window. 





‘Lawrence Leathers Are Reliable Leathers” 





A: C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 

MILWAUKEE -_ ST. LOUIS 
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OME men laugh when told 
that distribution of Novelty 
Footwear is a profitable pur- 

suit, arguing that Staple Foot- 
wear is the only foundation of 
good business. 


Our big Boston, New York, 
Chicago and San Francisco cus- 
tomers can dissipate such argu- 
ment, for they know the sales 
leadership of Watson Fine Foot- 


wear. 


onShoe Company 
FINE WELTS EXCLUSIVELY 
MASSACHUSETTS 


x 
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Telegraph Code Word—Cabin 


No. 406—Panel Two Strap, Imitation Ball 
Strap and Tip,. Medium Light Tan Calf Leather, 
Cochin Shade, Dast No. 183, 12/8 Military Heel, 
Nine Iron Single Fudged Edge Sole. 


Becceccee + to 8 oes oto02ec8*@:.8 
B........3% to 8 reer . 
No. 406—Light Tan Calf.............. $4.50 





Telegraph Code Word—Basis 


No. 39S8—Panel Two Strap,*Black Glazed Kid 
Lenther, Last No. 182, 14/8 Junior Louis Heel, 


The styles shown here have 
reasons for their 
existence. A style reason 
and a profit reason. They 
are the shoes dealers want 
at the price they want them. 
We, therefore, carry these 
shoes In Stock in sufficient 
quantities to take care of 
you on deliveries. 


CHUKRAF]. 


Quality Footwear 


These shoes have a uniform 
record for unequaled service 
and satisfaction. They are 
‘repeaters’ wher- 


proven 


proven 
ever introduced. 


IN-STOCK 


Orders will be filled in order 











= 


attached 





Telegraph Code Word—Dawn 
No. 405—Circular Vamp Whole Quarter with 
Ball Strap and Stock Tip, Blind Eyelets, Brown 
Calf Leather, Last No, 184, 10/8 Military Good- 
year Wingfoot Rubber Heel, Twelve Iron Double 
Fudged Edge Sole. 
B..\cccceges 4to8 C...... 8% to 7% 
D 8 to7 


No. 405—Brown Calf with Rubber Heel. .$4.25 





Telegraph Code Word—Acorn 
No. 404—Circular Vamp. Whole Quarter Oxford, 


Seven Iron Imitation Turn Edge Sole... ..83.75 

4 ‘ @¢ -¢ 8 to 8 mee i Last No 182, 14/8 Cuban 

Boscccces 0 coscccccecd tO f . . eel, Nine Iron 1d . 

Bl25222213% to 8 | Diw..18 to 8 as received. First come,— “y “ine 11m Sideed Base ‘ey 
No. 403 is the same as above except in Brown Bio csccce 3 & Seer 3 to 8 
a ai eneareenns Ky: $4.50 first served. No. 404—Brown. Kid ............00%6. $4.25 

+. 














mi 


- Season’s Beauties|f 


“yp Se 


ZF 
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mu LT Nee 


s\for Delivery Now!!! 





CHUKRAFI. 


Quality Footwear 


vn Last No. 95—One Strap English Toe in Misses’ Last No.: 95—Circilar F 





MIA 


we 
{*pbbrorn, Oxford » 







th 

i- run, Low Heel, Plain Tip, Single Sole, Fudged for Growing Girls, English Toe, 0/8: Heel, ee, y 

le Pdge. In Stock in D Width only. Perforated Tip, Double Sole, Fydged. F ge. Car 
ried in Stock in D Width only. « «; 






Stock No, 105—Patent ee. 95 Last, Ay Stock No! 115—Brown Side, 2% ty 6 onty, “4 


English Toe, 11% to 2, D ee $2.40 
4 
+4 Scout No. 107—Black Kid, 95 Last, regi Stock No. 116—Black Horse, 2% to 6 tes: 2, 


eS Si eR: 


Stock No. 104—Patent Leather, 97 Last, 
Brodd Toe, 8% to 11, E Width.......... 82.00 


Stock No. 106—Black Kid. 97 Last, Broad 
Toe, 8% to 11, B Width....4.......0.. $1.80 


Last No. 97—One Strap Pattern Broad Toe in 
Child’s run. Black Kid with Beaded Ornament, 
In Stock in E Width only. 


Ln 











wre 
OELAWARE. O10 FACTORY 
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Lynn manufacturers emerge from the 
gone-by period of uncertainties with their 
time-honored determination to lead in 
quality. 








Realizing that quality plus large volume 
of production originally created the 
world-wide reputation of Lynn-made 
shoes, we are maintaining that quality- 
standard as the best offset to unsettled 
conditions of business. 












Shoe values as good as Lynn’s factories 
produce cannot fail to be a factor in restor- 
ing shoe business to normal! 











P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KIELY & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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i Give Your Shoes us 


The Easy-Sellin g 
Advantages of 


ROVILLA 


T H:E N EW LEATHER 










HNUVOQDUUOUUAU LANL 








Lustrous, Soft and Tough | stETSON’S 
W on’t Chip, Peel or Scuff | New York Shops 


Now featuring these models 
made of NOVILLA 


HEN Competition is keen 

your dealers will appreciate ins 
the extra advantages of NOVILLA eares 
-—which enable them to offer 
soft, dressy shoes that retain their 
shape and their surface and wear 


much longer than kid. 














Miss 
Wellesley 






Dealers — ask your shoe manufacturers 
to show you samples of shoes made of 
NOVILLA. 





Manufacturers — prove NOVILLA’S 
merits for -yourselves, write, wire or 
‘phone for samples. 





MMMM NTT 
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CASTLE KID CO. INC. 
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Sample No. 1155—Bellevue Last 


Lawrence's No. 13 Calf Pointér Ball 
Strap Bal—10 Iron Selected Oak Bot- 
tom—6 Iron Oak Solid Innersole— 
Fine Twill Lining—Wingfoot Heel. 











Prepare Today for Your 
Fall Requirements 




















Shoe Material Markets Are To- 
day So Stabilized That No Mis- 
take Can Be Made Through 
Again Joining Hands With Us. 























Our new Fall Line of solid values—rightly priced is now being 
shown by our factory representatives. 


We have for the Volume Retail Operator a merchandising plan 
that offers shoes of Real Style—Real Quality of Workmanship— 
constructed from none other than the leading lines of upper and 
sole leather ‘and Al materials,—at prices which very prof- 
itably place high grade calf and kid shoes on the feet of the shoe 
wearing public 


at mae 5 Retail Prices $6. 00 to ih 00 

















Wise Merchandisers Will Not. nidie 

Their Fall Buying. We Were Obliged 

to Decline Much Easter Business Be- 
cause of Last Minute Ordering. 


MILFORD SHOE COMPANY 
MILFORD, MASS. 
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No. 744 

Brogue Oxford of 
Light Tan Lotus 
Veal—No. 13 Fox- 
no oee Last— 
Square Wing Ti 

Four Rows Stitch. 
ing—Fibre Middle 
Sole — Stitched 
Around Heel— 


Square Toe Edge 
Trimmed — Wing- 























































































foot Heel. 





M EN are probably the most care- 

ful seekers after value — espe- 
cially the great middle class who will 
pay from $5.00 to $9.00. 


In this grade and range of price 
WEBER Union made SHOES for 
men are values unexcelled. 


Our standards are fixed and therefore 
our values are always consistent. 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 


Wr 
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For Merchants 


Who Know 
Real Value 


IN STOCK at $3.50 per pair for 


at once delivery. 
A Real Shoe to Retail at $5.00. 


Genuine Goodyear Welt 
Misses—12-2 sizes, B, C, D widths 
Toppie (6% inch) pattern. 

Full grain mahogany calf. 
Fuli | eee A vamp with cap toe. 
High grade trimmings and linings. 
Fast color eyelets. 
Heavy solid leather innersoles. 
Grain sole leather counters. 
an solid a yo nae. 

ea special top pieces. 
Pans scoured oak bend soles. 


Made over an up-to-date last that 
appeals to the best trade. Fine 
fitting pattern in A to D width. 
Stock shoes, B. C. and D only. 


Send for In-Stock booklet 
The L. D. Stickles Shoe Co. 


(Manufacturers) 


Red Wing - Minn. 
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Wait A Moment! 


Fine Sea Island Turn Pumps 





Sold in 36-pair case lots only 
(One case of a width) 


Stock No. 41 
Women’s White Sea Island 
Turn Pump. Full Louis cov- 
ered Heel—Aluminum Heel 
Plate. White Ooze Quarter 
Lining. 

Sizes 3 to 8, 4 to 7—A Width. 


Sizes 314 to 7, 3 to 7, 4 to 8 
B Width. 


Sizes 3 to 8, 314 to 8, 4 to 7, 
2Y4 to 7—C Width. 


Sizes 3 to 8, 4 to 7, 24 to 7 
—D Width. 


Price $1.20 


Notice Particularly. 


and Oxfords 


$1.20 


Stock No. 43 
Boys’ McKay Gun Metal 
Blucher. Heavy Sole. 
Extra Good Value. 
Sizes | to 5%, 2% to 
| eer $1.50 

24 prs. to the case. 


Same in Youths’. Sizes 
40 









Same in Little Gents’. 
Sizes 10 to 13% $1.25 


36 prs. to the case. 





Sold in 36-pair case lots only 
(One case of a width) 


Stock No. 42 
Women’s White Sea Island 
Turn’ Five-Eyelet Oxford. 
Full Louis Covered Heel— 
Aluminum Heel Plate. White 
Ooze Quarter Lining. 

Sizes 4 to 7—A Width. 

Sizes 4 to 7, 4 to 8—B Width. 

Sizes 4 to 7, 3 to 8, 3 to 7— 
C Width. 

Price $1.20 

Stock No. 44 
Same in McKay, with Half 
Louis Leather Heel. ' 
Sizes 314 to 7, 24 to 6, 3 to 

7—D Width. 

Price $1.00 


As the largest cash purchasers in the wholesale shoe 


business we are constantly securing choice lots for underprice on which we 
customarily save our customers 15% to 30%. 


We Cannot Advertise All These Lots because they sell out so quickly that they 
remain with us not more than a week. 


Tell Us What You Want for Underprice Sales. 


at once, or within a few days. 


We can generally supply it 


S. Rosenberg and Son 


144 Essex Street 


The King of Jobs 


TERMS: NET 30 DAYS 


Boston, Mass. 
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VALUE 


Of all articles of apparel, the shoe is 
most complicated and difficult to 
make. Therefore, the more impedi- 
ments to be overcome in giving good 
value. 

M-C McKays, at a moderate priee, 
exemplify value. in .its. fullest meas- 
ure. You could select no better trade- 
retainer. 


M-C models for Fall are different. 
Better write now and find out how 
you can see them. 


Mitchell-Caunt Co. 


Boston Office: 72 Lincoln Street 
Factories: Lynn, Mass. 
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The hard-to-sutt are eas- 
ily satisfied with Mar- 
shall Shoe Merchandise 









No. 0728 


Sut HALL 
M AR SH 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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A decidedly attractive and popular two-strap model. 
Made of Peters’ White Reignskin, with black kid 
straps and black French cord around top, re- 
sulting in an extremely well-balanced 
slipper in black and white. Has 
covered full Louis XV Heel 
and single sole imitating 
a tum. 











No. 639—Price $4.50 




















This style will 
be in stock and ready 
for delivery after June |. 


A width, 4 to 8; B width, 3 to 
8: C width, 244 to 8; D width, 2% 
to 8. We advise placing your order at 
once for this novelty as all orders will be filled 
in the order they are received. 












THOMSON-CROOKER SHOE CO. 


18 STATION STREET, BOSTON 20, MASS. 
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Correct and Corrective 


Stetson “SUBURBANS” are our answer to the 
urgent call from thousands of women whose tender 
feet compel them to wear ugly “pluggy” orthopedic 
type shoes. 

Shorter skirt fashions have made such shoes em- 
barrassing. Stetson SUBURBANS meet this situ- 
ation perfectly with their shapely attractive fore- 
parts which give no hint of fallen arches or tender 
joints. 

Stetson SUBURBANS fit before they're laced, par- 
ticularly at the arch. In most shoes perfect fit is 
not secured until the laces are tightly drawn. 


When Stetson SUBURBANS are laced the arch is 
firmly and comfortably bandaged. 


A soft, flexible and strengthening construction is 
used instead of the heavy, unresisting steel shank. 


The picture tells a typical story of the smartness of 
this latest discovery in shoemaking. 


Of course women buy them enthusiastically and pay 
cheerfully a price which is far more reasonable than 
many so-called “doctor” shoes command. 


Don’t overlook this long awaited shoe. 


We shall be very glad to send you a sample pair, 
knowing that your personal investigation will make 
you realize how thoroughly and differently it meets 
a general demand in every locality. 


Stetson Suburban Shoes are made in both men’s and women’s styles. 








THE STETSON SHOE COMPANY, Inc., South Weymouth (90), Mass. 


BOSTON 
Little Bldg. 
Cor. Tremont and Boylston Sts. 


NEW YORK 
Bush Sales Bldg. 
130 West 42nd Street 
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One of our 
Novelty 
Styles— 
Welt or — 
McKay 





The “Globe” Trotter 


is on his way— 

















Wholesalers — Wait for Our Mr. Heiser! 


Remember this is the real Our new line of Fall novel- 
ties will make you still fur- 


ther “sold” on Globe 
always ‘Sold Up” early. values and Globe styles. 


GLOBE SHOE COMPANY 


Women’s Welt and McKay Shoes 


CHELSEA - - - - = MASS. 


“We Make Our Own Leather” 


profit line, and therefore 
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Land ’Em! 


Do you mix business and fishing? Do 
you get as much fun in the death flop of a 
fighting-mad New England brook trout as 
you do in the landing of a big day's business? 






















Hook on to some advance ideas and solid 
friendships at the National Shoe Style Show at 
Boston which will make your stay-at-home 
competitor wonder how in thunder you get the 
business. 









Make the personal acquaintance of the 
manufacturer whose shoes you are selling. 
Know, also, the manufacturer whose line you 
may add to yours later. Meet them where 
good fellows get together to develop new 
business and dominant styles in a big way. 


And speaking of fishing, in both fresh 
and salt water, Maine, New Hampshire and the 
coast are waiting to let you land ‘em! 














A Business -Vacation in the 
Nation's Playground—New England. 







JULY 
SUN MOM TUE WED THU FRI SAT 









Address 


Chester I. Campbell 
General Manager 
5 Park Sq., Boston 


for all information regarding the 
Show or New Englan 











FISH THIS NEW HAMPSHIRE TROUT BROOK 


NATIONAL SHOE and LEATHER. 


EXPOSITION and STYLE SHOW 
= 1-12-13 and I4 BOSTON 
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IN STOCK 


Men’s Fancy Ball Strap, Nut 
Brown Russia Calf Oxford. 
Widths, A to D. 





Price $6.50 




















" _High Grade Shoe a) 


WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STA.), MASS., U.S. A. 
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Styles That Mean Profit | 
Ready—NOW— Ready 








Style 323 














Style 350 














Style 211 












oe Kid, Colonial, Ouban 
A-D 


He 
212 same in Black Kid...A-D 00 
209—Same in Patent...... A-D 00 
210—Same in Patent, lnk 








ini sieoeeeceeebe $4.00 
216—Black Kid, Colonial Cov., Full 
Toute Heel ..cccccccccce - $5.00 
255—Same in Gray Kid....A-O .00 
201—Dull Kid, Colonial * Lea., Louis 
WOE cciccccccescsvcscoses A-D 84.00 
207—Same in Dull Kid....A-D $4.00 
206—Same in Patent..... .A- 00 
200—Same in Patent...... -D 00 
217—Same in Patent, Black 
TE 6 ccivccceccasenses - 50 














323—Brown Satin Strap Cov., Full 


Louis Heel, Turn........ A-D $5.00 
321—Black Satin Strap Cov., Full 
Louis Heel, Turn........ A-D $5.00 
302—Same with Junior Louis Heel. 
A-D $5.00 

138—Black Satin Strap Cov., Full 
Louis Heel, McKay....... B-D $4.00 


139—Black Satin Strap Baby Cov., Full 


Louis Heel, McKay.......B-D $4.00 
328—Gray Suede Strap Cov., Full 
Louis Heel, Turn........ A-D $5.50 
329—Gray Suede Strap Junior, Full 
Louis Heel, Turn........ A-D $5.50 
350—Black Kid Strap, 2 Butt Cov., Full 
Kewle Tesh ..ccccccccccs A-D $4.50 
396—Patent Strap, 1 Butt. Cov., Full 
Louis Heel, Turn........ A-D $4.00 
355—Dull Kid Strap, 2 Butt. Lea., 
EGGS TD cccecdécsscnsa A-D $4.00 


292—White Kid, Girdle Strap Cov.. 
Full Louis Heel, Turn....A-D #5.00 


294—Dull Kid, Girdle Strap, Lea. Louis 


RO, GN Siw ddaciccsace A-D $4.50 
296—Patent Girdle Strap, Cov. Full 
Louis Heel, Turn ...... A-D $4.50 


184—White Canvas, Strap Baby Cov, 
Full Louis Heel, Turn....A-D $3.00 


197—White Canvas, Strap Cov., Louis 


BD, FROG. ok h.i0d6s:0s0000 A-D $2.75 
198—wWhite Canvas, Strap Cov., Cuban 
Wieeh, TPR cecccccsscece A-D $2.75 
353—Dull Kid, Strap 2 Butt, Lea. Mili- 
CE ata webaenscuex A-D $4.00 
325—Black Suede Strap, 2 Butt Cov., 
Full Louis Heel......... A-D $5.50 


333—Black Suede Strap, 1 Butt Junior 
Cov., Full Louis Heel....A-D $5.50 


386—White Kid Strap, 2 Butt Cov., 
Full Louis Heel.......... A-D $5.00 


364—Patent Strap, 2 Butt Lea., Louis 
TetE.  ccccccccccccccccces A-D $4.00 


365—Dull Kid Strap, 2 Butt Lea., 
Louis Heel ........ ° ..A-D $4.00 





360—Black Kid Strap, 2 Butt 
Lea, Military Heel.A-C $4.00 


361—Patent Strap, 2 Butt Lea., 
Military Heel ....A-D $4.00 





Our new folder shows all the 
new novelties that are in stock. 
Write for it! 








Style 328 

















Style 325 








$4.25 





Style 289 








289—Tan Calf Oxford, Ball ye 
Cuban Heel, Welt....... » 





136—Light — Oxford, ext etrap 
Military Heel ........ 

146—Light Tn “Oxford, ‘Rat Strap, 
Military Heel .......... 00 

134—Licht Tan Strap, Ball ‘Strap, Mili- 
tary Heel .cccccccccccce B-D $3.75 














285—wWhite Buck Oxford, Mahog. Tip, 
Ball Strap and Quarter Low Heel 
A-D $4.75 





THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE 


BOSTON (9), MASS. 
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MEMBERS OF 


Shoe Manufacturers’ Board of Trade 


of NEW YORK, Inc. 


ALGIER SHOE CoO. 
125 Broadway 
BROOKLYN 
JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 
AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 
GEORGE W. BAKER SHOE CoO. 
343 Classon Avenue 
BROOKLYN 
C. A. B. SHOE Co. 
641 Lexington Avenue 
BROOKLYN 
COHEN & FRANK Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 
JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 
D. H. CHANDLER SHOE CO. 
166 Livingston Street 
BROOKLYN 
BERT E. DRAKE SHOE Co. 
235 Park Avenue 
BROOKLYN 
DEGEN LIPP, INC. 

133 Floyd Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 
GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 
JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 
WM. HENNE & Co., INC. 
957 Kent Avenue 

{ ue BROOKLYN, ¢£. 


39 6th Street 
LONG ISLAND CITY 


' '& H. HOSKINS Go- | ¢ 


HORN SHOE CO. 
145 Roebling Street 
BROOKLYN é 
F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 
KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 
J. J. Latte enn SHOE 


MFG. q 
St. Edwards Place 
BROOKLYN 
MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 
I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 
MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 
PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 
PARISIAN SHOE CoO. 
251 Varet Street 
BROOKLYN 
PERFECT SHOE CO. 
2941 Atlantic Avenue 
BROOKLYN 
DR. A. POSNER SHOES, INC. 
_ 141 Roebling Street 
BROOKLYN 
ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 
STRASSBURGER-STILES 
99 Myrtle Avenue 
: BROOKLYN 
CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN : 
VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 
S. WATERBURY & SON 
232 Throop Avenue 
4 ~ - - BROOK XM.g .; 
* ‘S. WEIL? &:-CO. 
379 DeKalb Avenue 














fe, 


May 28, 1921 





FRPP TUPRRRTEROREH TY | RTE 





BOOT AND SHOE RECORDER 











eS 


Style- Predominance 
Quality- Leadership 


HE elements in Brooklyn-made shoes for women which. give 
them their predominance, their superiority, are the result of 
evolution. 


Beautiful shapeliness, perfection of fit, artistry of putting mate- 
rials together, skill of incorporating wearing qualities in light 
leathers as well as heavy—these features are elemental in Brook- 
lyn-made footwear. 


The real origin of this was in the group of conscientious shoe- 
makers who years ago determined that real quality was worth 
while. From that group other makers, imbued always with pride 
*n product, have stood by the same standard. 


Thus, Brooklyn quality begat Brooklyn quality, its fibre and tissue 
never suffering but always improving. The world of good shoes 
knows this, and knows that it has helped the Industry. 


Buy your shoes from the members of the 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 





BROOKLYN 
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How many minutes a day 
do your salesmen waste? 


VERY extra minute taken to explain the merits of an unknown 
shoe means fewer sales and less profit—especially in the men’s 


department. 

Hurried business men haven’t the time to listen to a long harangue 
on the worth of unbranded shoes—they want quick service and un- 
questionable quality. 

Speed up your sales—increase your profits—satisfy your customers 


—and build good-will. You’ll do all four if you stock All Americas 
today. Write to nearest distributing house for catalog. 


RICE & HUTCHINS 


The Rice & Hutchins New York Co. - - 133 Duane St., New York City 
The Rice & Hutchins Chicago Co. - - - 233 W. Monroe St., Chicago, IIl. 
The Rice & Hutchins St. Louis Co. - 1025 Washington Ave., St. Louis, Mo. 
The Rice & Hutchins Cincinnati Co. - Cor. Race and Third Sts., Cincinnati, O. 
The Rice & Hutchins Cleveland Co. - 210 St. Clair Ave. N. W., Cleveland, O. 
The Rice & Hutchins Atlanta Co. - - - 90 So. Pryor Street, Atlanta, Ga. 
The Rice & Hutchins Baltimore Co. - - 101 Hopkins Place, Baltimore, Md. 
Joseph I. Meany & Company - - - - 16 North St., Philadelphia, Pa. 
The Atlas Shoe Company - - - - 614-624 Atlantic Ave., Boston, Mass. 


RICE & HUTCHINS, Inc. 
10 High Street, Boston, Mass., U.S. A. 











